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SERVING THE 19 SOUTHERN AND SOUTHWESTERN STATES 


Since 1903... 


PARTNER IN PROGRESS 
to the 
AUTOMOTIVE INDUSTRY 


Behind the overwhelming preference for 
Perfect Circle products is a heritage of lead- 
ership in research, engineering and manu- 
facturing ...factors that work constantly for 
the benefit of both the automotive industry 
and the motoring public. 


Because they are specifically engineered to 
meet the exacting demands of modern high- 
compression engines, Perfect Circle piston 
rings are preferred by more engine manufac- 
turers for original equipment and for re- 
placement service than any other brand. 


For all engine overhauls, do as the manufac- 
turers do. Specify Perfect Circles! PC 2-in-1 
Chrome piston rings more than double the 
life of cylinders, pistons and rings, assure 
thousands of extra miles of sustained power 
with lasting oil economy. 


MERCURY - One of the outstanding cars using Perfect Circle 
piston rings for both original equipment and replacement service 


PERFECT CIRCLE fisron rincs 


Perfect Circle Corporation, Hagerstown, Indiana 
The Perfect Circle Co., Ltd., 888 Don Mills Road, Don Mills, Ontario 





Tune up carburetors fast (and protect your reputation) with 


HYGRADE JIFFY KITS 


Just the parts you need for a fast, safe carburetor tune-up. Pump 
piston plungers, needles and seats, gaskets, instructions and even 
necessary gauges in every JIFFY KIT. Coverage for all popular cars. 
See your Hygrade jobber or write HYGRADE PRODUCTS DIVISION, 


Standard Motor Products, Inc., 37-18 Northern Blvd., 
Long Island City 1, N. Y. 


HANDY 
JIFFY-RAK 
FREE 
ASK YOUR 
CARBURETOR PARTS * FUEL PUMPS & PARTS 
SPEEDOMETER CABLES & CASINGS 


JOBBER 
United States and Possessions, $1.50 per 
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PERMATEX HAS BEEN 
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COMPANY, INCORPORATE 
300 Broadway, Huntington Station,L .!t. 
Factories: Brooklyn 35, N. Y., Kansas City.15, Kan. 
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Patented* Dispenser CUTS CLEANING COSTS *(No. 2,789,737) 
WITH OR WITHOUT WATER, 

DL REMOVES STAINS ORDINARY 
If, DISSOLVES CLEANERS CAN'T TOUCH, GENTLY—EASILY. 


GREASE AND GRIME THE HANDI-WAY by DL HAND! CLEANER 
ON | 
C-O-N-T-A-C-T 


DL gets deep down into pores 
prevents “ingrained grime”! 


1D) Jt, PROTECTS 


your most valuable tools 


... YOUR HANDS! 
The HAND! -WAY to increose your body work 


Fortified ‘with Hexachlorophene and Lanolin, DL actually 
conditions hands as it cleans, guards against Dermatitis, Write for FREE Trial Sup ply 


keeps hands soft, in good “working” condition. | 
, , oo | DL PRODUCTS, Inc. ‘ro Youc 2221.80.54. 





} 1) Pret Vaielels Mme) Meisl- me ulelatial 








Please rush me trial supply of DL Handi-Cleaner, 


Available in 14 0z., 3 lb., 41% lb. dispenser cans, 5 
full details, prices, etc. 


Ib. dispenser cans and § gal. size. 
Name _ 





Address — 


HANDI-CLEANER (ofi0)'h 08 
made only oy DIL PRODUCTS, Inc. ‘aw veut 
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as a Dagger! 


Men behind the wheels of today’s 
high speed automobiles can’t afford 
to fool with second rate products. 
They can trust their lives with 
complete safety to WARCO Automo- 
tive Chemicals . . . there’s no crys- 
tallizing, no gumming, no corrosion 
of metal or eroding of rubber! 


For nearly a quarter of a century WARCO has stood for 
extra safety on the highway. Laboratory control guaran- 
tees that our product will stand up to all highway condi- 
tions, under all extremes of weather. 


WARCO S.A.E.70R1 HEAVY DUTY 
HYDRAULIC BRAKE FLUID 


Approved by States 
with Brake Fluid Ordinances 


S.A.E70Ri for use in trucks, tractors, 
buses, and for passenger cars when 
recommended by manufacturer. 
WARCO S.A.E.70R2 
MODERATE DUTY 
HYDRAULIC BRAKE 
FLUID 
For passenger cars and light 
trucks. 
aa 
WARCO 
“GRADE A" 
HYDRAULIC BRAKE FLUIDS 
nationally accepted by leading jobbers over 
the past 20 years. 
WARCO $S.A.E.70R1 and S.A.E.70R2 
brake fluids meet or surpass every 
S.A.E. specification. 


Available in: 12 o2., Pint, Quart, Galion, 
5 Gallon and 54 Galion Drums 


WARCO 

AUTOMATIC TRANSMISSION 
FLUID-TYPE A 

A laboratory tested product that 
mixes perfectly with criginal equip- 
ment type A fluids. 


Available in: Quart, Gallon, 
5 Gallon and 54 Galion Drums. 


Write for our catalog now! 


WARWICK LABORATORIES COMPANY 
334-42 Cleveland Street, Brooklyn 8, N. Y. 
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a tip to satellite builders 


We haven’t run a rocket ship test to prove it, but we’ll bet our last space helmet that a 
shower of meteors wouldn’t even make a dent in Sputnik if its designers had known 
about BONDO, America’s foremost plastic fiberglass filler. Whether it’s used on a 
man-made moon or a modern auto body, you can count on BONDO’s toughness to 
defy rust, rot, corrosion, mildew and any kind of weather. And no matter what the 
size of the hole you’re repairing, you get the 
same super-sonic speed with BONDO’s jet- 
action hardening. Here’s another down-to- 
earth reason to get BONDO today... now, 
new T-100, built-in lubricant makes it easier 
than ever to use. Try it yourself...and you 
won’t have to watch the skies for heavenly 
bodies... you’ll be too busy turning them 
out in your own shop. 











NDBO DIVISION i eTOMOTIVE- INDUSTRIAL © 


YCEE CHEMICAL CORP. i 1s 
Northford @ Connecticut ‘RAFT and MARINE REPA 
SORE nue a ae 0 So o 


——E—— 
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Automotive 


SPOTLIGHT 





April 1958 


Shut up and work harder, if you're trying to talk "recession." That's the new, if 
somewhat late, trend in Southern automotive thinking. Dealers, garagemen and parts 
wholesalers have decided business couldn't be very bad, what with so many millions 
of cars getting worn out or wearing out. Except for slowness in new-car sales, the 
current picture isn't at all bad, speakers have been pointing out. 





Are you an accessory before the fact? How well is your sales force on its toes? Are 
you as guilty as the Tidewater Virginians who were shocked to learn how lackadaisical 
their "sales" personnel were? After you read "Why Business Is Down" on page 7, it's 
possible you'll want to indict yourself first and then your assistants. 





Houston's car dealers helped themselves. They typified movements in more 
than two dozen cities over the nation which began copying this month the effort 
by the Cleveland, Ohio, franchise holders which paid well. A concerted program 
of pushing car sales, with a combined organizational effort, was adopted in 
Houston and some other Southern cities to stimulate more interest in buying 
cars. The public responded quite satisfactorily under the impetus of stronger 
pushing by salesmen. 





"Packed" prices are getting the old meat cleaver. The system by which dealers handling 
a make of car agree locally on kicking up the new car's price to permit overallowance 
on the trade-in is in for a heavy booting by Uncle Sam. The Department of Justice 
opened at Washington this month a grand jury investigation with the objective of 
breaking up this sales stimulant. Senator A. S. "Mike" Monroney (D-Okla.) has 
proposed a bill requiring that each new car in a showroom be labeled to show the 
manufacturer's suggested price. 





Garagemen of the South continue to march ahead of other regions. At least that's 
true of their desire to have a highly reputable national association. Meetings 
looking toward affiliation with the steadily expanding Independent Garage Owners 
of America have been held recently, or are scheduled this month, at New Orleans, 
Baton Rouge, Lake Charles, Abbeville, Lafayette and Hammond in Louisiana. Not less 
than three units--enough to create a state association--were expected to be born 
from so much activity. Fort Smith, Ark., is concluding details for a unit. 
Garage owners have applied for a charter as the Independent Garage Owners of 
Greater Charleston (S.C.). Other group-organizing fever is breaking out at 
Louisville, Ky., and at Cape Girardeau and Poplar Bluff in Missouri. Kansas has 
just concluded a superior job of expanding its state association (page 129). 





The South is lapping up praise regularly. Latest orchids to drop in a yard which 
used to be considered good only for cotton and magnolias came from a topnotch 
General Motors executive. Said Edward H. Kelley, general manufacturing manager 
for Chevrolet, at a parts warehouse-depot dedication at Atlanta March 28: "Atlanta 
and the Great Southeast have experienced tremendous growth in the past decade and 
we are certain that this phenomenal growth will continue over the long term." 
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If you work on modern, 
high compressio engines — 
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SS-50U 


U. S. Pat. No. It resists sludging or clogging... special process applied 
arene ; to chrome rails provides satin finish for fast break-in... 
outlasts carbon steel rings 2 to 1. 


Sealed Power’s 


INN VV 


Stainless Steel Oil Ring 


outwears and outperforms any other oil ring 


Available in KromeX ring sets for engines which require 
super oil ring performance. 





SEALED POWER CORPORATION +» MUSKEGON, MICHIGAN 


Sealed Power KromeX Ring Sets 


BEST FOR RE-RING! BEST FOR RE-BORE! 
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Why Business Is Down 


S° BUSINESS is off; there’s a “recession;” there’s a “leveling off’’ period 
right now. Say what you please, but the important thing is to know 
“why,” and apparently some Virginians have spotted the guilty party 
—and he may be You. 

As part of a survey of local sales techniques sponsored by the Hamp- 
ton Roads Sales Executives Club, 18 William and Mary students were 
handed $25 each to spend in local retail stores. 

The students entered various stores and asked for a particular item. 
They were to continue spending as long as the sales person continued 
to “suggest” additional items—or until the $25 was exhausted. 

The prices of the items bought by the students totaled $77.59 and the 
money spent for additional “suggested” items totaled $44.95. The stu- 
dents walked out of the stores with $327.26 they were prepared to spend 
—if the “salesmen” had been prepared to ask their customers to buy! 


Wray Morse of Morse-Parker Supply, Inc., well-known Portsmouth 
wholesaler, whose son is active in the club, commented: 

“The recession may be due largely to a lack of sales effort by busi- 
ness. For my part, I think business is good.” 

Declared the Norfolk-Portsmouth Ledger-Dispatch and Star: 

“A healthy dose of ‘salesmanship’ in the local market may be the 
cure for a current epidemic of business blues. 

“Some retailers here, bemoaning so-called ‘recessions’ and ‘depres- 
sions,’ seem to be overlooking a tried and true technique to bolster their 


,%9 


business—‘suggestion selling. 


Used-Car Prospects 
Appear Brightest 


ORE people are considering 

purchases of used cars this 
year than new cars, according to 
a survey taken in January and 
February by the Federal Reserve 
Board. 

Reversing a trend that has held 
true since 1954, according to the 
survey, new cars figure in the buy- 
ing plans of only 6.6% of consum- 
ers, whereas the percentage was 
8.5% in 1957 and 8.4% in 1956. 
Used cars, however, figure in the 
buying plans of 10.5% of the buy- 
ing public, compared with 8.4% in 
1957 and 7.2% in 1956. 

Another change in customer 
buying habits indicated by the sur- 
vey is that the median amount con- 
sumers expect to spend for new 
cars this year is a little below that 
of 1957, while the median amount 
they expect to spend for used cars 
is about the same as last year. 

For example, the amount con- 
sumers expected to spend for new 


cars in 1957 was $2,920, compared 
with $2,850 in 1958. For used cars 
in 1957, customers expected to 
spend $890 and in 1958 they expect 
to spend $900. 


The survey is an index of con- 
sumers’ present attitude toward 
purchases and is not a forecast of 
actual purchases. 


Latest Models Starred 
At International Show 


f pee largest collection of new-car 
models reportedly ever present- 
ed in this country—ranging from 
Abarth to Zephyr and geared to 
every purse and taste—was fea- 
tured at the International Automo- 
bile Show April 5 to 13 at the New 
York Coliseum. 

The nine-day event presented 
the latest cars produced by Ameri- 
can, British, French, Italian, Ger- 
man, Swedish and Czechoslovak- 
ian manufacturers. They included 
tiny “minicars” costing less than 
$1,000, economy models giving 30 
to 40 miles per gallon of gasoline 
and sports models capable of doing 
135mph, as well as luxurious high- 
way cruisers in the $20,000 price 
range. 

The largest contingent came 
from Britian. The British exhibit 
also contributed the show’s highest 
note of luxury with the Rolls- 
Royce “Silver Wraith,” a hand- 
crafted model priced at $22,500. 


Walker Mfg. Co. of Wisconsin has arranged to build a new, three-and-a- 
half-acre plant at Aberdeen, Miss., according to Rea I. Hahn, president. 
The plant, to be completed by August, will be used primarily for manu- 
facturing. “During the past few years.” Hahn said, “there has been a 
marked increase in the automobile population of the South. We feel that 
the establishment of this new manufacturing facility centrally located 
in this expanding area will enable our company to better keep pace with 
the growth and progress of the Southern markets.” 
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Automotive 





Formal opening of the new 25,000-square-foot sales and service building 
of Smith Chevrolet Co., Hendersonville, Texas, was staged on the eighth 
anniversary of Dealer Davis B. “Doc” Smith's purchase of the franchise. 
The structure is of masonry and steel with a high-ceiling, glassed-in 


showroom. Attending were (Il. to r.): 


J. C. Rice, Dallas zone manager: 


Smith; R. C. Porter, business manager; Jack Carey, truck manager, and 
T. F. Watson, who is the district manager of the Chevrolet zone. 


DEALERS 


April 27-29— Annual convention of 
Automobile Dealers Association of 
Alabama, Buena Vista Hotel, Biloxi, 
Miss. 

April 27-30—Annual convention of 
North Carolina Automobile Dealers 
Association, Carolina Hotel, Pine- 
hurst. 

May 17-19—Annual convention of 
South Carolina Automobile Dealers 
Association, Ocean Forest Hotel, 
Myrtle Beach. 

May 18-20 — Annual convention of 
Texas Automotive Dealers Associa- 
tion, Galvez Hotel, Galveston. 

May 22—Annual convention of Mis- 
souri Automobile Dealers Associa- 
tion, Muehlebach Hotel, Kansas 


City. 

May 28-29—Annual convention of 
Kansas Motor Car Dealers Associa- 
tion, Town House Hotel, Kansas 
City, Kan. 


June 6-7—-Annual convention of New 
Mexico Automotive Dealers As- 
sociation, Ruidoso. 

June 15-17 — Annual convention of 
Tennessee Automotive Association, 
Noel Hotel, Nashville. 

Aug. 13-15—Annual convention of 
Automobile Dealers Association of 
West Virginia, Greenbrier Hotel, 
White Sulphur Springs. 

Aug. 17-18 — Annual convention of 
Georgia Automobile Dealers Asso- 
ciation, General Oglethorpe Hotel, 
near Savannah, Ga. 

Sept. 21-23—Annual convention of 
Automotive Trade Association of 
Virginia, Cavalier Hotel, Virginia 
Beach 

Oct. 6-8 — Annual convention of 
Truck Body and Equipment Asso- 
— Ambassador Hotel, Atlantic 

ty, N. J. 
19-21—Annual convention of 
Florida Automobile Dealers As- 
sociation, Eden Roc Hotel, Miami 
Beach. 

Nov. 16-18 — Annual convention of 
Mississippi Automobile Dealers 
Association, Buena Vista Hotel, 
Biloxi. 

Jan. 31-Feb. 4—Annual convention of 
National Automobile Dealers As- 
sociation, Conrad Hilton Hotel, 
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Chicago. 

Jan. 30-Feb. 3, 1960—Annual conven- 
tion of National Automobile Deal- 
ers Association, Sheraton-Park Ho- 
tel, Washington, D. C. 


GARAGEMEN 


June 25-29 — Annual convention of 
Independent Garage Owners of A- 
merica, Statler Hotel, Los Angeles. 


WHOLESALERS 


April 23-25 — Southeast Automotive 
Show Conference, Bon Air Hotel, 
Augusta, Ga. 

April 28-29 — Annual convention 
of Automotive Wholesalers Asso- 
ciation of Tennessee, Riverside Ho- 
tel, Gatlinburg. 

May 11-14 — Annual convention of 
Automotive Engine Rebuilders As- 
sociation, Sheraton-Park Hotel, 
Washington, D. C. 

May 26-27—National Automotive 
Parts Association business confer- 
ence, Sheraton-Fontenelle Hotel, 
Omaha, Neb. 

June 16-17—~Annual convention of 
Automotive Wholesalers’ Associa- 
tion of Alabama, Pick-Bankhead 
Hotel, Birmingham. 

June 22-24— Annual convention of 
North Carolina Automotive Whole- 
salers Association, Grove Park Inn, 
Asheville. 

Oct. 15-18 — Annual convention and 
booth conference of Automotive 
Wholesalers of Texas, Moody Civic 
Center, Galveston. 

Dec. 12-16—Annual convention of 
Automotive Warehouse Distributors 
Association, Muehlebach Hotel, 
Kansas City, Mo. 

Feb. 18-21, 1959—International Auto- 
motive Service Industry Show, 
Navy Pier, Chicago. 


GENERAL 


Aug. 27-30—Annual convention and 
trade show of Automotive Parts Re- 
builders Association, Conrad Hilton 
Hotel, Chicago. 


Scotsman Offers Automatics 


All three Studebaker Scotsman 
models will be offered with Flight- 
omatic transmission as extra-cost 
optional equipment, Sydney A. 
Skillman, general sales manager 
and vice-president, announced. The 
two-door and four-door sedans will 
feature new interiors, while the 
station wagon will continue with 
its present color schemes. 




















get through that 
smoke screen of objections 


Almost every car buyer has a subconscious fear of not )\ HAL protects your customer’s investment and 
being able to meet monthly car payments in case of - makes his payments if sickness or accident occur, 
emergency. Many times this real objection is hidden by pays off the balance of the contract completely in 
a make-believe smoke screen of manufactured excuses for “Af case of death. Point out to your prospect that this 
not buying. It’s possible that you may lose a deal and A » /\ peace-of-mind insurance would cost much more if 
never know the real reason. Dig out this buried objection L/S | bought separately. Get to know HAL, you'll find he 
and overcome it by explaining the financial peace of mind can help you “‘get through that smoke screen of objections” 
that Associates’ HAL (Health, Accident and Life Insurance) ... and close a sale you might otherwise lose. Phone the 
can provide to every prospect on every deal. “man from Associates” today for full details on HAL. 


ssociates 


SOUTH BEND, INDIANA 


<P ~ on Sua 
‘ Wwe Care f° ——— 


ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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Automotive NEWS BRIEFS 


(Continued from page 9) 





Bankers: Liberalize Credit Terms 
To Spark Upturn, Nichols Asserts 


] Panag see of instalment 
credit terms on _ late-model 
used-car purchases could act as a 
stimulus to the entire automobile 
business, a top Chrysler Corp. sales 
executive said at Chicago March 
25. 

Speaking before the National In- 
stalment Credit Conference of the 
American Bankers’ Association, 
Byron J. Nichols, general manager 
of automotive group marketing for 
Chrysler Corp. (a Texan once the 
De Soto manager at Atlanta), said 
that stimulating the whole industry 
through a more active used-car 
market is one of the most impor- 
tant lines of action being taken by 
companies and dealers, and that 
“it is just possible that automobile 
finance companies and bankers can 
assist in this activity. 

“It has occurred to many of us 
in the business,” Nichols said, “that 
some changes may be due in the 
instalment financing of used-car 
purchases. . . . There may be too 
wide a difference between the kind 
of terms a customer can obtain on 
the purchase of a used 1958 or 1957 
car and a new 1958 car.” 


He urged the bankers to give 
serious consideration to extending 
instalment contracts beyond 24 
months on used 1957 or 1958 model 
cars. “The mere fact that a virtu- 
ally new car has had another own- 
er,”’ Nichols said, “would not seem 
sufficient reason for cutting down 
drastically on the liberality of she 
terms.” 

He noted that in recent years the 
additude of lenders toward used- 
car contracts has become consider- 
ably more favorable. “One reason 
for this,” he said, “is the develop- 
ment of used-car warranty con- 
tracts. It would seem to me that if 
financing organizations could tie in 
such a contract with an instalment 
credit agreement, the result might 
be a liberalization of terms—with 
the even more important effect to 
all of us of stimulating the whole 
market.” 

Recent indications are, Nichols 
added, that sales of used cars are 
relatively stronger than new-car 
sales. 

As the strengthening trend in the 
used-car market continues, it 
means better trade-in values on 


SOUTHERN AUTOMOTIVE JOURNAL for APRIL 1958 


Byron J. Nichols 


new cars. “So it is clear that any- 
thing we can do to sell more used 
cars will be good for the new-car 
market,” he explained. 

Describing a Chrysler Corp. pro- 
gram aimed at strengthening the 
used-car market, Nichols said his 
company’s recently inaugurated 
nationwide used-car reconditioning 
and merchandising program 
“promises to be one of the most ex- 
tensive of its kind in the automo- 
bile industry.” 


Monroney Offers Senate 
List-Price Bill 


ENATOR A. S. “Mike” Monroney 

(D-Okla.) has introduced a so- 
called “truth - in - labeling” bill 
(S.3500) which would require car 
manufacturers to affix to the wind- 
shield of new cars a label disclos- 
ing their suggested list price to 
prospects. 

Additional information which 
would be required on the label by 
the proposal: 

1.—The suggested factory-deliv- 
ered price of each accessory or ap- 
pliance physically attached to the 
automobile, the price of which is 
not included in the basic price. 

2.—Name, make, model and ser- 
ial number. 

3.—The final assembly point. 

4—Name and location of the 
place of business of dealer to whom 
car is delivered. 

5. — Method of transportation 
used in delivering the car. 

6.—Amount charged to the deal- 
er for transportation from the final 
assembly point to the dealership. 

7.—Total price accounted for by 
the car, accessories and transporta- 
tion. 





McQUAY-NORRIS makes the 
most Powe Packed rings 


‘in the world 





...and the Famous 


“400” Oil Ring 


is in every set... 


When the problem 
is oil consumption, the 
The Duo Oil-Compression 
Ring with Chrome Armored Famous “400” 
Stee! Rail a dee ‘ 
ents Oil Ring will 
outperform 


The Famous any other type oil 
f **400”’ Oil Ring / P 
with Chrome Armored Rails ring made today. 


wf —— "The Famous Torsion-Tight 
pe Aviation Fire Ring 
y 
¥® 
YIN? 


McQUAY-NORRIS 
CHROME 


PISTON RINGS 
Distributed by the finest wholesalers in the industry 


McQUAY-NORRIS MFG. CO., ST. LOUIS » TORONTO 
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Automotive NEWS BRIEFS 


(Continued from page 11) 





NADA to Hold Seminar 
In Arkansas April 30 


ONE-DAY working conference 

on “What’s Ahead for Auto 

Sales in 1958” is scheduled April 

30 by the National Automobile 

Dealers Association at the Arling- 
ton Hotel in Hot Springs, Ark. 

“Will There Be a Strike?” will 


President Chaffin 


be discussed by John Herling, well- 
known labor correspondent, re- 
porter, author, editor and column- 
ist on labor affairs of Washington, 
D. C. Herling, who participated in 
the questioning at which Dave 
Beck first admitted large-scale ex- 
traction of money, will talk objec- 
tively from a reporter’s view. 

Association President Dean 
Chaffin of Bozeman, Mont., will 
speak on “The Inside Story on 
1958.” Following a buzz session 
luncheon, Walter Grabski of Cleve- 
land, O., will address the group on 
‘What Goes into the Selling Price?” 

Principal characters in the roles 
of dealer and sales managers of an 
imaginary dealership will be Har- 
ry Vickery of Houston, Miss., 
Grabski and William Frame, 
NADA director of Amityville, N. 
Y., and a program chairman of the 
meeting. These three will give 
step-by-step pointers on “What 
Will Make Sales in 1958?” 

Rowland Hughes of Jonesboro, 
Ark., is also a program chairman 
for the meeting. 

The seminar is one of a number 
NADA has been holding in recent 
years over the country to keep its 
members up-to-date with answers 
to their most pressing problems. 


American Motors Club 
Picks 11 Southerners 


EW officers of the American 

Motors Corp. Sales Honor 
Club, selected on the basis of their 
sales performance in 1957 — the 
top salesman of each zone becom- 
ing zone president and the runner- 
up vice - president — include 11 
Southerners: 

Atlanta, Ga., zone: E. P. Butler, 
Jr., Southern Motors of Savannah, 
and Art Wagner, Don Schulsted 
Nash Co., Tampa, Fla.; Dallas, 
Texas: Jarvis Lowe, Aubrey, Or- 
val & Mac, Houston, and Billy 
Burns, Frontier Rambler, Ft. 
Worth; Kansas City, Kan.: T. Holt, 
Kansas Nash, Kansas City, and D. 
Williams; Memphis, Tenn.: E. W. 
England, England Motor Co., Fort 
Smith, Ark., and C. R. King, King 
Nash Motors, Inc., Nashville; St. 
Louis, Mo.: Tom Smith, Jr., Tom 
Smith Motors, Lemay, Mo.; Wash- 
ington, D. C.: F. L. Kirby, Nash 
Arlington Corp., Arlington, Va., 
and Kenneth Marshall, Landay 
Nash Sales, Baltimore, Md. 


New York Gets Show 
South Sought 


Hos of officials of the South- 
east and Southwest Automo- 
tive Shows for winning the na- 
tional service show for their re- 
gions in 1960 were blotted out last 
month with the announcement that 
New York would get it. 

Officers and directors of the 
three sponsoring associations, Mo- 
tor and Equipment Manufacturers, 
Motor and Equipment Wholesalers 
and National Standard Parts, ap- 
proved holding a jointly sponsored 
and operated Automotive Service 
Industry Show in New York City 
Feb. 10-14, 1960. 

All three groups will hold their 
1960 conventions immediately pre- 
ceding the show. 


Importance of Dealer 
Cited by Whelchel 


DDRESSES citing the importance 

of the franchised dealer to the 
business life of his community have 
been delivered recently in Tennes- 
see by David P. “Doc” Whelchel, 
executive vice-president of the 
Tennessee Automotive Association. 
The former Ford Motor Co. ex- 
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Vice-President Whelchel 


ecutive, who was a commander in 
the Navy in World War II, spoke 
at Bolivar March 10 before the 
Rotary Club. He addressed the 
Martin Rotary Club March 27 and 
was on the Kingsport Rotary pro- 
gram April 9. 

He brought out that the average 
investment of a dealer in this 
country is $110,000, that dealers 
have more invested than the man- 
ufacturers, that almost a half of 
all taxes collected from every 
source in Tennessee comes from 
the motor vehicle industry and the 
supplies for its operation, that the 
dealers throughout Tennessee are 
usually leaders in civic, religious, 
social and patriotic activities. 

Nearly one of every six pay 
checks disbursed in the nation 
comes from some phase of this in- 
dustry, he pointed out. 

Tennessee car and truck dealers 
employ about 21,000 persons and 
these workers have an annual pur- 
chasing power of $65,000,000, he 
said. Annual] retail sales of these 
dealers exceed $450,000,000, he 
added. The dealers’ capital invest- 
ment in the state totals $85,000,- 
000, he asserted. 


Georgia Fleetmen Get 
Wheel Oil Pointers 


principle of oil lubrication 
of tractor and trailer wheel 
bearings — relatively new in the 
trucking industry — was reviewed 
last month at a meeting of the 
Fleet Superintendents’ Association 
of Atlanta. 
Principal speaker was Earle 
Venzke, Southeastern area sales 
engineer for Mechanex Corp. 





INSTALL 


ROGERS 
DYNAMOMETER- 
TESTED ENGINES 


Don’t tie up your shop rebuilding old engines! 
Install Rogers. You'll save time as well as expensive 
labor costs of rebuilding engines yourself. Rogers 
engines are rebuilt from the block up with new 
parts that meet original standards. Upon comple- 
tion, each engine is run-in under its own power 
and DYNAMOMETER-TESTED to be sure it 
meets the rigid requirements demanded by every 
engine bearing the Rogers nameplate. Save time, 
save labor! Hoist your profits. Install only Rogers! 


ROGERS 


eyeurslaltha-honali ate 


ENGINES 


300 West Hunnicuttt Street, N.W. 
Atlanta, Georgia 
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An engineer’s dream, this free 
piston engine looks like a plumb- 
er’s nightmare when equipped for 
testing by Ford Motor Co, en- 
gineers in Dearborn. The free 
piston engine itself is not nearly 
so complicated as this test setup 
suggests. The maze of tubing and 
fittings is needed to maintain a 
simultaneous check on nearly 20 
different performance factors 
while the engine is in operation. 
As the engine is run for periods 
of 100 or more hours, the tempera- 
ture, pressure and flow of air, fuel, 
water, cooling and lubricating oils, 
and several other performance 
characteristics are recorded on 
gauges connected with the engine 
by the tubing. Ford already is us- 
ing the free piston engine experi- 
mentally in a tractor, the Typhoon. 


Bell and Rude to Address 
Alabamians April 27-29 


| eres: creer J. Bell, executive 
vice-president of the National 
Automobile Dealers Association, 
and Alan G. Rude, presidert of 
Universal C.I.T. Credit Corp., will 
address the 23rd annual convention 
of the Automobile Dealers Associa- 
tion of Alabama at the Buena Vista 
Hotel in Biloxi, Miss., April 27-29. 

Both speakers will appear on the 
Monday morning program, April 
28. The subject of Bell’s address 
will be, “The Automobile Dealer 
and the American Economy,” while 
Rude will speak on “Courage and 
Confidence Can Decide the Conse- 
quences.” 

Luncheon speaker that day will 
be 12-year-old Chucky Davidson of 
Jasper, Ala., a youth leader and 
platform speaker, who has ad- 
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dressed many civic groups. 

Tuesday morning’s closed dealer 
session will feature Frank Con- 
stangy, Atlanta, Ga., attorney, who 
will speak on “Dealer Dangers.” 

At the general session Tuesday, 
Dr. Ernest Dale, professor of eco- 
nomics and business administra- 
tion at Cornell University, will ad- 
dress the group on “How to Im- 
prove Dealer Management and Op- 
erating Profits.” Robert J. Alander, 
advertising manager of the Char- 
lotte (N. C.) Observer, will speak 
on “Company Public Relations.” 

Featured speaker at the annual 
banquet Sunday evening, April 27, 
will be Dr. Frank Rose, president 
of the University of Alabama, nom- 
inated by Jaycees in 1954 as one of 
ten outstanding young men of the 
nation. He will speak on “Priorities 
in a Confused World.” 

Special events for the ladies will 
include a brunch on Monday and 
an address by Mrs. Trudy Dye, 
manager of automotive merchan- 
dising and promotion for the 
Ladies’ Home Journal. A “Country 
Cousins Party” for all attendees 
will take place in the evening, with 
entertainment, dancing and music. 
A bingo party is planned for the 
ladies on Tuesday. The association 
president is W. Herbert Ray of 
Huntsville. 


“At least it keeps ‘em off our backs.” 

































Top: Frederick J. Bell 
Above: Alan G. Rude 








(More News Briefs on page 161) 
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Here’s why time-tested 


SARAN 
SEAT COVERS 


are a cinch to sell 


Durable 


Stand on them, spill on them... 

do just about anything and you won’t 
hurt Saran seat covers. The secret’s 
in the tough Saran fiber that 

shrugs off scuffs and soiling. 
Colorful Saran seat covers withstand 
the miles, months and messes, 
never showing their age. 


Beautiful 


Saran seat covers aren't meant to 
hide upholstery. Woven into any of 
many colorful patterns, they’re 
designed to become upholstery in 
fine fashion. Your customers are 
truly riding in style when they’re 
riding on seat covers made of Saran. 


Comfortable 


You don’t sizzle in summer and 
shiver in winter when you're sitting 
on Saran. Breathable Saran fabrics 

adjust themselves to the temperature, 
naturally. In any season, in fact, 

one of the nicest things you notice 
about sitting on a Saran seat cover is 
that you are comfortable. 


The Most Salable Seat Covers Are 











YOU CAN DEPEND ON 
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“Gates methods 
increased sales 


of V-Belts 9 times” 


writes Jack Dorfman of the 
Dorfman Shell Service in Dayton, Ohio 


“Since changing to Gates,” he continues, “my V-belt sales 
have increased almost nine times, and V-belts are now one of 
our top-profit lines. 

“Furthermore, Gates merchandising methods have made 
it easier for me to train my men to produce in the TBA 
department.” 

Gates station-tested methods can help you, too... to get 
a higher turnover on V-belts... to make more money 


without bother to customers 
— without slowing down service time 


Changing overto the top-profit Gates line is easy, and you 
won’t lose a penny on your present stock. Simply call your nearby 
Gates jobber, and he’ll make the switch promptly. 


The Gates Rubber Co., Denver, Colorado 


ra World's Largest Maker of V-Belts 








For sales punch in fuel pumps 


oe 


Tie is the Fuel Pump in demand... 
because it’s earned its reputation the 
hard way! In the ruggedest kind of serv- 
ice .;. On cross-country runs...and with 
dependable performance! 


You're missing a bet unless you stock and 
sell popular, nationally-advertised Carter 
Power Center Fuel Pumps. More and 
more, leading automotive manufacturers 
are installing them as original equipment 
on cars and trucks. Call your Carter 
supplier now. 


MODERN FUEL SYSTEMS 


CARTER CARBURETOR 
DIVISION OF INDUSTRIES 


INCORPORATED 


ST. LOUIS 7, MISSOURI 
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MU 


LTI-MIX 


POWER UNIT 





e Specialty Finishes 


More than 8000 Laboratory-Controlled Formulas 


e Factory production colors e Interior colors e@ Tractor and implement colors 
e Truck and Fleet colors e@ Motorcycle colors e« Appliance colors 


e Foreign Car Colors 














COLOR MATCHES ACCURATELY 
MIXED BY WEIGHT 


@ Measuring by weight is the most accu- 
rate way to match a color in either lacquer 
or enamel. Many of the colors used on 
today’s new cars require minute tints for 
exact matching. With Ditzler’s Exact- 
Weight Scale you can measure amounts as 
fine as 1/5000ths of a gallon. 








1 pet new MULTI-MIX is an ideal low-cost power 
unit enabling paint shops to match colors 
accurately and in a hurry. 


@ This compact unit turns agitators smoothly and quietly. 
Cans may be placed on equipment or removed while 
equipment is in operation. New MULTI-MIX is designed 
to give trouble-free operation—no gears to wear, pro- 
viding years of dependable service. 


@ Along with MULTI-MIX, Ditzler offers you the most 
complete color range . . . 8,000 laboratory-controlled 
formulas for lacquers and enamels—more than any 
other system. These formulas make it possible to 
duplicate original new finishes as well as weathered colors. 
@ See your local jobber for complete information on Ditzler’s mixing service. 


DITZLER COLOR DIVISION, Pittsburgh Plate Glass Company, Detroit 4, Mich. 


DITZLER 


SYMBOL OF SERVICE FOR SEVENTY-FIVE YEARS 


IIIS 


§ 
o 


rrr) IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Stews BEES! NEW- HANDY 
| = BESS5EaS Ww. ae : 


= BESEGSSSc5 BRA KE PRODUCT 
SBEG MERCHANDISER 


“RBSBES 
— — a Se 
You can attract more brake work... keep a bal- 
anced stock of brake products on hand... speed 
your work by having the parts you need when you 
need them...and step up your brake service 
profits by using this handy, sturdy cabinet with 
your choice of four Wagner Lockheed brake prod- 
ucts assortments. Cabinet is 6 x 3 x 144 feet in 
dimension. 


It qualifies you as a 
WAGNER FRANCHISED DEALER 


Four balanced assortments of fast-moving products 
give you big coverage with small inventory. You 
can choose the stock best suited to your brake 
business. Since any of the assortments meet the 
Wagner Franchised Dealer Program inventory re- 
quirements—you automatically qualify asa Wagner 
Franchised Dealer and get the franchised dealer's 
net price. Ask your Wagner supplier or check and 
mail coupon for full details. 


... The beot known natne in brake service 


LOCKHEED BRAKE PARTS, FLUID, EXCHANGE SHOES and LINING « AIR HORNS ¢ AIR BRAKES ¢ TACHOGRAPHS 
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Build your business ... tie into the 


Wadneyr Lockheed 


FRANCHISED DEALER PROGRAM 


Set yourself up to give the best brake service in your area 
... make extra profits. You can do it IF you act now and 
take the few easy steps that make you a Wagner Lock- 
heed Franchised Dealer. 


PROGRAM is designed to HELP YOU—and your 
mechanics—render better brake service. Also, to TELL 
YOUR CUSTOMERS to look to you—as the top brake 
expert in your area. 


NO LARGE INVESTMENT IS REQUIRED. When you 
agree to become a Wagner Lockheed Franchised Dealer, 
you make only a modest investment in fast-moving 
Wagner Lockheed brake parts, fluid, and lining—like 
the assortments offered with the handy merchandiser 
described at the left. 


HELP FROM WAGNER STARTS IMMEDIATELY. You 
get brake charts, bulletins and service data... and 
you'll get the official electric sign, shown above, to 
advertise your place of business. As additional identi- 
fication, Wagner also supplies a plaque, decals, stickers, 
and uniform emblems. 

BIG WAGNER SATURDAY EVENING POST ADS 
reach car owners—and direct business to you. And... 
to help you tie into this program in your own com- 
munity, Wagner provides free newspaper ad mats and 
mailing cards for your own advertising. 

CASH IN ON THIS OPPORTUNITY ... check and mail 
the coupon today. 


6362 PLYMOUTH AVENUE, ST. LOUIS 14, MO., U.S.A, 
(Branches in principal cities in U.S. and in Canada) 


Please send full information on the NEW Wagner 


Brake Products Merchandiser and Assortments 


O 


Please send Bulletin AU-607 for full details on the 


Wagner Lockheed Franchised Dealer Program 
NAME 


Ss 
aad 





FIRM NAME 





ADDRESS. 





CITY & STATE 





he es ee ee eee ee ee Se ee ee ee ee ee ee ee 


ELECTRIC MOTORS © TRANSFORMERS ¢ INDUSTRIAL BRAKES 
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Now I can find and fix 
ign ition troubles 
_ in minutes 


NIEHOFF 


...and make money doing it 


e Ignition replacement is the biggest and easiest money-maker 
in the repair business. Every car you send someplace else for 
service is money out of your pocket. Don’t let this easy profit 
pass you by. Niehoff provides you with a merchandising sys- 
tem that will sell for you. You can service all makes and models 
of cars from one cabinet. Satisfied service customers tell their 
friends and come back for repeat business. You can go and 
grow with Niehoff, manufacturers of the finest in ignition, 
hydraulic brake parts and testing equipment. Ask your Niehoff 
jobber today. 





c.E.NIEHOFF « co. 


MAIN OFFICE AND FACTORY, 4925 LAWRENCE AVENUE, CHICAGO, ILLINOIS 


Warehouses: 250 W. 54th St., New York 19, N.Y.; 1800 Fairmount Ave., Philadelphia, Pa.; 250 Brighton Ave., 
Boston 34, Mass.; 2715 Main St., Dallas, Texas. Branch: 1330 W. Olympic Blvd., Los Angeles 15, California. 


Want more facts? Use Reader Service Card Page 105 SOUTHERN AUTOMOTIVE JOURNAL for April 1958 











and start your 
cash register rocking 
—and ringing! 


COLUMBUS. 
hbvet vide SHOCK Asteneees apatite <a 


UCENSED #7 OF CARE OR 


“WORLD'S TWO GREATEST SHOCK ABSORBERS” 









coLumBUS 
wulty te snOCE ats aot 
consed by Oe ( orbor 


hECKETHORN MFG. § 


SUPPLY CO 
OveRssune, Ten 
usa 

















Again in’58 


MOH 


/ ON st uN 


my ~\ 
2 AN at 


ASN with a new 


yee wi premium tire 
\ a Se ae d 


The only tire matched to today’s modern cars, to today’s driving conditions! 


It’s here now! The tire wanted by the owners of today’s a Nationally 

modern cars. Made lighter, it eliminates tread rumble, high- E 

speed vibrations. Runs cooler, too, even after hours of turn- Advertised 

we speeds. Made stronger with six full plies of 100% duPont in 
ylon to provide an almost impregnable wall of protection. 

Made tougher, its twin tread is specially compounded of the —_— SPORTS 

finest materials, striated for positive road control regardless 

of weather or driving conditions. ILLUSTRATED 
And, best of all, the Golden Arrow sells for only slightly 

more than regular tires, yet returns “premium tire profits. Watch for it! 

Truly, here is the answer to your shrinking passenger tire April 15th issue 


margins. 
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AWK 


is on the move! 


st © 


New! Two Fisted Truck Tire Promotion! 





Today’s Mohawk truck tires are the finest made, MOHA 

bar none! They are daily setting records for origi- TRUCK TIRES 
nal mileage, for the number of recaps, for their Es oy ef 
freedom from channel cracking and other cus- > * 

tomer-losing failures. . 

Throughout the year, national advertising in 
Newsweek Magazine will tell this story to truck- 
ers in your area, building a ready-made profit-full 
market for you. 

TO HELP YOU CASH IN, we’ve prepared a 
brand new truck tire selling book. Detailing each 
type of Mohawk tire, it will prove a sales clincher 
when you call. 














With truckers becoming more and more tire- 
cost conscious, Mohawk has the products and 
the promotions to get this business for you NOW! 


The fastest growing tire manufacturer 


in the industry. Phon i llect t 
Move Ahead with MOHAWK Now! tom sohnson, General Sales Manager, 


Mohawk Rubber Co., Akron 5, Ohio, today! 
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SLANTS 


‘AC SELLING 


ACs BIG "SPRING INTO ACTION” CAMPAIGN WILL 
RECEIVE POWERFUL NATIONAL ADVERTISING SUPPORT 


National Magazines 
Striking full color, full page AC Spark 
Plug and Oil Filter ads will carry the 
“Spring Into Action” theme to the mil- 
lions of readers of “Life,” “Look,” 
‘‘Saturday Evening Post’’ and 
“Reader's Digest.” 


Billboards 


“Spring Into Action with AC Spark 
Plugs and Oil Filters” . . . on over 5000 
billboards, in every marketing area of 
25,000 population. Millions of motor- 
ists will see these AC Action reminder 
messages daily. 


Television 
Bright, attention-attracting “Spring 
Into Action” AC Product Commercials 
on ZORRO, AC’s network TV show on 
ABC-TV. Viewers will be urged to 
“Spring Into Action” and visit their 
nearby AC Dealers. 


Point-of-Sale 


Your point-of-sale display includes an 
action-packed window trim that quickly 
identifies your outlet as AC Action 
Headquarters, and reminds your cus- 
tomers to get their cars serviced for 
the upcoming big driving months. 


Call your AC Supplier now— 


. 


AC SPARK PLUG # THE ELECTRONICS DIVISION 


Want more facts? Use Reader Service Card Page 105 SOUTHERN AUTOMOTIVE JOURNAL for April 1958 





.. ENTER ACS BIG 


for Your Selling Slants! 


1001 AWARDS TO AC DEALERS 
in the national “selling slants” competition 


Yes, during April and May, the hunt will be AC Product (including Guide Lamp) on an 
on... for selling ideas used by you in con- official entry form. Your idea could be worth 
nection with any AC Product. a $10,000.00 U. S. savings bond! 

Any service station, repair shop operator or Call your AC supplier today. He has the 
car dealer is eligible. Nothing to buy to enter details, including your official 1001 Dealer Kit 
. . . just submit your special spring service containing the official entry and your big 
promotional plan which ties in the sale of any “Spring Into Action” point-of-sale display. 


—get your Official Contest Kit today! 


OF GENERAL MOTORS Watch Walt Disney Studios’ ZORRO every week on ABC-TV 
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AC) SELLING SLANTS| 


During pril and May... 
he “ee 
pring m 
With these THREE Big 


SPECIAL OFFER... The AC Spark Plug Service Tool Kit Worth 
$26.56 is yours for only $13.21* in this promotion. 


The new AC Spark Plug Tool Kit is your answer to those 
tough, time-consuming spark plug removal and installa- 
tion problems. 


Here’s more good news... you can obtain this valuable 
kit of service tools for less than one half its retail value 
by purchasing the AC FM-36 Promotion Package along 
with an order for any 48 AC Spark Plugs. 


FM-36 PACKAGE INCLUDES: 


@ High Quality AC Spark Plug Tool Kit (Shown at left) 


* One 8-Pack of AC Spark Plugs (Type 85TS) worth $8.24 
which, when sold, reduces your initial investment of 
$21.45 for the FM-36 Package to the low net of $13.21. 


® Special AC Adapter Wrench © '%." Deep Socket with 
e 3” Extension Rubber Retainer 


\ -* @ 6” Extension © %" Deep Socket with 
WATCH © '%" Deep Socket with Rubber Retainer 


WALT DISNEY Rubber Retainer © %" to 4%" Adapter 

STUDIOS’ ZORRO 
EVERY WEEK a PLACE YOUR ORDER NOW... OFFER IS LIMITED! 
ON ABC-TV AC SPARK PLUG & THE ELECTRONICS 
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to Action! 


AC Product Promotions! 


SPECIAL OFFER... New AC Fuel Pump Promotion featuring 
(Man's) Sunbeam SHAVEMASTER 


First time ever offered in a promotion . . . the nationally advertised 
Sunbeam Blade-Electric SHAVEMASTER that’s sold at retail 
for $29.95. It’s yours with the AC Fuel Pump FM-39 Promotion. 


Here’s what you receive when you order any 8 new AC Fuel 
Pumps and the FM-39 Promotional Package for regular price of 
the 8 pumps, plus $19.95. 


e Sunbeam SHAVEMASTER Nationally Advertised at $29.95 
e Popular New AC Fuel Pump (Type 529) worth $15.45 
e AC Flexible Line (Type GL-125) worth $1.90 





Promotion Details: a 
Your Initial Cost 


You recover ..-a low 
Sale of Pump 
Sale of Line 











SPECIAL OFFER... Rebuilt AC Fuel Pump Promotion featur- 
ing (Lady’s) Sunbeam SHAVEMASTER 


A beautiful companion gift for your wife . . . the striking 
ay Sunbeam PSHAVEMASTER nationally advertised 


at $15.95. 


Just order any 8 AC Rebuilt Fuel ny eee your AC Sup- 
plier. Ask him to include the FM-40 Promotional Package 
for an additional cost of $11.95 and here’s what you'll receive: 


e Lady Sunbeam SHAVEMASTER Nationally Advertised 
at $15.95 
e Rebuilt Popular AC Fuel Pump (Type 2529) worth $9.10 


e AC Flexible Line (Type GL-125) worth $1.90 





Promotion Details: Yournet coe? 
Your Initial Cost 
You recover ...a low 
Sale of Pump 
BOO GE GIG cc ccccccccese 


Total Recovery 





CALL YOUR @% suPPLIER TODAY 
DIVISION OF GENERAL MOTORS 
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SELLING SLANTS 


More news from ... another first! 
“Spare-Pac” Promotion 


for selling more and more 


© 


Marine 
Spark Plugs 


Plugs can be separated without disturbing 
waterproof plastic covering. 





NE W uanay Container for . 


*“‘Spare-Pac”” AC Merchandiser 


Especially designed so that “Spare-Pac” AC Merchandiser 
can be folded into it easily and compactly for shipping to you. 


GET YOUR SHARE OF THIS FASTEST GROWING SPARK PLUG MARKET...DURING THE SEASONAL RUSH |[ 
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THE MONTH ! 


NEW Plastic Bubble 


*‘Spare-Pac’”’ AC Merchandiser 


Each plug sealed separately in water- 

proofed, transparent plastic enclosure. 

Eight plastic-enclosed plugs mounted on a 

card hanger that carries a selling message. 

Cards are perforated for convenient tearing-off of 
individual plugs .. . you can sell one to eight. 
You can hang the “Spare-Pac”’ Merchandiser in a 
traffic area . . . where every customer can see it. 
It encourages impulse buying .. . and 

the carrying of extra spark plugs... by all 
types of boating enthusiasts. 

Customers will quickly realize that plastic 
enclosures are ideal for tackle box storage. 


Three Ways to Boost Your Sales Still Higher 





Spark Plug Point-of-Sale Display 


G) Reminds your customers to buy 
onto AC Marine Spark Plugs from 
an you ... whenever they're in 
‘ your place of business. Place 
‘4 it near the AC “Spare-Pac” 
Merchandiser to land the 
greatest number of impul 
buyers. The display is availa- 
ble free to all AC Marine 
Spark Plug dealers. 





NE W fSve-catching AC Marine NEW cotorful AC 


Marine Spark Plug Decal 


Quickly identifies your place 
of business as headquarters 
for AC Marine Spark Plugs. 
It'll help you get your share of 
this fastest growing spark plug 
market. Available free to all 
AC Marine Spark Plug dealers. 





NEW Handy Catalog 


of AC Marine Spark Plugs 


Now you have all sizes and 
types of AC Marine Spark 
Plugs listed in one handy, 
easy-to-use catalog. You'll 
need this information just to 
handle your marine spark 
plug business. 





@ These three AC Sales Promo- 
tion pieces are available free to 
all AC Marine dealers. Ask your 
AC supplier for details. 








AC SPARK PLUG Q& THE ELECTRONICS DIVISION OF GENERAL MOTORS 


ORDER A FULL STOCK OF AC MARINE SPARK PLUGS FROM YOUR REGULAR (ac) SUPPLIER 
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Watch Walt Disney Studios’ 
ZORRO every week—ABC-TV 


Insure your customers’ 
brake safety... 
spur your brake service sales... 


with 


the linings that lick dangerous HEAT and WEAR brake problems 





Mr. Motorist wants to be certain his brakes are safe. 
USE THE Linings are the most critical factor in brake safety. With 


~— POINT new and improved Raybestos Brake Linings, you guar- 
BRAKE antee your customers six all-important performance 
CHECK characteristics: greater heat resistance, greater fade resist- 
ance, increased braking power, longer life, really quiet 
me eReaaee operation, positive safety. 

- Pull front wheels, inspect linings Available bonded or riveted for every make and model 
. Check brake drums car, Raybestos linings for both power and manually 
+ Inspect front wheel bearings operated brakes are the result of the latest materials and 
- Clean brake assembly engineering techniques. Put them on your custemers’ 
+ Check hydraulic system cars and you'll give them the protection they need. 

- Adjust brakes or recommend reline You’ll also give your own reputation a big boost. 
+ Road test brakes 


You get paid for every car you check RELINE 
Ask your Raybestos jobber for full details today 











AMERICA’S BIGGEST SELLING FRICTION MATERIAL 


RAYBESTOS DIVISION of Raybestos-Manhattan, Inc., Bridgeport, Conn. 


RAYBESTOS-MANHATTAN, INC., Brake Linings ¢ Brake Blocks « Brake Fluid 
Clutch Facings ¢ Industrial Rubber e Engineered Plastics « Sintered Metal Products 

Rubber Covered Equipment « Asbestos Textiles « Laundry Pads end Covers 

Mechanical Packings e Abrasive and Diamond Wheels « Industrial Adhesives 

Bowling Balls 





FLASH ' Don't fail to see the new film “Brakes for 1958” © 1958 broke a color sound motion ees ~~ SF leee 
7 


e Effect of 14 in. wheels on brakes e Center-plane brakes 


at the Raybestos Br. ake Service Clinic Write to Raybestos Division of Raybestos-Manhattan, Inc., Bridgeport 2, Conn., 


for a showing. 
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NEW 
ANAL-(i:)-SCOPE 


Ed and Wally’s Garage, Kenosha, Wis., was the 
“proving ground” for a new Snap-on Anal-O-Scope 
..a test under actual working conditions. 


Wally Regnery, the tune-up expert, got a short 
briefing by a Snap-on man. After a few test runs, he 
was doing a complete check of a six-cylinder engine 
in seven minutes, an eight-cylinder in ten minutes. 
His regular equipment took twice as long. 


Mysteriously, word about the Anal-O-Scope got 
around. Without an announcement, people began 
coming in, wanting their cars checked on that “fan- 
tastic machine.” In less than two weeks, Wally 
“scoped” 30 cars — without advertising, without pres- 
sure, without build-up. 


The parts business was terrific. The Anal-O-Scope 
is a natural merchandiser. People don’t argue about 
replacing faulty plugs, points, rotor, etc. when they 
see these parts show “bad” on the screen. Look at the 
pile of parts Wally replaced in less than a month! And 
there wasn’t a single comeback on an Anal-O-Scope 
tune-up. 


Wally likes the easy-to-read trace pattern. If there’s 
trouble, it pops right out on the ’Scope. 


MT-615 Anal-O-Scope 


Complete with all accessories — 
nothing else to buy 


8052-D 28th Avenue 
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... floods garage with 
tune-up business 


Wally Regnery runs the patented ignition reserve test. 
This electrically loads the ignition system to check power 
reserve for high-speed and hard-pull conditions. The Anal- 
O-Scope also tests dwell or cam angle, breaker points, dis- 
tributor, condenser, spark plugs, valves, primary circuit 
leakage and resistance, secondary circuit resistance and 
insulation. 


Look at this pile of faulty parts — weeded out by the Anal- 
O-Scope in less than a month. What a money-maker! 


You can boost your tune-up profits just as Ed and 
Wally have. Get the Anal-O-Scope story from your 
Snap-on man now. Ask about the low, easy payment 
plan. Convince yourself with a demonstration. 


P.S. Yes, Wally and Ed bought the Anal-O-Scope. 


SaAwPeOxy TOO! 


oe ae a oe oa 
° Kenosha, nae 
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FULL LINE OF EXTRA-OUTPUT D.C. GENERATORS 
FOR MEDIUM- TO HEAVY-DUTY APPLICATIONS 


CHECK THESE EXTRA-DUTY D.C. FEATURES 
e@ Substantial output 
at engine idle where required 


e Greater brush area— 
better commutation, longer brush life 


@ Ball bearings at both drive and commutator ends 


@ Sealed field coils— 
impervious to moisture and corrosion 


e@ Double insulated armature coils— 
nylon and cotton 


e@ Hot-impregnated armature for extra insulation 
@ Dynamically balanced armature 
@ Wider, heavier brushes— _ 

service up to 100,000 miles is common 
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NEW TOTALLY ENCLOSED GENERATORS 
FOR OFF-THE-ROAD APPLICATIONS 
Forced-air cooled for 50% more output 


with no increase in size! Splash-proof. 
Dust-proof. 6-, 12-, 24-volt d.c. models. 


NEW PIGGY-BACK GENERATORS 


Extra power with economy! Tailored 
extra output in single voltage systems. 
You can use both 6- and 12-volt d.c. 
units on the same vehicle. 
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FULL LINE OF A.C. GENERATORS FOR 
EXTRA-HEAVY ELECTRICAL LOADS 


CHECK THESE SUPERIOR A.C. FEATURES 


e Greater output at engine idle 


e@ Dependable performance 
at all operating speeds 


e Exclusive self-regulating current control— 
no current regulator or limiter needed 


e Exclusive stainless steel slip rings 


e Extra-large ball bearings 
at both drive and commutator ends 


e Shaft-keyed rotors _ 
prevent high torque slippage 


e Easy all-around maintenance— 
positive oiler lubrication 
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The only complete 
line of both d.c. and 
a.c. generators — 
right for your job! 


Name your generator need. Better charge 
at engine idle? More power for the ever- 
increasing demands of more and more electri- 
cal accessories? Lower replacement cost for 
lighter duty operation? 


You name it. Delco-Remy meets it. Delco- 
Remy, in fact, has the only complete line of 
both d.c. and a.c. generators with matching 
waterproof regulators to meet every fleet re- 
quirement. Whether you haul light loads or 
heavy loads—off the road, around town, or 
across the nation—at highway speeds or in 
creeping traffic—Delco-Remy has the right 
generator to fit your need. 


The complete Delco-Remy line brings you 
this important benefit: When you buy these 
extra-duty generators through the United 
Motors System, or from your vehicle dealer, 
you get the tailored performance you need— 
at minimum cost. 


Specify Delco-Remy extra-duty generators 
on your new equipment, and for replacement 
on your present equipment. Only the com- 
plete Delco-Remy d.c. and a.c. line covers 
all the bases to fit every generator need. 


GENERAL MOTORS LEADS THE WAY—STARTING WITH 


DeloggRemy 


ELECTRICAL SYSTEMS 


DELCO-REMY «+ DIVISION OF GENERAL MOTORS + ANDERSON, INDIANA 
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Professional Race Drivers Bet Their Lives 
on Grey-Rock Brake Linings 


Men like Speedy Thompson, Cotton Owens, Marvin Panch— 
who took the first three places in last year’s famous “Southern 
500” NASCAR * race—used Grey-Rock. They do not compro- 
mise on quality. On the speedway and on the highway Grey-Rock 
Brake Linings give an extra margin of safety. : 

Grey-Rock Balanced Brake Linings, including woven and 
molded, /ook different—are different. And when you P-L-S the 
Grey-Rock way you can see, show and sell the difference to 
car owners, 


“GREY-ROCK’S P-L-S PLAN 
IS A SURE-FIRE WAY 
TO INCREASE BRAKE BUSINESS!” 


—says a leading Western dealer 


That’s what dealers all across the country are saying about 
Grey-Rock’s P-L-S Plan. Pull a wheel, Look at the brakes, 
Show the customer what’s needed whenever a car comes in. 
Ask your jobber how Grey-Rock linings and the P-L-S Plan 
can greatly increase your brake service business and profits. 

* National Association for Stock Car Auto Racing 


Oa RrE Ask your jobber about a Grey-Rock Brak 
: , = i ui rey-Rock Brake 
a are POST Service Clinic. It's the best way to keep up 


0 G AQ to date on how to handle brake problems; 
“Grey-Rock.... 


BALANCED BRAKSET LININGS 
BALANCED BRAKSETS + TRUCKSETS + BRAKE BLOCKS + VEE-LOK® CLUTCH FACINGS 
GREY-ROCK DIVISION of Raybestos-Manhattan, Inc., Manheim, Pa. 


R RAYBESTOS-MANHATTAN, INC., Brake Linings « Brake Blocks « Clutch Facings « Mechanical Packings 
M Asbestos Textiles « Industrial Rubber * Sintered Metal Products « Engineered Plastics « Rubber Covered 


Equipment ¢ Abrasive and Diamond Wheels ¢ Industrial Adhesives * Laundry Pads and Covers * Bowling Balls 
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We Squeezed $129,000 


from Our Overhead 


By WILLIAM H. EMERSON 


President, Emerson and Orme, Inc. (Buick) 
Washington, D. C. 


URING years of prosperity all 

dealers carry services that are 
either of convenience to the cus- 
tomer or of benefit to the opera- 
tion, many of which are non- 
moneymaking. 

Some of these activities may 
make a profit and are carried 
while business is good. But when 
business slumps, you seek out non- 
profitable activities and squeeze 
them out. 

I know there are dealers who 
tell you it is foolhardy to look for 
pennies through the elimination of 
this or that service, and to a de- 
gree they are correct. They un- 
doubtedly recognize that they deal 
in commodities selling for thou- 
sands of dollars and penny-cutting 
here and there has little appreci- 
able effect on gross. 

With a gross in some instances 
dropping to as low as $100 more 
or less per unit sold, a dealer may 


argue, he can do better at a half 
dozen deals clearing $1,000 than 
to worry about saving pennies on 
rags. No matter how well he did 
at rag-saving, he would not clear 
$1,000 a month by any manner or 
means. 

Familiar with both points of 
view, we took to scanning our ex- 
pense sheet. In the last two years 
fewer cars have been selling and 
this has reflected in our own sales; 
we, too, have been selling fewer 
cars. In our approach to cutting 
back expenses, we examined what 
other Buick dealers were doing. 

Taking zone figures as reported 
by Buick and broken down into 
size, studying the spotchecking of 
the National Automobile Dealers 
Association’s national figures by 
various size dealerships, we re- 
viewed items out of line with 
those reported by others selling 
the same merchandise. Our ’55 
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overhead for the year, exclusive of 
selling expense, was over $648,000. 
Taking the various items under 
semi-fixed and fixed groups, we 
trimmed and cut, bringing ex- 
pense down to $519,000 in °57. 

The review and comparison, a 
practice which I believe should be 
carried out at least once a year and 
preferably quarterly, or even 
monthly, if time permits, led us to 
look with suspicion on any non- 
profit- producing activity and 
question the common sense of re- 
taining it. 

We reduced the salary group by 
$35,000 a year. This entailed the 
combination and elimination of 
jobs chiefly among non-productive 
personnel. 

A $10,000 savings was brought 
about in the supervisors’ category 
when the owners of the company 
went to work and became super- 
visors, and salaries from these ac- 
counts transferred to owners and 
officers accounts. 

In the clerical group a savings 
of $2,000 was effected, and in 
other salaries, $4,900. There were 
no cuts in salary. 

From here we looked into semi- 
fixed expense, examining demon- 
strations, used-car expense and 
maintenance, company cars, sta- 
tionery and office supplies, adver- 
tising, travel and entertainment, 
parts and service, telephone and 
telegraph, postage, etc., and over 
a two-year period between ’55 and 
’°57 effected savings of $76,000. 

Demonstrations went up $600, 
but company car expense dropped 
$600. 

By eliminating forms we could 
do without, by buying more care- 
fully, we cut back stationery and 
office supplies by $2,300. 

Other supplies got a setback of 
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More careful buying of parts and supplies resulted 
in savings amounting to $26,000 between ‘55 and ‘57. 


$26,000. These were mostly paint 
supplies, where, again, more care- 
ful buying made an enormous dif- 
ference. 

The year ’55 was one of intensi- 
fied advertising. We carried full- 
page color advertisements in the 
newspaper trying to stimulate 


volume by the weight of our ad- 


vertising. This redoubled effort 
was not typical of our former 
years. Therefore, a comparison of 
55 and ’57 may not be entirely 
representative. Nevertheless, ad- 
vertising for 55 as compared with 
57 showed a saving of $30,000. 

Under policy adjustment in the 
parts and service departments our 
record shows a saving of $900. This 
is strictly more careful handling of 
customer cars and avoiding dam- 
age in moving them about. Closer 
supervision of the men handling 
cars accounts for this saving. 

We cut out all unnecessary 
traveling, saving $1,100. Another 
$600 was saved in membership 
dues and publications as we re- 
evaluated clubs and organizations 
we belonged to, and eliminated 
those we did not need. 

Legal and auditing fees dropped 
by $500, telephone and telegraph 
by $300, postage by $1,700 and 
“miscellaneous” by $700 — all 
through better management and 
closer appraisal of the usefulness 
and effectiveness of each item. 

Under fixed expense we saved 
$22,000 in rent. Reducing our 
facilities we gave up the adjoining 
building, replacing approximately 
50,000 square feet with an open 
space area of 75,000 square feet at 


38 


a lower rent. Also, by talking with 
our landlord and finding more pro- 
ductive locations in the city for 
less money, we were able to bring 
our rent more in line with current 
changes. 

Space reduction set our heat, 
light and power bill back by $1,900 
over the two-year period. 

Insurance dropped $2,700 as we 
scanned our policies and deter- 
mined which was essential cover- 
age and which non-essential. 

During this retrenchment period 
we did not buy any unnecessary 
new equipment to become de- 


Placing company officers in super- 

visory posts trimmed off $10,000 

in the salaried group. Robert Orme 

(right), vice-president and assist- 

ant secretary, was placed in charge 
of the service shop. 


Better buying and more watchful attention to items 
like sanding discs, lead and paint aided savings. 


preciated, saving thereby another 
$6,200 on our equipment deprecia- 
tion account other than building. 
We were repairing equipment we 
already had and this reflected in 
our maintenance of equipment ac- 
count by an increase of $2,100. 

I think it is obvious to any read- 
er what would have happened if 
we had not put into effect savings 
that amounted to $129,000. This 
amount would have had to come 
out of gross profit. 

The dealer today is caught in a 
Squeeze: generally speaking, ex- 
penses as cited above are beyond 
his control. If he is going to sell 
service, he has to set it up proper- 
ly. 

Penny - pinching, niggardliness 
cannot preserve the quality serv- 
ices he wants to sell, particularly 
if those services are to be popular 
enough to be sought by the public. 
For good service depends on 
quality of service, manner of sell- 
ing it and promotion of it. 

It is evident from figures that 
service of high standards costs uni- 
formly over the country. If you 
take national averages of dealers 
selling similar services in different 
parts of the country, you will find 
expenses uniform. 

Dealers have educated the pub- 
lic to drive a hard bargain. Com- 
petition set up by the factory 
drives the dealer to a lower price. 
The dealer has to sell an automo- 
bile at a net loss if he is to sell it 
or not sell at all. 

If he does not, another dealer 
will. That is, if the car buyer 

(Continued on page 74) 
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By E. M. LOWERY 
Technical Editor 


| WE were to ask several shop 
operators what “shop efficiency” 
means to them, we would likely 
get several different answers: 

A shop that turns out good work. 

One that keeps its customers 
satisfied. 

One that has satisfied employes. 

A shop that produces the desired 
amount of profit for the owner. 

These are pretty good goals, but 
they can’t be reached by wishful 
thinking. It requires planned or- 
ganization. 

First is floor space—getting the 
full value from each productive 
stall, using every square foot of 
floor space to its best advantage. 

Next is manpower. How much a 
mechanic can produce depends on 
his knowledge of the job at hand, 
and how well he is organized. 

Take two mechanics whose spe- 
cialty is brake work. One organizes 
his work well. When he gets a car 
for brake work he reads the in- 
structions on the repair order and 
he assembles the tools he will need 
so he can reach them easily. 

He then proceeds, step by step, 
to do the job. When he has finished, 
the job has been done right and 
has been done in the required time. 
Comebacks are very unusual for 
this man. 

What about the other man? He 
doesn’t seem to organize his work. 
He never bothers to set out the 
tools needed for the job. He doesn’t 
follow a step-by-step procedure. 


He doesn’t work with the same 
care, so he requires more time to 
complete the job and no one is sure 
whether or not it is right. This man 
has far too many comebacks. 

Just as there is a difference be- 
tween these men, so is there a dif- 
ference in shops. The well-orga- 
nized shop requires less attention, 
there are fewer emergencies, few- 
er comebacks and fewer disgrun- 
tled customers. 

Another item greatly affecting 
shop efficiency is unapplied time. 
Unapplied time of productive em- 
ployes is very costly to any shop. 
There are many things which cause 
unapplied time: 

1.—Improperly written repair 
orders. 

2.—Lack of proper supervision. 

3.—Scheduling of work. 

4.—Parts availability. 

5.—Lack of knowledge of the 
job to be done. 

Suppose we discuss them in or- 
der. The mechanic gets his instruc- 
tions from the repair order. How 
well the instructions are given de- 
termines how rapidly he can pro- 
ceed with the job. If he gets into 
the job and then has to wait around 
for further instruction, that is “un- 
applied time.” 

The service salesman—or who- 
ever writes the repair order— 
should give complete instructions 
as to what is to be done and elim- 
inate the term “check and report” 
whenever possible, 
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Getting the customer’s okay 
when the order is written will pre- 
vent the job’s being delayed be- 
cause the customer cannot be 
reached by phone. 

Supervision. The most efficient 
shop will not long remain so with- 
out adequate supervision. Someone 
must be around who knows the 
answers and gives instructions. 

Scheduling. Whether this is done 
by the service manager, the shop 
foreman or control tower operator, 
this is a very important phase of 
efficient shop operation. Full 
knowledge of the manhours avail- 
able, the productive ability of each 
mechanic and the time usually re- 
quired to perform each service op- 
eration is necessary. 

If scheduling is not properly 
handled, many unapplied hours of 
what could be productive labor 
will occur toward the end of the 
work day. Jobs may be turned 
down during the rush hour that 
could have been processed later 
during the day. 

Asking a customer to come back 
another day doesn’t make for 
efficiency and is costly because 
some other shop may do the job 
when requested. 

Parts availability. The efficient 
shop requires cooperation and co- 


Directing a — force of 


pois for high 
service volume annually. 


ordination between it and the parts 
department. Parts and labor must 
meet at the right time if we are to 
give good service and be efficient. 
The failure to get parts on time 
causes unapplied time on the part 
of the mechanic, reduces his earn- 
ings, reduces shop income, missed 
delivery promises and unhappy 
customers. 

Preventing these situations calls 
for parts and service teamwork. 
There are several ways in which 
to relieve this situation: 

1.—Maintain an adequate parts 
stock to meet the demands of the 
shop. 

2.—Route a copy of the repair 

(Continued on page 82) 
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Tomorrows Car: 


NO 


OMORROW’S car—no wheels. 

And the car of tomorrow isn’t 
far off, according to Carl Reynolds, 
a Detroit product designer who 
played a major role in the design of 
the automobile tail fins. 

Reynolds attended the recent 
three-day Industrial Designers In- 
stitute national conference in De- 
troit. At the conference were some 
100 of the nation’s leading product 
designers. 

Reynolds said, “In 20 years peo- 
ple will be riding in the no-wheels 
car and safety will no longer de- 
pend on tire wear and road surface 
conditions.” 

Such a car, he said, could be built 
immediately but only on an experi- 
mental basis. Intricate tooling for 
the project would delay any large- 
scale production of the car, 

Reynolds believes the car, pro- 
pelled by ducted fans, would main- 
tain an altitude of about two feet; 
however, the car would have the 
ability to climb to altitudes of more 
than 100’, but should be controlled 
to prevent “hedge-hopping.” 

Reynolds said the car could 
travel over calm waters, such as 
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WHEELS? 


inland lakes, and it would not be 
impossible to “drive to Europe.” 

However, not all could negotiate 
a flight of this type without a navi- 
gational background. 

It would be constructed of a dur- 
able, alloy-like magnesium or 
aluminum which would allow a 
smaller, lightweight engine to be 
used, making altitude maintenance 
and control much easier. 

The general shape of the car— 
much larger than today’s conven- 
tional car—would be aerodynamic- 
ally more efficient, with the nose 
low to prevent lift at high speeds. 
The tail section would sweep back, 
graduating from the nose to the tail 
section. 

A vertical and directional stabil- 
izer in the shape of fins would be 
used, A roof hatch would connect 
with the doors, permitting them to 
open simultaneously. 

“This is no flight of fancy,” 
Reynolds said. “The engineering 
developments leading to a vastly 
improved automobile have been 
under way for some years.” 

An English automobile manufac- 
turer has been operating turbine- 


Industrial designers at 
their recent Detroit 
meeting take off into the 
wild blue yonder — per- 
haps—to give you anidea 
of what's in store for the 
future in the way of auto- 
motive styling. Can you 
conceive of a car which 
can travel over the 
ocean? Maybe not, but 
here one expert comes up 
with his own idea of what 
may be ahead. 


propelled cars for many years on 
an experimental basis. General 
Motors and Chrysler have demon- 
strated the possibilities in smooth 
operation and mechanical simplic- 
ity in the internal turbine, Reyn- 
olds said. 

Similar turbine engines would be 
used in a system with ducted fans 
to generate gas pressures properly 
directed for propelling, steering 
and braking the no-wheels car, he 
added. 

Reynolds pointed out that high- 
way safety devices heretofore im- 
practical can be used to reduce 
traffic and accident problems. 

“Upon limited access highways 
for inter-city travel, electronic de- 
vices, perhaps involving a ‘guide 
beam’, or radiation system, will 
provide automatic steering and 
speed control,” he said. 

This type of equipment has been 
in use for years in navigation and 
landing of aircraft during hazard- 
ous weather, he said. 

The car could function sideways, 
making parking easier. 

Tourists would receive informa- 
tion by radio and be able to view 
a map of the vicinity on their tele- 
vision screens. Viewers in highway 
operation towers also would be able 
to note the position and progress 
of each vehicle. 

Reynolds said automobiles would 
become larger because of a desire 
for acceleration, speed and carry- 
ing capacity. The no-wheels car 
will greatly surpass our present 
speeds with more safety, he said. 

Small, lightweight vehicles for 
shopping, school and local use 
probably will continue to have 
wheels and mechanical features 
evolved from those of today’s cars. 
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By Baron Creager 
Southwestern Editor 


AN’S Auto Supply in Oklahoma 

City got a late start last year 
in the fast-moving sideline of ma- 
rine equipment, but... . 

In approximately three months 
and without experience, total sales 
volume was $50,000 in two lines of 
boats, one line of motors, trailers, 
skis, hardware and accessories. The 
margin in all these lines averages 
40%. 

In addition, these lines accom- 
plished what was hoped. They 
brought new traffic and more 
traffic into the store and many a 
boat or motor purchaser did a lot 
of impulse buying in automotive 
items. Introduction of the lines 
and their display also introduced 
glamor and variety to the atmos- 
phere—an atmosphere habitually 
highlighted by mass exposure of 
items the automotive customer has 
been looking at for years. So new 
interest was generated in old cus- 
tomers, too. 

People who never before, in 
passing, gave the first look to 
Van’s Auto Supply on Southwest 
29th, cannot now pass without be- 
ing attracted by what is behind 
two of the plate glass windows— 
in one a long line of outboard mo- 
tors up close to the glass, in the 
other the same thing with the ad- 
dition of a boat on its side. 

One big alcove inside the store 
has been taken over by more 
boats, motors and other acces- 
sories. Otherwise, it is still an 
automotive store. 

“How did we happen to get into 


. 
2 


\ 


From Boats 
And Mofors: 


$50,0 
in Three 


Months! 


’ 


Boats and outboard motors get some of the most prominent spots in the 
display room in front of counter of this Oklahoma City wholesaler’s. 


these marine lines?’’ General Man- 
ager Ed Barrett echoed. 

“Well, we decided we needed 
something to bring more traffic 
through the door, for one thing. 

“A survey of this portion of 
Oklahoma City seemed to indicate 
that there was a good opportunity 
to do substantial business. People 
are practically going crazy about 
boats, motors and skiing and the 
bigger outlets are considerably 
distant from our location. 

“We got started in March of 1957 
with some lines of boat and motor 
accessories, skis, marine hardware 
and such items. We don’t go in for 
fishing tackle and small stuff. 

“We had a line of motors and it 
was June before we got the boat 
line we wanted, with a ehoice be- 
tween fiberglass and aluminum 
construction. Then in July we 
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changed outboard motor lines. You 
might say we had a selling season 
last year that lasted only about 
three months. 

“But we sold 20 aluminum 
‘rigs’ at from $500 to $1,400 and 
eight fiberglass ‘rigs’ at from 
$1,500 to $2,300. A ‘rig’ is a com- 
plete outboard motor-boating out- 
fit. With these sales, of course, 
there was a lot of accessory busi- 
ness—extra fittings and rigging 
for boats, remote control rigging 
for motors, skis, ski ropes, life 
belts and so on.” 

Van’s Auto Supply now carries 
a marine inventory amounting to 
approximately $50,000. This in- 
cludes no less than three alumi- 
num boats, six in the more expen- 
sive fiberglass construction, 35 
motors ranging from 3hp to 50hp, 
accessories and a parts stock. 
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This is the marine ‘section of the long-established and complete automo- 
tive shop of Van’s Auto Supply. It is soon to be enlarged. Shown busily 
engaged is Jerry Bynum. Marine items have proven a traffic-builder. 


Ninety per cent of sales, Barrett 
said, are in motors of 18hp and 
above. 

“Considering the circumstance 
that we had no previous experi- 
ence in retail selling, we are very 
happy with the addition of these 
lines,” he said. 

“We had never before gone to 
the consumer with anything for 
sale. Not a one of us knew any- 
thing about the business, so we 
had to learn it from the bottom up. 

“Especially was that true in 
selling. None of us had ever dealt 
with the consumer. We had to 


learn how to sell. And, believe me, 
that necessity made quite an im- 
provement in our counter sales 
force. The sales force is more sales- 
minded than ever before.” 

Van’s Auto Supply has had an 
automotive shop in connection 
since that location was opened for 
business. When marine lines were 
considered there was never any 
question but that outboard motor 
service would also be available. 
There was too much automotive 
experience in the institution to 
permit any other type of thinking. 

So a small section of the auto- 


























Ed Barrett (left), general manager, 

and John Cassell of the marine de- 

partment pose beside a small ma- 
rine accessory display board. 


motive shop was partitioned off 
for outboard motor service. One 
mechanic, Jerry Bynum, went to 
outboard motor school and then 
took over, servicing any and all 
types of motors—not just “what 
we sell.” 

Barrett said that so far this shop 
has been an expense. But, he 


pointed out, the shop was not in 
existence until late August, so it 
had only a small play last year. It 
will be enlarged, on the theory it 
is a must and that the prospect is 
more likely to buy where he is as- 


sured of competent service. 

The clean, neat, busy automo- 
tive shop (there, too, a new out- 
board motor is on display) can be 
expected to help sell outboard 
service for Van’s, according to 
Barrett’s reasoning. There is a con- 
vincing atmosphere about the 
character of this shop and _ its 
equipment. And Van’s has been do- 
ing precision work for years and 
years. 

Van’s promotion consists mostly 
of classified advertising, in the 
“boats and motors” classification. 
That, of course, excludes the pro- 
ductive impact of the mass dis- 
plays just inside the plate glass. 

On one occasion last year, to 
help get started, the firm did some 
“smash” radio advertising. Van’s 
was local sponsor for the broad- 
cast of the Indianapolis races, and 
this paid off handsomely in getting 
the first foothold in the marine 
market. 

“Meanwhile, we are still look- 
ing for marine lines,” said Barrett. 
“Hardware lines and lines adapt- 
able to redistribution, exclusive of 
boats and motors. We do some 
wholesale distribution on acces- 
sories, would like to do more. 

“We like this business. It’s been 
very good for us.” 
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He Mixes 
Still and 
Cadillacs 


By Sid Wrightsman, Jr. 


Associate Editor 


_— a Blue Ridge Mountain 
whisky still to most folks and, 
depending on their experience, 
they’ll conjure up pictures of (1) 
barefoot, gun-toting hillbillies or 
(2) a fly-specked jar of unadulter- 
ated corn “dynamite.” 

Not so to Harry D. Blomberg, 
veteran Cadillac-Pontiac dealer of 
Asheville, N. C. A still, to him, 
means a great deal more. It sym- 
bolizes, in fact, his introduction to 
a major avocation which, away 
from his automobile business, is 
giving him opportunity to further 
a dominant heritage of his Ashe- 
ville birthplace. And not in pro- 
duction of “mountain dew,” let it 
be known, but in creation of hand- 
woven homespun, even now caus- 
ing excited stirs in the nation’s 
textile marts. 

On a day five years ago, the 
story goes, Blomberg sought to bor- 
row from Asheville’s renowned 
Biltmore Industries a well-known 
copper whisky still, confiscated in 


Like his father before him, this na- 

tive North Carolina mountaineer is 

hand - weaving woolen homespun, 

which, under Blomberg’s direction, 

is eyed keenly in the big textile 
markets. 
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When Asheville Cadillac-Pontiac Dealer Harry D. Blomberg, above. 
went seeking that whisky still for a party prop five years ago, he little 
guessed that he was about to become a handwoven homespun mill owner. 


the vicinity by the federal boys 
and lent to the institution for dis- 
play. 

Blomberg, at that moment, was 
on the verge of tossing a reception 
at his lake estate for some visiting 
automotive industry brass from 
the North. .ind a “mountain dew 
maker” on prominent display, he 
reasoned, would provide the pre- 
cise homespun touch for such 
soiree. 

A man of no little means and 
reputation in Asheville, Blomberg 
was nonplused at the handicraft 
institution owner’s unreasonable 
refusal to lend him briefly the still 
for the specified purpose. Unwar- 
ranted resistance of this nature in 
the past had been known to hackle 
Blomberg, and the one solution to 
the impasse occurring to him at 
that moment was to buy the place, 
kit and kaboodle, if purchasable. 
Then he could do what he pleased 
with the still, not to mention the 
22 wooded acres thrown in, on 
which sat seven extensive stone 
buildings, crammed to capacity 
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with hand-weaving and -dyeing 
equipment. 

Blomberg now tells friends that 
the hours immediately preceding 
the transaction—an interval punc- 
tuated by legalistic phone conver- 
sations among multiple attorneys 
from near and far—remain clouded 
in his memory. Nevertheless, with- 
in hours that fateful day, and for 
a price purported to have fallen 
comfortably between $100,000 and 
$150,000, he emerged as legal 
owner of Biltmore Industries, un- 
derstandably obligated to maintain 
the hand-weaving heritage carried 
on by its inmates. 

Candid camera pictures now in 
Blomberg’s possession testify that 
the still made an illustrious ap- 
pearance at his private party for 
the automotive VIP’s. And it’s 
probably safe to assume that a ma- 
jority of the 400 to 1,000 people 
who, since that occasion, have 
daily visited the institution, can 
likewise vouch for the fact that 
the still was safely returned to a 

(Continued on page 84) 
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In El Paso, Texas, the Browns are front-end specialists and admit that 
they sell stabilizers by first letting a customer diagnose his own car 
trouble before broaching the subject themselves. When, by down-to- 
earth explanation, the customer has been convinced of his need, quick 
sale and installation of a new stabilizer generally follow. Top: Earl 
Brown, Jr., uses a wall chart to explain stabilizer functions to a new cus- 
tomer. Above: He shows customer first-hand why car rides off keel. 


EL Pas 
SAFETY nat 


PARE SAFETY LANE 2 


Stabilizing 
Stabilizer 
Receipts 


gar and installation of stabiliz- 
ers—an average of 60 a month 
—alone is bringing $1,350 monthly 
for the El Paso Safety Lane, El 
Paso, Texas. 

The owners and operators, the 
Earl Browns — Jr. and Sr. — both 
masters at the art, contend that 
stabilizers can be sold only through 
point-of-sale merchandising, with- 
out so-called “eager-beaver” tech- 
niques. 

Even though a customer’s need 
for stabilizers on some types of 
older cars can be diagnosed by a 
careful inspection of the springs, 
younger Brown advises against 
this method to boost sales. Cus- 
tomers so approached are wary 
from the outset, he has observed, 
automatically assuming that 
they’re being sold a “bill of goods.” 

Likewise, experience had shown 
these front-end specialists that 
sale of stabilizers cannot be in- 
creased through newspaper, radio 
and TV advertising. 

The Brown success lies in letting 
customers divulge their own car 
troubles before bringing up the 

(Continued on page 78) 
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A fan belt is sold with almost every tune-up. Ga- 
rageman Clore here tells what a broken belt can do. 


Look how this belt is worn, he points out to a pros- 
pect. In his experience fan belts have to be sold. 


Selling 1,000 Fan Belts a Year 


RANK’S Garage in Alexandria, 
Va., just cannot help looking 
at a customer’s fan belt. 

This fan-belt consciousness was 
cultivated many years ago when a 
manufacturer offered prizes to a 
garage that caught a worn fan 
belt in a car, unnoticed by a cus- 
tomer, who had dropped in for 
other repair work. 

Owner Frank E. Clore got into 
the habit of looking at fan belts. 
Today he maintains that he can 
make nine fan belt customers out 
of ten if he just makes sure to look 
under the hood. And ten times out 
of ten he does. His annual sales 
average more than a _ thousand 
belts. 

Fan belts therefore hold a po- 
tential volume for any shop or 
garage taking the trouble to check 
them. It increases good-will, too, 
because a good many customers 
know how handicapped they can 
be if a fan belt fails and they are 
remote from a source of supply. 

“Once you catch a worn fan 
belt, the next thing is to show it 
to the customer,” explained Clore. 
“Point out the worn spot or 
where it is likely to break soon. 
Explain the trouble that lies 


ahead if it should break and the 
driver gets an overheated engine. 

“We try to picture for the cus- 
tomer what is likely to happen. He 
might get a dead battery, his 
generator would stop charging, and 
on a cold wintry night he might be 
stranded for lack of a belt. We are 
not trying to frighten the custom- 
er, but these things actually do 
happen. To the few who do not 
understand the function of a fan 
belt, we start right from there. 

“We explain its function, how it 
operates, what happens in the 
absence of a fan belt. It’s educa- 
tional and I know the next time it 
won't be as hard selling a fan belt 
to, say, a woman motorist.” 

Fan belt sales have increased 
50% annually over the last three 
years. Maintaining a stock of at 
least 200 at all times to meet the 
variety of needs, Frank’s Garage 
makes a small charge for installa- 
tion. No special competitive prices 
are offered. Frank’s Garage puts in 
a refill stock monthly. 

“A fan belt is an item that 
you’ve got to sell. Nobody ever 
comes in looking for a fan belt. It 
is your responsibility to keep wide 
awake to a fan belt that is badly 


adjusted, worn or broken. No 
matter what a car’s trouble may 
be, it pays to check the fan belt. 
We sell a fan belt with practically 
every tune-up,” said Clore, who 
does no promotion of fan belts 
other than in his personal contact 
with customers. 

“The customer whose fan belt 
was at the breaking point is 
grateful to you for catching it. 
Confidence in your alertness is 
built up. He regards you as a re- 
sponsible garage with whom he 
can deal.” 

Alertness in watching for po- 
tential sales in this category has 
sometimes led shop operators to 
expand their watchfulness to other 
easily replaced items, including oil 
filter cartridges and the like. 

With the realization of the ex- 
tra profitable volume available 
from such sources, these operators 
have managed to wallop their ris- 
ing overhead a more decisive blow. 
As aggressive managements in 
every service establishment have 
realized, the plus items which can 
be added to a repair order—with 
the customer’s approval—often 
spell the difference between a fair 
return and a handsome profit. 


“Nobody ever comes in looking for a fan belt" 
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DEALER’S 
RECORD FOR 
| SUMMARY REPORT 


License__ 
Call Back — 
Date checked 


SEE OTHER SIDE 


ee moustar 
HIGHWAY SAFETY COMMITTES 


We are cooperating fully with the NATIONAL VEHICLE 
SAFETY-CHECK of the Inter-industry Highway Safety Committee 


(DEALER STAMP HERE) 


The “Circle of Safety” theme for the 1958 Vehicle 
Safety-Check is shown here as it will be used by deal- 
ers in checking customers’ cars. Mechanics will mark 
proper boxes in both rings (front of the check list 
is shown at right) after checking the ten items af- 
fecting safe driving conditions. The center portion 


of this six-inch, circular, red-and-white card will 
be punched out and retained for the dealer’s record. 
Outer circle is given to motorist to show which items 
need service attention. Space for follow-up information 
and dealer stamp is provided on back of check list. 
Safety-check has been held in 34 states every May. 


May Is Safety-Check Month 


VERYBODY wins 
Safety-Check! 

Motorists get a free check of the 
condition of their cars; automotive 
businessmen share an increase in 
demand for parts and service, and 
everyone benefits from safer ve- 
hicles using our streets and high- 
ways. 

The voluntary national Vehicle 
Safety-Check program is con- 
ducted each May immediately pre- 
ceding summer and vacation trav- 
el. Motorists are offered free ten- 
point Safety-Checks of the major 
items which affect the safe driving 
condition of their cars. 

To new-car dealers, tire dealers, 
service station operators and ga- 
rage owners, Vehicle Safety- 
Checks offer a public service traf- 
fic safety program that boosts 
sales. Those who deal in automo- 
tive service find when motorists 
are made aware of the importance 
of keeping vehicles in safe driving 
condition, new business follows as 
a natural by-product. 

The opportunity is widespread. 
Only 14 states and the District of 
Columbia require motorists to 


in the May 
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By M. R. "Bud" Darlington, Jr. 


Managing Director 
Inter-Industry Highway Safety 
Committee 
Washington, D. C. 


have their vehicles inspected regu- 
larly. This means that two out of 
three vehicles in the nation have 
no official check made for their 
safe driving condition. All ve- 
hicles in the 34 states without in- 
spection programs are potential 
traffic hazards. 


The annual May Safety-Check 
gives many motorists tangible 
proof that they need to keep their 
cars in safe driving condition. A 
report from the 1957 Safety-Check 
in Salina, Kan., reads: 

“One vehicle was found to have 
three bad tires. The party con- 
cerned drove on to town after be- 
ing checked the first time and had 
three new tires put on his vehicle 
for the purpose of obtaining an 
okay sticker.” 

One out of every five of the 
more than 2,500,000 vehicles safe- 
ty-checked last year needed im- 
mediate attention to one or more 
of the ten major items affecting 
safe driving condition. Items 
checked are: brakes, front and rear 
lights, steering, tires, exhaust sys- 
tem, glass, windshield wipers, rear 
view mirror and horn. 

Safe driving as well as safe ve- 
hicle condition is emphasized in 
the 1958 Safety-Check through the 
use of a new “Circle of Safety” 
theme. Motorists are urged to 
“Complete the Circle of Safety— 
Check Your Car—Check Your 
Driving—Check Accidents.” 
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One of the new promotional ma- 
terials carrying this theme is of 
particular interest. When each ve- 
hicle is safety-checked the owner 
is given a wallet-size “Family Car 
Facts Membership Card.” The card 
when signed by the owner makes 
him a member of the “Circle of 
Safety” and it gives him a con- 
venient reminder of important 
“Family Car Facts.” There is space 
for listing the name and phone 
number of the garage, service sta- 
tion, or dealer to call for regular 
car service and periodic Safety- 
Checks. 

The “Family Car Facts” card al- 
so has spaces for listing the car’s 
make, model, year, engine, key 
serial and license numbers, insur- 
ance information, as well as tire 
size and pressures: The card also 
has space for recording the gas and 
oil to be used and the number of 
miles between lubrications and 
Safety-Checks. 

As a service to customers, co- 
operating businessmen can fill in 
their own name and phone number 
on the card as well as any available 
information about the customer’s 
car. These cards can be distributed 
when safety-checking the cars of 
all new, used or service customers. 

The impact of the Safety-Check 
on automotive business is illus- 
trated by the following comment 
by the chairman of an outstanding 
community-wide Safety - Check 
conducted last May in Bismarck, 
a 

“It was interesting to find out 
that approximately 20% of the 
vehicles checked had one or more 
items in need of service. Further 
discussions brought out that many 
service stations ran out of parts, 
such as light bulbs, brake switches, 


Water skiers helped promote the 1957 safety-check at New Bern 


cnr 
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Dealers and community check lane 
attendants will place this wind- 
shield sticker on vehicles they 
find in safe driving condition dur- 
ing the 1958 Vehicle Safety-Check. 
Motorists in the 34 states without 
official vehicle inspection pro- 
grams will be urged to “Complete 
the Circle of Safety—Check Your 
Vehicle . . . Check Your Driving 
. « « Check Accidents.” As in the 
past, dealers will provide mechan- 
ics to safety-check ten items af- 
fecting safe driving conditions, 
either at community - sponsored 
street check lanes or at dealer lo- 
cations. The red and white sticker 
is 3” in diameter. 


windshield wipers and so forth; 
and a few had a big run on muf- 
flers by the end of the second 
day.” 

During 1957 approximately 1,300 
cities and counties organized co- 
operative community Safety- 
Checks like the one conducted in 
Bismarck. In these programs citi- 
zens, civic groups, public officials 
and businessmen work together to 
help “Back the Attack on Traffic 
Accidents.” In areas where no 
community Safety-Check has been 
planned, dealers of the automotive, 


tire and petroleum industries of- 
fered the same ten-point Safety- 
Check at their places of business. 

The annual Safety-Check is 
sponsored by the Inter-Industry 
Highway Safety Committee and 
Look magazine with the coopera- 
tion of the Association of State 
and Provincial Safety Coordina- 
tors. 

The Inter-Industry Committee 
is national headquarters and pro- 
vides “how-to-do-it” planning ma- 
terials to all participating com- 
munities. Special banners, window 
and outdoor posters, hand-out leaf- 
lets and other promotional aids are 
available to déalers and communi- 
ties through national headquarters. 

This year automobile and tire 
companies have lent the Inter- 
Industry Committee the services 
of 20 men during March, April and 
May. They are contacting business- 
men, public officials and local com- 
mittees to help them plan Safety- 
Check activities. Automobile and 
tire companies and other co- 
operating groups will also help the 
effort through nationwide radio, 
television, newspaper, magazine 
and outdoor advertising messages 
about the Safety-Check through- 
out May. 

The following are things you 
can do to take an active part in the 
1958 Safety-Check: 

1—Find out if a community 
Safety-Check is being planned in 
your area. If not, contact public of- 
ficials, key civic leaders and others 
to offer your help in getting one 
underway. Serve on community 
committees. 

2.—Identify your place of busi- 
ness with the Safety-Check by dis- 
playing the “Circle of Safety” ma- 

(Continued on page 82) 
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Polishing Up 
$5,000 a Year 


Systematic promotion glosses 
up profits from 30 wax jobs 
a month this shop averages 


By Beatrice Miller 


Above: 


A bonus encourages shop help to 


maximum production, hurrying back to one 
of these jobs when not assigned to other 


routine work. 


Left: Manager Kenneth Hamed shows a cus- 
tomer how his car will be polished. 





wo ingredients necessary to 

profitable polish jobs are vol- 
ume and close attention to over- 
head. 

Volume is obtained by talking 
to every car driver that comes in- 
to the driveway, by educating 
every customer to the practical 
need for this service. 

Holding down overhead con- 
sists in watching labor costs and 
buying materials in large quanti- 
ties for the best prices. 

That, in a general way, is how 
Kalorama Garage and Servicenter 
in Washington, D. C., has had a 
growing volume with a 15% gain 
last year that brought volume to 
over $5,000. 

Said Kenneth Hamed, manager: 

“We try to get everybody. In a 
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town where so many leave their 
cars on the street overnight, we 
point out that paint on a car is pre- 
served by a good wax job. In a 
color like maroon, waxing should 
be done every four months if paint 
is not to become weatherworn and 
chipped. 

On other cars waxing twice a 
year is sufficient. Even cars that 
are placed in garages overnight 
can take two waxings a year.” 

This garage has been handling a 
minimum of 30 jobs a month, ap- 
proximately 360 a year. 

“We keep records of wax jobs, 
remind our customers when wax- 
ing is due again, build up in their 
minds when they come by that 
waxing should be taken care of in 
another month or two,” Hamed 


said. “We remind them what hap- 
pens to exposed metal. Worn off 
paint leaves metal to the mercy of 
rain, air and hot sun, and rusting 
takes place.” 

Six out of ten customers thus 
approached buy a wax job. All 
waxing at Kalorama is done by 
hand. Hand waxing is preferred 
here, and this is demonstrated with 
cloth and polish in each sales talk 
to a customer. Most jobs are sold 
by Hamed, who takes cleaning 
fluid, soft rag and wax and com- 
pares a polished area to an un- 
polished one to a customer. In this 
way he educates the customer to 
the steps taken in a completely 
thorough job. 

“Spring’s a good time for catch- 
ing people on wax jobs, and also 
before vacation,” he said. “We tell 
them how advisable it is to pro- 
tect their paint finish with a good 
waxing, how rough mountain re- 
sorts with their sharp drop in 
temperature during the night and 
heat of the day affect car paint; 
also how the salt sea air of the 
shore eats through paint.” 

To hold down overhead on wax- 
ings, Kalorama turns idle labor 
time to car waxing. A man may be 
pulled off a wax job a dozen times 
as he is sent to pick up a car, get a 
part from a wholesaler, deliver a 

(Continued on page 76) 
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Pooling 
Labor 
Paid 


By C. Thomas 


POOLED-LABOR plan in the 

body shop of Nance Buick 
Co., El Paso, Texas, appreciably 
stepped-up gross volume and net 
earnings for both company and 
mechanics within 15 days after 
the system’s initiation. 

Besides ironing-out other com- 
monplace shop wrinkles, the sys- 
tem brought results far beyond the 
expectations of Owner James 
Nance, Parts and Service Director 
Weldon Birchfield and Service 
Manager Vernon Durbin, who con- 
ceived of the idea and got things 
rolling just three months ago. 

To kick-off the system, a meet- 
ing of body shop personnel was 
held last October, at which it was 
explained that the first month’s 
test would amount to little more 
than a trial run. If the plan proved 
unsatisfactory, they were told, it 
would be promptly discontinued. 
This stipulation was to appease 
two top earners who had the idea 


Dealer Nance (left) goes over the 
figures on the results of the plan. 
At right is Weldon Birchfield, 
director of parts and service. Me- 
chanics no longer while away their 
time interrupting other shop men 
while awaiting job assignments. 


The labor-pooling plan installed in body shop of this El Paso dealer- 
ship has proven so satisfactory it is being extended to other depart- 
ments. Here you see men swarming over a job to complete it quickly. 


that they would be helping sup- 
port the others. 

The first 15-day period sur- 
prised everyone. During Novem- 
ber, ordinarily the dullest month 
of the 12, the four body shop me- 
chanics pocketed $277.08 apiece, 
against a yearly average of $184. 
Even the “high” men had never 
netted a like amount. 

Nance pointed out the difficulty 
for a mechanic to view himself ob- 
jectively, which explained the top 
earners’ attitude. They were un- 
able to see or appreciate the time 
being wasted in producing noth- 
ing, while the situation had been 
obvious to management. 

According to Nance, there is an 
old saying in the business, as er- 
roneous as it is misleading, about 
idle mechanics never sitting on 
their benches. Instead, they drop 
around to talk with and distract 
mechanics on a job. You seldom 
find one with idle time willing to 
pitch in and help a colleague dur- 
ing this season, Nance explained, 
because “it just isn’t done.” 

Pooling labor looked like one 
way to solve the idle-time problem 
and step up everyone’s earnings. 

Too, he said, every body shop 
foreman knows the problem con- 
nected with sending in a mechan- 
ic’s time for a specified period. 
Men expect to “draw” on un- 
finished jobs. Going through job 
tickets and checking finished work 
is time which no one gets paid for. 
In Nance’s case, there were always 
too many unfinished jobs. 
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With the pooled-labor setup, 
there are now no more dangling 
jobs. Once the program was rock- 
ing along, the two top men began 
taking it upon themselves to super- 
vise, Nance said. Any comebacks, 
regardless, were a part of their re- 
sponsibility. And they took it upon 
themselves to stave off any such 
possibility. 

Working as teammates, the 
slower men began picking up 
speed. Before they appeared not to 
care as long as management took 
up the slack. 

Work is now not only coming out 
faster, but cleaner. No longer does 
the shop require close supervision 
by the foreman. He is now free to 
spend more time making outside 
estimates. His effort along those 
lines has been reflected in the to- 
tal net profit picture, Nance said. 

During the first 15-day period 
in December, the four-man line 
ran out a total of $2,212—roughly 
30% above the yearly average. 

With body work out more 
quickly, the paint department’s 
“take” for the same 15-day period 
totaled $1,224. 

Length of stay for the big jobs 
in the shop has now been cut to 
the barest minimum, with men 
called off small, no-hurry jobs to 
get the big-money ones out quick- 
ly for billing. 

In addition, no longer are the 
mechanics habitually straggling in 
from 15 to 30 minutes late. Their 
teammates put a stop to that. Ina 

(Continued on page 76) 





|SOUTHERN JOBBERS 
and FACTORY MEN _ 





He Was Top Salesman, 
So They Fired Him! 


By Baron Creager 
Southwestern Editor 


pes you never heard this one 
about the traveling salesman: 

In order to get a job, he went to 
work for nothing. Later on he 
proved—at least to the satisfaction 
of his employers—that he was 
crazy. Then he proved himself the 
best salesman in the business and 
for that, eventually, he was fired. 

This all comes into print as the 
result of a newspaper clipping 
which came in the mail, by court- 
esy of some Booster whose identity 
is forgotten. 

The clipping was mailed from 
Lubbock, Texas, where the Lub- 
bock newspaper had reported that 
Mr. and Mrs. Ted Ferguson of 
Amarillo, Texas, had given a 640- 
acre farm near Hereford, Texas, 
valued at $200,000, to three Baptist 
institutions—Wayland Baptist Col- 
lege, Southwestern Baptist Semin- 
ary and the First Baptist Church of 
Amarillo. 

Some time later, in Amarillo, 
SAJ sought a few more facts to 
round out this news report about 
Ted Ferguson, who owns and oper- 
ates Smyth Auto Supply. In digging 
for this, there came out the intrig- 
uing story about a former travel- 
ing salesman. 

Ted Ferguson had been gassed 
in France during World War I, and 
after he was discharged, in 1920, 
Uncle Sam bought him a ticket to 
Amarillo, a recommended high and 
dry climate, and told him goodbye 
forever. For Uncle Sam was con- 
vinced that Ferguson wouldn’t live 
long. 


Ted didn’t give that matter much 
thought. In boyhood, back in Okla- 
homa, his imagination had been 
completely captured by the sight 
of his first automobile and he 
thereupon resolved that some day 
he would be in some branch of that 
business. 

So he sought a connection with 
what was then Andrews-McDonald 
Auto Supply. (It later became Mc- 
Donald Auto Supply, is now First 
Supply Co.) 

Owner McDonald was unim- 
pressed, wanted no green help, but 
Ted kept pestering him. He could 


afford to do that, without visible 
income, on the $157.50 a month 
Uncle Sam expected to pay him for 
the few remaining months of his 
life. And finally McDonald made 
a big concession, If Ferguson want- 
ed to go to work for nothing, okay. 
If, in 60 days, he hadn’t proved 
himself of value, he was out. If he 
made the grade, he would go on 
the payroll. 

Soon after entering into this 
pact, Ted discovered a large and al- 
most-forgotten stock of gear grease 
stored in a McDonald Auto Supply 
shed, and asked about it. It was 
dead stock, he was told. 

“We haven’t been able to sell it,” 
McDonald told him. “Everybody in 
the place has tried to sell that 
grease, but nobody will have any 
of it. I’m stuck with it.” 

Then McDonald had an inspira- 
tion he thought would rid him of 
Ted Ferguson. 

“Tell you what,” he said. “You 
can’t sell that grease, either, I 
know. But if you can sell it, you’ll 
have a job here for life.” 

Ted went out and took another 
look at the dead stock of grease. 
There were 60 drums of it, 500 
pounds to the drum, or 30,000 


Ted Ferguson appears here with a relic, of which he sold thousands— 
the locking steering wheel for the Mode] T. Do you remember this? 
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pounds. He then went to a tin shop 
and had the tinner make a trough- 
like shape of sheet metal. Into this 
he fitted some gears in such a man- 
ner that they could be put in mo- 
tion by turning a protruding crank. 
Next, from a car-top shop—where 
they made those button-on side- 
curtains for Model T’s—he got an 
isinglass cover for this gear box. 

“With this makeshift contrap- 
tion, I started out to sell that 30,- 
000 pounds of grease,” Ted remem- 
bers. 

“Of course, I loaded the gear box 
with grease. When I turned the 
crank, the grease churned around 
and did a good job of lubrication, 
and this fact was visible through 
the isinglass cover. I am sure mud 
would have done the job just as 
well. 

“At the time I had no car and I 
walked all over Amarillo, calling 
on people I thought would buy the 
grease. My gear box wasn’t pretty, 
but it provided a convincing dem- 
onstration and the street car com- 
pany bought 15 drums. Amarillo 
wasn’t so big then. Even so, it was 
no push-over to make my rounds 
on foot and carry my demonstra- 
tion, yet in two weeks I had sold 
all 60 drums of that grease. 


Eighty Bucks a Month! 


“So I got on the payroll at $80 
a month.” 

As a result of his selling ex- 
periences in the years that fol- 
lowed, Ted Ferguson can still call 
off the numbers of Model T parts 
he sold, along with bumpers and 
fender braces. Today he doesn’t see 
much for automotive wholesalers 
to be too concerned about for, by 
his observation, there has always 
been new merchandise to replace 
items fading from the picture. 

After several months had 
elapsed, McDonald asked if Fergu- 
son knew where he could borrow 
$4,000 for business expansion. To 
shorten the story, Ted dug down 
and came up with the four grand, 
which McDonald later paid back, 
along with a compliment. He in- 
vited Ted into the business and was 
accepted. 

In those days, replacement 
springs were among the fastest- 
moving items in automotive whole- 
saling and Ferguson had become an 
exceptionally good salesman of leaf 
springs. He was so good, in fact, 
that a spring manufacturer heard 
about him and came to Amarillo 
with an offer. It was then 1929 and 
the offer they made for that era 
was fabulous—a salary of $750 a 
month, 


It was at this point that Ted 
proved himself somewhat crazy, by 
the factory viewpoint, for he 
turned down the $750 salary. He a- 
greed to become a factory spring 
salesman, but on a straight com- 
mission basis. The factory told Ted 
he was nuts, but wanted him so 
bad they agreed to his terms. 

“On commission,” he recalls, “I 
made thousands and thousands of 
dollars over what my salary would 
have been.” 

Ferguson went to the factory 
where he took an intensive course 
of practical study on the manufac- 
ture of springs, from raw metal to 
finished product. Completing this, 
he had a broad knowledge of 
springs and a broad territory, in- 
cluding Texas, Oklahoma, Arkan- 
sas, Louisiana, Tennessee, Missis- 
sippi, Alabama and Florida. One of 
his first sales, in New Orleans, was 
one of his biggest, to an oil com- 
pany for export to its South Ameri- 
can bases of operation, where road 
conditions made life short for truck 
and car springs. 


A Spectacular Contract 


It was such a spectacular con- 
tract that the factory kept wanting 
to know how he got it, but Ted 
would never tell them. Only he, 
Mrs, Ferguson and SAJ know and 
SAJ isn’t telling. 

There was a stroke of luck in- 
volved, in that he got to see the 
right man at just the right time. 
But the rest was pure salesman- 
ship, with Ted fresh out of the fac- 
tory and chock-full of facts on met- 
allurgy. 

“We shipped springs down the 
Mississippi by the barge load after 
barge load on that contract,” says 
Ted. 

“Cn one occasion I sold 13 car- 
loads of springs in Borger, Texas. 
Borger isn’t so big, even now, but 
oil operations there were, and the 
oil field roads were rough. 

“All in all, during the depres- 
sion following the stock market 
crash of 1929, I did better finan- 
cially than at any other time in my 
life. Taxes were not high then, I 
saved a lot of money. Expenses 
weren’t so high, either. At the New 
Orleans hotel, a double room for 
Mrs. Ferguson and me was $2 a 
day.” 

Eventually, the president of the 
spring company wanted Ted to 
come in and take over, but Ted 
declined time and time again. Then 
one day the president, while on a 
trip, took grievously ill. His life 
was feared for and, under the cir- 
cumstances, he assigned power of 
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attorney to a close factory asso- 
ciate. Ferguson was then called in 
and found his resignation typed 
and ready for his signature. He 
never signed it, but did quit and 
return to Amarillo. In 1939 he em- 
braced an opportunity to get into 
Smyth Auto Supply, which he now 
owns. 

For a year and a half before War 
II, Ferguson kept reading news re- 
ports and getting more and more 
concerned about the international 
situation. Finally he became con- 
vinced that war was inevitable and 
told an associate in the business he 
wanted to borrow $200,000, which 
was made available. The money 
went into merchandise and this 
merchandise completely filled the 
building now occupied by Smyth 
Auto Supply, then used as a ware- 
house. Eight months later war 
broke, and prices skyrocketed. 

Life for a traveling salesman in 
the 1920s was not all milk and 
honey. More often it was as rough 
as the roads of the era, and the 
rough-riding Model T. Ted and 
Mrs. Ferguson, who traveled with 
him constantly, often lunched on 
five-cent hamburgers and stayed in 
75-cent hotel rooms, as the news- 
paper clipping pointed out. 

However, those circumstances 
should not be interpreted as too 
much of a hardship, Ted indicates. 
For a five-cent hamburger in the 
20s contained all meat, no cereal 
for bulk, and compared with the 
50-cent hamburger of today. Sim- 
ilarly, the 75-cent hotel room was 
nothing to be ashamed of. 

Throughout all their experiences 
traveling and selling in the infan- 
cy of automotive wholesaling, the 
Fergusons were faithful to the 
church, and Ferguson faithful to 
his marital pledge. On the occasion 
of their marriage he told Mrs. Fer- 
guson, “I will always go with you 
to church.” 

Ted found it necessary to term- 
inate this interview to attend a 
church committee meeting. But be- 
fore departing he estimated: 

“Wherever we were, I guess we 
attended Sunday school, church 
and prayer meeting on Wednesday 
nights 98 times out of every possi- 
ble 100. We still do.” 


UMS Changes Florida Heads 


S. E. Thomas, formerly zone 
manager in Pittsburgh, Pa., for 
United Motors Service Division of 
General Motors, has been trans- 
ferred as zone manager at Jackson- 
ville, Fla., succeeding C. E. Darnell, 
who was moved to Cincinnati. 





The people are in the way of the game in this photograph, but the game 
got happily in the way of the people a bit earlier when the sales force 
of MacMillan & Cameron Co., wholesale division, Wilmington, N. C., went 
to President Bruce Cameron’s Hyde County camp for a recent weekend 
of deer hunting. Five deer were killed. Clyde Lassiter, the manager of 
the Jacksonville, N. C., store, augmented things by getting a bear. 


Mississippian Blasts at "Recession" 
As 74% Report Sales Up This Year 


A* ATTACK on “recession talk” 
came last month from a Mis- 
Sissippian amid answers to a ques- 
tionnaire sent 350 wholesalers over 
the South and Southwest which 
revealed 74% experienced an in- 
crease in sales volume the first two 
months of this year over the same 
period of 1957. 

An executive of a well-known 
Magnolia State firm commented, 
“There’s too — much talk about 
‘recession’.” 

His increase was 12% and he 
added, “Business is good.” 

He could have been speaking for 
an E] Paso company which report- 
ed a rise of 31% and for a West 
Coast Floridian whose jump was 
37%. Or for the Greater Miami 
operation whose business shot up 
20%. 

The report copping the cake 
came from a long-time South Flo- 
ridian whose sales were down 
5.3%: 

“Last January was an abnor- 
mally high month due to sales 
made to customers taking advan- 
tage of price increases. We feel 
sales this year are normal. 

“IT for one will be glad to see sales 
level off for awhile. We have had 
a 100% increase in the last two 
and a half years and we are a little 
tired trying to keep up with it!” 

Unusually cold weather ac- 
counted for the rises in volume for 
a heavy sprinkling of firms, al- 


A Reader Su 


though this 
some others. 
A Kansan attributed possibly all 
his increase of 134% to tire 
chains. 
A South Alabamian’s jump of 


depressed sales for 


14.5% was helped by anti-freeze 
sales being stimulated by a longer 
cold wave than usual for the 
Southern states. 

Some officials patted their sales 
force on the back, several saying 
“hard work” accounted for the in- 
creases. 

“The business is out there,” they 
declared. 

Scattered instances of volume 
being down as much as 25% came 
in the reports. 

A slight increase for a North 
Carolina Sandhills company was 
attributed to “small gasoline en- 
gine parts that we distribute, and 
our distributor spring orders were 
shipped in January and Feb- 
ruary.” 


Delaware Firm Opens 
Salisbury Branch 


BRANCH store of Wharton and 

Barnard, automotive whole- 
salers with headquarters in Mil- 
ford, Del., opened last month at 
1009 S. Salisbury Blvd., Salisbury, 
Md. 

Owned by R. C. Barnard, Jr., 
and R. C. Barnard, III, the firm 
has branches in Dover, Selbyville 
and Pocomoke City. 


"Pinky" Williams Dies 


W. E. “Pinky” Williams, 58, 
well-known manufacturers’ repre- 
sentative in the Southeast for many 
years, headquartering at Atlanta, 
died last month after a short ill- 
ness. He was a brother of N. A. 
“Red” Williams, president of N. A. 
Williams Co., Inc., for which he 
worked. 


The 18 salesmen of Womwell Automotive Parts Co., Lexington, Ky., and 
its ten branches want to make certain the buyer knew they had called 
in his absence. General Manager Hal Miller has them leave this form. 


ected FRM .o-eeceeceeeees 


“<3: Salesman 
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Well-known jobbers of the Southeast appear in this 
picture—made more than a dozen years ago at Greens- 
boro. N. C.—of the attendees at the convention of 
the Virginias-Carolinas Automotive Wholesalers As- 
sociation (l. to r.): front row, Lawrence Sellers of 
Whiteville. N. C.. (unidentified man next), Bili Boyd 
of Columbia. S. C.. William P. Butt of Norfolk. Va.. 
©. H. Hamby of Charlotte, N. C., Lester Flowers of 
Hickory. N C., and Don McKim of NSPA: second row, 
Max A. Hayes of Asheville, N. C.. Lee Braxton of 
Whiteville, N. C.. Bill Bennett of Rock Hill. S. C., C. L. 
Newcomb of Lynchburg, Va., “Mike” Allen of Danville, 
Va., (unidentified man), W. E, Stanford of Greens 
boro, N. C., Herbert Teague of Greensboro, N. C., 
Gordon E. Johnson of Roanoke. Va., and the late Tom 


Stewart of Charlotte. N. C.: third row. O. B. Barker of 
Lynchburg, Va.. James Simmons of Staunton, Va.. 
Frank A. Bigham of Charlotte. N. C.. Ran Myers of 
Lynchburg, Va., Clarence Beeson of Charlotte, N. C.. 
Mr. Bowman of Morganton. N. C., H. B Truslow of 
Richmond, Va. Wray Morse of Portsmouth, Va., and 
Ray O’Keefe of Charleston. S. C.: back row, (unidenti- 
fied man). Ted Sellers of Wilmington, N. C., Thomas 
P. Grasty of Charlottesville, Va., Floyd C. McLean of 
Laurinburg, N. C.. O. B. Teague of Greensboro, N. C.. 
R. E. Kirkland of Wilson, N. C., Russell Wood of 
Raleigh. N. C., Wallace D. DuPre of Spartanburg, S C.. 
and F. B. “Doc” Shuford of Asheville, N. C. Exact date 
photograph was made could not be ascertained. 
This association may be the oldest in the country. 


VCAWA Airs Problems 
Facing the Industry 


f gciew centered around the 
problems of wholesalers today 
came up for an airing March 19-20 
at the spring convention of the 
Virginias-Carolinas Automotive 
Wholesalers Association at Win- 
ston-Salem, N. C. 

Approximately 70 persons, plus 
a score of wives, attended the 
semi-annual meeting. 

Topic chairmen, who _ served 
under the leadership of Carl S. 
Johnson of Charlotte, N. C., the 
retiring vice-president, included 
Carl G. Sproles of Bluefield, W. 
Va., R. G. Devlin of Winston- 
Salem, Ivey Stewart, Jr., of Char- 
lotte, N. C., Wallace D. DuPre of 
Spartanburg, S. C., J. B. Bagwell, 
Jr., of Charleston and J. G. John- 
son of Roanoke, Va. 

Speakers included J. L. “Jack” 
Wiggins of NSPA, William C. 
“Bill” Herbert of SOUTHERN AUTO- 
MOTIVE JOURNAL, B. W. “Whit” 
Ruark of MEWA and Carl S. John- 
son. 

The banquet speaker was Calvin 
Dean Johnson of the American 
Trucking Associations, Inc. 

Membership embraces 60 firms 
in the four states. 


Seven Southerners Serve 
On AC Council 


Qrven Southerners have been 
chosen for the 15-member AC 
Distributor Council, a national ad- 
visory group representing ware- 
house distributors of automotive 
parts produced by AC Spark Plug 
Division. They are: 

B. B. Cameron, MacMillan and 
Cameron Co., Wilmington, N. C.; 


Leonard A. Garnett, Jobbers Auto- 
motive Wareheuse, Inc., Wichita, 
Kan.; J. C. Hamilton, Jr., J. C. 
Hamilton Co., Tulsa, Okla.; G. E. 
Johnson, Auto Spring and Bearing 
Co., Roanoke, Va.; Seth B. Mellen, 
Sr., Mellen Parts Co., Atlanta, 
Ga.; John W. Patrick, Mountjoy 
Parts Co., Houston, Texas, and 
Ross R. Woody, United Service, 
Shreveport, La. 

(More Jobber News on page 148) 


New officers of VCAWA,. elected at the March 18-20 convention at Win- 
ston-Salem, N. C., are (l. to r.): Ned Holland of Greenville, president; 
J. A. “Skeeter” Richardson of Richmond, Va., vice-president, and Carl 
G. Sproles of Bluefield. W. Va., secretary-treasurer. Retiring president 
is R. E. Kirkland. Jr.. of Wilson, N. C., who is shown at the far right. 
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SERVICE and MAINTENANCE 











A PROPERLY operating turn indi- 
cator system is very essential 
in today’s traffic, but nothing can 
be much more annoying to a driver 
than to meet or trail another car on 
which the turn indicator is out of 
order and is continuously flashing 
a right or left turn. 

We recall a few weeks ago when 
we were in the process of closing 
for the day. An out-of-state tour- 
ist drove in with the right front 
and rear turn indicator lights flash- 
ing on and off. When told that we 
were closed, he said he had to have 
some help, that he had been 
“cussed” at, horn-blowed-at for 
the last two hours and that he must 
go on for another hundred miles. 

Sympathizing with him and oth- 


Below: Fig. 1—Turn indicator schematic diagram. 
Right: Fig. 2—Turn indicator troubleshooting. 


PILOT LIGHT 


er drivers, we persuaded one of the 
boys to put in some overtime and 
correct the trouble, which turned 
out to be nothing but a loose screw 
in the switch. There are times, 
however, when the trouble is more 
difficult and harder to locate and 
correct. 

This is the “why” of this story. 

Turn indicator service (’58 Ford) 
(Fig. 1): 

Turn indicator lights do not op- 
erate: 

The fuse may be blown, the 
flasher may be defective, the 
switch and wiring may be defec- 
tive, or the lights may be burned 
out. Fig. 2 shows a “road map” for 
this symptom. As the ignition 
switch must be on for the turn in- 


ee 95 f 
By E. M. Lowery 
Technical Editor 


dicators to operate, be sure to turn 
the ignition key to the “ACC” po- 
sition when testing this unit. 
Remove the fuse to see if it is 
burned out. If it is, check the cur- 
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Fig, 3—Directional 
signal circuit. 
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rent drawn by the system by con- 
necting an ammeter between the 
“ACC” terminal of the ignition 
switch and the fuse holder terminal 
that connects to the flasher unit 
(with the fuse removed). Place the 
switch in both the left- and right- 
hand positions. 

The current being drawn with 
the flasher operating and the front, 
rear and pilot light on one side op- 
erating should oscillate between 0 
and 4 amperes at 12 volts. This is 
caused by the flasher turning on 
and off. 

If the current is greater than this 
in either the right- or left-hand op- 
eration, check the manual switch, 
flasher unit and the associated wir- 
ing for shorts, Repair or replace 
parts as necessary. 

If the fuse is not burned out, in- 
stall the fuse, then test the flasher 
unit by removing the unit from the 
flasher receptacle and plugging in 
a new flasher assembly. 

If the lights now operate when 
the switch is operated, the flasher 
unit is defective. Replace the flash- 
er with a new unit. 

If replacing the flasher assembly 
does not cure the trouble, the flash- 
er unit may be assumed to be good. 
Run a jumper wire from the “ACC” 
terminal on the ignition switch to 
the center terminal (blue wire) on 


° TURN} 
SWITCH—RT. TURN 
b 


RT. REAR 
TAIL LIGHT 


the manual switch. The lights 
should burn steadily. 

If the lights now burn steadily 
when the switch is operated, the 
wires running from the manual 
switch through the flasher unit to 
the ignition switch terminal are de- 
fective or disconnected. 

If the lights still do not operate, 
the turn indicator switch may be 
defective. Remove the wires from 
the bullet connectors that connect 
to the switch and temporarily con- 
nect in a new switch. If the lights 
now burn when the switch is 
operated, repair or replace the 
switch and wiring. 

Turn indicator lights operate in- 
correctly: 

Some lights burn but do not 
flash: If some lights burn but do 
not flash, check for a burned out 
light or replace the flasher as- 
sembly. A burned out or discon- 
nected front or rear turn indicator 
will cause fast flashing of the re- 
maining light. 

If one light only is out, either 
the light is burned out on that side, 
or the wiring to the light is defec- 
tive. 

Check first to see if the light is 
burned out. The rear lights may be 
checked by placing the manual 
switch in the center position and 
depressing the foot brake. Both 








May: Clutches 


Plenty of clutches remain on the market, despite the 
automatic transmissions. Ed Lowery will help give you 
a thorough once-over on this subject here next month. 
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Fig. 4—Directional signal switch 


assembly exploded: l—cam, 2— 
lockwasher (two required), 3— 
screw (two required), 4—screw, 5 
—lockwasher, 6—lever, 7—pivot 
screw, 8—pawl spring, 9—pawls, 
10—detent spring, l1l—ring, 12— 
detent roller, 13—lockwasher, 14— 
housing, 15—switch and wiring as- 
sembly, 16—screw and lockwasher. 


rear lights should light. If the light 
in question does not light while the 
other one does, the light is either 
burned out or the wiring to the 
light is defective. 

The front lights may be tested 
by disconnecting the leads (green 
with white band and white with 
blue band) from the connectors be- 
hind the instrument panel, and 
connecting a jumper from the posi- 
tive terminal of the battery to each 
lead. 

If the lights do not burn, the 
light is burned out or the wiring to 





Fig. 5—Plymouth switch and flasher. 


the light is defective. Repair the 
wiring or replace the light, which- 
ever is indicated. 

If all lights, including the pilot 
light on one side only, do not burn 
when the switch is operated, either 
the manual switch is defective, the 
wiring to all lights is defective, or 
all three lights are burned out. Re- 
place the tail light on the side in 
question. 

If this light still does not burn 
when the turn switch is operated, 
the switch is probably defective. 

Disconnect the switch wires from 
the connectors behind the instru- 
ment panel and connect a new 
switch in its place. If the lights now 
burn, the old switch is defective. 
Replace it. If the lights still do not 
burn, the wiring to all three lights 
is defective. Repair the wiring. 

If either pilot light does not burn, 
the light is burned out, or the wir- 
ing to the light is defective. Re- 
place the light or repair the wiring 
where necessary. 

If the turn indicator cancels pre- 
maturely, check the tension on the 
conical, switch-hold-down spring. 
Stretch the spring slightly to in- 
crease the tension. 

If the turn indicator does not 
cancel at all, measure the distance 
between the steering wheel hub 
and the steering column flange. 
This distance should not be more 
than 1/16” for the canceling cam 
on the steering wheel to make posi- 
tive contact with the canceling 
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pawls on the switch. A click should 
be heard when the steering wheel 
is rotated. Make certain that there 
are no burrs on the steering col- 
umn flange where the turn indica- 
tor shaft goes through the flange. 

Turn indicator service (’58 
Chevrolet) (Figs. 3 and 4): 

Trouble diagnosis: 

Presented below are a few of the 
more common direction signal 
troubles and their probable causes: 

1.—If indicator light in cluster 
burns steady or flashes at a very 
high rate when lever is placed in 
a turn position: 

a, Check for burned out bulb in 
park or stop lamp. 

b. Check for faulty flasher if 
park and stop lamp bulbs are both 
on. 

2.—If indicator light in cluster 
does not burn when lever is placed 
in a turn position: 

a. Check for burned out indi- 
cator light. 

b. Check for a faulty flasher. 

3.—If switch fails to cancel after 
completion of turn, worn or broken 
parts within the mechanism in the 
housing are indicated. The steering 
wheel should be removed and the 
mechanism checked for defective 
parts. 

Adjustments: 

The directional signal switch re- 
quires no adjustments due to its 
simplicity of design. However, if 
any malfunction of this mechanism 
should occur, the steering wheel 


Fig. 6—Plymouth switch mounted in steering column. 


may be removed and the mechan- 
ism checked for defective parts. 
Any defective part should be re- 
placed. Troubleshooting procedure 
is the same as outlined earlier. 


Fleet Leasing Firms 
Shun Foreign Cars 


REIGN cars will not be adopted 

by the automobile fleet leasing 
industry, despite the need of 
American business for a smaller, 
lower-cost car, according to 
Michael Braude, president of Em- 
kay, Inc., Chicago, IIl., fleet leasing 
firm. 

He cited as reasons why the 
foreign car will not be used that 
maintenance is uncertain because 
replacement parts are not readily 
available and too few mechanics 
know how to service foreign cars; 
the size is generally too small for 
the longer distances salesmen 
travel, and the rate of deprecia- 
tion is too uncertain to make them 
attractive risks. 

“American industry definitely 
needs cheaper transportation for 
its salesmen, collectors and other 
personnel,” Braude said, “but the 
foreign car is not the answer.” 

‘The rising price of American 
cars and the increased cost of op- 
erating them are problems which 
have to be tackled by Detroit in 
the near future, he said. 

The business of leasing motor 
vehicles has been skyrocketing. 
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Pontiac Carb Has ....... 
Air Bypass Idle 


ONTIAC Motor Division of Gen- 
eral Motors has issued the fol- 
lowing service bulletin: 

A new Rochester 2GC carburetor 
(Fig. 1) incorporating an air by- 
pass type idle system is now being 
used in production. 

In the carburetor, idle air is tak- 
en from above the throttle blades, 
passed around the blades, across an 
adjusting needle and returned to 
the bores below the throttle blades. 
A fixed air bleed is necessary to 
obtain proper idle air adjustment. 
This is accomplished by a .096” hole 
in each throttle plate. These are 
calibrated holes and must not be 
changed. 

The idle bypass air adjusting 
screw is located at the rear of the 
carburetor. This screw is used to 
make the normal hot idle speed ad- 
justment. Fig. 1 illustrates idle air 
flow schematically. 

General service information is 
unchanged in the new carburetor 
with the exception of these new ad- 
justment procedures: 

Idle speed and mixture adjust- 
ment (Fig. 2): 

1—As a preliminary setting, 
turn air screw out two turns from 
lightly seated position and mixture 
screws out one turn. 


2.—Set hand brake securely, 


place transmission in neutral and 
connect tachometer to engine. 

3.—Start engine and warm-up 
thoroughly. Be sure choke is fully 
open and carburetor is completely 
off fast idle. 

4.—Put transmission in “drive” 
and adjust air screw to obtain an 
idle speed of 480-500 R.P.M. 

5.—Turn mixture screws to best 
quality (highest R.P.M.) idle. 

6.—Reset air screw to 480-500 
R.P.M. if mixture adjustment 
changed setting. 

7.—Recheck mixture adjustment 
to insure smoothest possible idle. 

Note: Always recheck idle mix- 
ture setting after making idle 
R.P.M. adjustment with air screw. 

Fast idle adjustment (Fig. 3): 

1.—Perform normal idle speed 
and mixture adjustment procedure 
as outlined above, 

2.—Move fast idle cam so that 
highest step is under end of fast 
idle screw. 

3.—Observing tachometer, ad- 
just fast idle screw to give an en- 
gine speed of 2,700 R.P.M. 

All other Rochester 2GC adjust- 
ments are the same on both the 
conventional and bypass idle carb- 
uretors. 

The bulletin was issued to dealer 
servicemen recently. 


ia 
ai 


THROTTLE VALVE 


BY-PASS AIR INTAKE 


IDLE AIR 
ADJUSTING SCREW 


W.WIPER VACUUM LINE 


Fig. 1—Idle air flow. 


Pontiac Offers Acrylic 
On Two Models 


CRYLIC lacquer is now available 

at no extra cost on all Pontiac 
Bonneville and Star Chief custom 
models, following two years of ex- 
tensive testing, experimentation 
and limited production use. 

Pontiac’s acrylic is said to be 
virtually impenetrable to sun, salt, 
air, moisture and temperature 
changes. It produces a coating or 
“skin” over the color with greater 
depth and, in the use of metallics, 
higher-quality lusters. 

Also, the finish reportedly of- 
fers much greater resistance to 
stain and fading than regular 
lacquers or enamels. Polishing or 
waxing under normal operation 
is said to be reduced to a mini- 
mum, while as much as three times 
longer acceptable appearance life 
is realized. 

Pontiac first used acrylic lacquer 
experimentally with its 1956 mod- 
els after a stringent test period in 
Florida. The use was expanded in 
1957 to a limited number of new 
units. 


Fig. 2—Normal slow idle. Fig. 3—Fast idle operation. 
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BODY SHOP OPERATIONS 











1958 Chevrolet Moldings 


A’ ONE time or another most of 
us have had to repaint a panel 
or body section because the finish 
was damaged during the removal 
or installation of a piece of mold- 
ing. 

Knowing just where and how 
each molding is held in place can 
save a great deal of time and ex- 
pense. 

The following are illustrations 
and instructions for removal and 
installation of the ’58 Chevrolet 
moldings: 

Exterior moldings: 

The exterior moldings are se- 
cured by a combination of clips, 
screws, bolt and clip assemblies 
and joint plates. A new type of a 
snap-in clip is used to secure the 
body side moldings. The moldings 
secured by these clips may be re- 
moved from the outer panel by 
using a flat-bladed tool and care- 
fully prying the molding, at a loca- 
tion adjacent to the clip, from the 
body. 

If it is necessary to replace a 
clip, it may be removed, using a 
sharp-edged, flat-bladed tool such 
as a putty knife. Insert the cutting 
tool between the clip and outer 
panel as shown, and hammer the 
cutting tool until the base of the 
clip is cut approximately half-way 
through; then disengage the clip 
from the hole in the outer panel. 
In some cases it may also be neces- 
sary to cut clip at the opposite end 
of the base. To install a new clip, 
insert it in hole in the inner panel 


By E. M. Lowery 
Technical Editor 


Fig. 1—Installing molding clips, 
using too] J-7160. 


and secure it to the panel, using 
tool J-7160 (Fig. 1). 

Note: Before removing any 
molding which has to be pried 
from the body, apply a strip of 
masking tape to the painted sur- 
face adjacent to the molding, to 
prevent possible damage to the 
paint finish. To install a molding, 
reverse the removal procedure and 
also apply medium-bodied sealer 
or body caulking compound around 
the attaching holes which do not 
have sealing washers specified. 

Front door outer panel upper 
molding—all styles: 

The molding is secured to the 
door outer panel by snap-in clips 





with it will 





May: Tips on Convertibles 


Open-air riding will be back with us next month and 
come more service attention to conver- 
tibles. Ed Lowery will cover some time-saving tips. 








and a screw at each end of the 
molding at the hemming flange. 
Remove screws and with a flat- 
bladed tool carefully pry molding 
from clips and outer panel. 

Front door outer panel lower 
molding (15 and 1600, 17 and 1800 
series): 

The molding is secured to the 
door outer panel by snap-in clips 
and a screw at each end of the 
molding at the hemming flange. 
Remove screws and with a flat- 
bladed tool carefully pry molding 
from clips and outer panel. 

Rear door outer panel upper 
molding—front and rear (1200 and 
1600 series—four-door styles): 

The molding is secured to the 
rear door outer panel by bolt and 
clip assemblies, a joint plate at the 
rear end of the front molding and 
at the front end of the rear mold- 
ing. In addition, the front end of 
the front molding and the rear end 
of the rear molding are retained 
by screws at the hemming flange. 

Remove the door trim assembly 
and water deflector. Then remove 
attaching nuts and screws. Each 
molding may be removed inde- 
pendently. 

Rear door outer panel lower 
molding (1600 series — four-door 
styles): 

The molding is secured te the 
door outer panel by bolt and clip 
assemblies, and a screw at the 
front end of the molding at the 
hemming flange. Remove door 
trim assembly and water deflector. 
Then remove attaching nuts and 
screw. 

Front door outer panel insert 
molding (15 and 1600, 17 and 1800 
series): 

The molding is secured to the 
door outer panel by screws. Re- 
move front door outer panel upper 
and lower moldings. Then remove 
attaching screws and molding. 

Rear door outer panel insert 
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WINDOW FRAME 
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SCALP MOLDING 


sembly and water deflector. Then 
remove attaching nuts. 

Rear fender lower molding (11 
and 1200, 15 and 1600 series—four- 
door styles): 


ie: 
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Fig. 2—Scarf moldings. 


molding (1600 and 1800 series— 
four-door styles): 

The molding is secured to the 
door outer panel by screws. Re- 
move rear door outer panel upper 
and lower moldings. Then remove 
attaching screws and molding. 

Rear door outer panel upper 
molding (1800 series—sport sedan 
and station wagon): 

The molding is secured to the 
door outer panel by snap-in clips 
and by a screw at each end of the 
molding at the hemming flange. 
Remove screws and with a flat- 
bladed tool carefully pry molding 
from clips and outer panel. 

Rear door outer panel lower 
molding (1800 series—sport sedan 
and station wagon): 

The molding is secured to the 
door outer panel by snap-in clips 
and by a screw at each end of the 
molding at the hemming flange. 
Remove screws and with a flat- 
bladed tool carefully pry molding 
from clips and outer panel. 

Rear door outer panel bead 
molding (11 and 1200, 15 and 1600 
series—four-door styles): 

The molding is secured to the 
door outer panel by snap-in clips, 
a bolt, and clip assembly at the 
front end of the molding and a 
screw at the rear end of the mold- 
ing at the hemming flange. Remove 
the door trim assembly and water 


four-door styles): 

The molding is secured to the 
door outer panel by snap-in clips 
and a screw at the rear end of the 
molding at the hemming flange. 
The front end of the molding is 
beneath the upper end of the rear 
door diagonal molding. Remove 
screw and with a flat-bladed tool 
carefully pry molding from clips 
and outer panel. Then slide mold- 
ing rearward, disengaging it from 
the diagonal molding. 

Rear door diagonal molding 
(1700 and 1800 series—four-door 
styles): 

The molding is secured to the 
door outer panel by bolt and clip 
assemblies. Remove door trim as- 


The molding is secured to the 
rear quarter outer panel by snap- 
in clips and by a bolt and clip as- 
sembly at the rear end of the mold- 
ing. Remove the attaching nut, 
then with a flat-bladed tool care- 
fully pry molding from outer panel 
and clips. 

Rear fender upper molding (11 
and 1200, 15 and 16 series—two- 
door styles): 

The molding is secured to the 
rear quarter outer panel by a bolt 
and clip assembly at the front end 
of the molding and by a joint plate. 
Remove rear quarter trim assem- 
bly and access hold cover. Then 
remove attaching nuts and care- 
fully slide molding forward, dis- 
engaging it from the joint plate. 

Rear fender lower rear molding 
(11 and 1200, 15 and 1600 series— 
two-door styles): 

The molding is secured to the 
rear quarter outer panel by snap- 
in clips. In addition, the front end 
of the molding is secured by a joint 
plate and the rear end of the mold- 
ing is secured by a bolt and clip 
assembly. Remove the rear quar- 
ter trim assembly and access hole 
cover. Then remove attaching nuts 
and with a flat-bladed tool care- 
fully pry molding from outer panel 
and clips and slide molding rear- 
ward, disengaging it from the joint 
plate. 

Rear fender lower front molding 
(1500 and 1600 series—two-door 
sedan): 

The molding is secured to the 
rear quarter outer panel by bolt 


Fig. 3—Bel Air representative moldings. 
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deflector. Then remove attaching 
nut and screw. With a flat-bladed 
tool carefully pry molding from 
clips and outer panel. 

Remove door outer panel bead 
molding (1700 and 1800 series— 
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Fig. 4—Impala representative moldings. 


and clip assemblies. Remove the 
rear quarter trim assembly and ac- 
cess hole cover. Then remove at- 
taching nuts and molding. 

Rear fender insert front molding 
(1500 and 1600 series—two-door 
sedan): 

The molding is secured to the 
rear quarter outer panel by screws. 
Loosen the front end of the rear 
fender lower rear molding and re- 
move rear fender upper front 
molding and the rear fender lower 
front molding. Then remove at- 
taching screws. 

Rear fender upper and lower 
front moldings (1700 and 1800 se- 
ries—two-door sedan, sport coupe 
and convertible): 

The molding is secured to the 
rear quarter outer panel by snap- 
in clips secured by the bolt and 
clip assemblies and the rear end 
of the moldings are secured by a 
joint plate. Remove rear quarter 
trim assembly, access hole cover 
and attaching nuts, With a flat- 
bladed tool carefully pry molding 
from clips and outer panel, then 
slide the molding forward, disen- 
gaging it from the joint plate. 

Rear fender upper and lower 
front moldings (1700 and 1800 se- 
ries—four-door styles): 

The molding is secured to the 
rear quarter outer panel by snap- 
in clips and by a joint plate at the 
rear end of molding. Remove at- 
taching nut and with a flat-bladed 
tool carefully pry molding from 
clips and outer panel, then slide 
the molding forward, disengaging 
it from the joint plate. 

Rear fender rear molding (all 
1700 and 1800 series): 

The molding is secured to the 
rear quarter outer panel by a joint 
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plate at the front end of the mold- 
ing and a bolt and clip assembly 
at the rear end. Remove attaching 
nuts, then slide molding rearward, 
disengaging it from the joint plate. 

Rear fender outer panel insert 
molding (all 1700 and 1800 se- 
ries): 

The molding is secured to the 
rear quarter outer panel by screws. 
Remove the rear fender upper, 
lower and rear moldings. Then re- 
move the attaching screws and 
molding. 

Rear fender ornament — where 
applicable: 

The ornament is secured to the 
rear quarter outer panel by snap- 
in clips. With a flat-bladed tool 
carefully pry ornament from outer 
panel. 

Rear door outer pane] ornament 
(11 and 1200, 15 and 1600 series— 


four-door styles): 

The ornament is secured to the 
rear door outer panel by snap-in 
clips. With a flat-bladed tool care- 
fully pry ornament from outer 
panel. 

Rear fender emblem (Impala 
sport coupe, convertible and sta- 
tion wagon): 

The emblem is secured to the 
rear quarter outer panel by snap- 
in clips. With a flat-bladed tool 
carefully pry emblem from outer 
panel. 

Rear fender shield (Impala sport 
coupe and convertible): 

The shield is secured to the rear 
quarter outer panel by bolt and 
clip assemblies. Remove the rear 
quarter trim assembly and access 
hole cover. Then remove attaching 
nuts and molding. 

Rear fender louver moldings (all 
1700 and 1800 styles): 

Each molding is secured to the 
rear quarter outer pane] by a bolt 
and clip assembly. Remove attach- 
ing nut and molding. 

Rear fender front bead molding 
(all styles): 

The molding is secured to the 
rear quarter outer panel by snap- 
in clips. In addition, the rear end 
of the molding is secured by a 
joint plate and on styles 1221, 1241, 
1271, 1291, 1641, the front end of 
the molding is secured by a bolt 
and clip assembly. On the above- 
mentioned styles, remove the rear 
quarter trim assembly, access hole 
cover and attaching nut. On all 
styles, remove attaching nut at 
rear end of molding. Then with a 
flat-bladed tool carefully pry 
molding from clips and outer panel. 

Rear fender rear bead molding 

(Continued on page 74) 


Fig. 5—Biscayne and Delray representative moldings. 
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**,..it pays our men to 


push the house plan” 


says MARTIN DURHAM, president of Southtown 


Motors, Ford dealer, Kansas City, Missouri 


“We've been using CommerciaL Crepit Puan for 13 years, 
and discovered years ago that it pays our men to push the 
house plan while they sell the car. Customers like the extra 
protection features. Merchandising and sales training pro- 
vided by CommerciaL Crepit help our salesmen present the 
package deal properly and effectively. On top of this, we like 
the way ComMERCIAL CrepirT helps us follow up on pay-out 
customers. And the added service business we get as a result 
of the Plan is a welcome extra source of income.” 


Commercial Credit dealers 
are successful dealers 





Write or call our nearest office for complete 
information on the benefits of CoMMERCIAL 
Crepit Ptan. Why not do it today? 


tr A service offered through subsidiaries of the 
COMMERCIAL’ 4 Commercial Credit Company, Baltimore . . . Capital 


TOS UM RNB and Surplus over $200,000,000 ... offices in principal 
* = \ « cities of the United States and Canada. 





_(Souped- -Up Specs « on Standard Models Are Not Listed ) 


WHEEL ALIGNMENT 


MAKE AND 
MODEL 





ones comes Series 40 and 





CADILLAC Sedan 6239, Sedan De 
Ville 6239D, Sedan 6239E, Coupe 
6237D and Conv. 6 267 





a 1 102 |57 





CHRYSLER Windsor and Saratoga 
CHRYSLER New Yorker and 300D__ 
CHRYSLER Imperial 





CONTINENTAL 





De SOTO a. - 
De SOTO Firedome.. 


“| 126 





Coronet 6_............._.- 


Soto 
u al Sta. a 
D-500 Power Pkg. — 











LINCOLN Capri Coupe, Landa 
Sedan, Premiere Coupe and 1 





MERCURY Monterey 
MERCURY Montclair 





1958 ‘PASSENGER- CAR 2 SPECIFICATIONS: 





FLUID CAPACITIES 





No. Cylinders and 


Valve Arrangement} 


Rear 


_— 


Taxable H. P. 





V8I | 4.125x3.4 
| VSI | 4, 125x3.4 


| 122 |s0.5 |\60 


| 
12714)59 len 


| = | 
| | 
61 \var| | 4x3.625 
61 | V8I 4x3 .625 
V8I | 4x3.625 


129/4)61 


ler |61 


54 
54 


51.2 
51.2 
51.2 


F 
300@4000 | 364 
310@4800 | 365 
| 335@4800 | 365 

310@4800 | 365 





| | 
| 11734|58.8 58.8 61 | 3.56x3.94 
11744|58.8 '58.8 V8I | 3.875x3 


11714/58.8 |58.8| V8I | 4. 125x3.25| 
3.875x3 


30.4 
48 


54.5 
| 48 


(Au.) (Pts.) 


(Qts.) 


__ (Std.) (Pts.) 


Standard Com- 
pression Ratio 

Crankcase Cap. 

Transmission 


5| N | 24 
10-1} 5|N|H 


ee ee 
| | | 
} 


10.25-1) 5 


= 


25-1 


10. 25-1 


10 


} i 
| 145@4200 | 235.5) 8.25-1 


| 185@4600 | 283 


| 250@4400 | 348 
| 230@4800 | 283 





59 | Val 

122 60.9 |59.8) ‘Var rorry 

126 |61.2 |60 | V8I | 4x3.90 
4x3.90 


| 129 |61.8 62.4) V8I 


49.7 
51.2 
51.2 


P| 354, 
Q_; 392 
345@4600 | 392 





| 131 31 (61 





122 [60.9 [59.8] VSI | 4.06x3.38 | 
60.9 |59.8| V8I | 4.12x3.38 | 
60.9 |59.8| V8I | 4.12x3.38 
60.9 |59.8) VBI | 4.12%3.38 


| ogee | 350 
4600 | 361 
305@4600 | 361 
| 345 | 361 


| 9.5-1 | 

| 9.5-1 | 

283 | 9.5-1° | 

| 10-1 

| 10-1 
10-1 


161 61 | V8I ‘Val | 4.30x3.70) 59.17 | 375@4800 [a0 “430 }10.5-1 | 


| 10-1 
10-1 

10-1 

|10. 25-1) 


to toro ty 
-—— OS 





"| 122 |61.4 |r | 6L | 3.25x4.63 


122 
| 122 


161.4 |60.2) V8I | 3.69x3.80 
9 |59. *% V8I | 4.06x3.38 
val 4.12x3.38 


138@4000 | 230 
252@4400 
: 600 


nwdhes 





| 118.4|59.44 59 ver ys 
|124.05|59.38 59 oe | 


| 4.05x3.50 


x 
3 
3 
3 
4 
3 
7 
3 
9 


4 


“361 


325 
4 
4600 
| 35 410 





\116.03|59 | 56.4/ 61 
118. 04/59 


3.62x3.6 
$L | | 3.62x3.6 
58. i V8I | 3.75x3.3 
156.4) V8I 4x3.3 
56.4, V8I 4x3.5 


| 
| 
at Saas | 6.68 
ye ery 
| 
| 


| 


45 
54 | 
54 
2 
2 


223 





ee 


(61 | V8I | 4.20x3.70 


59.17 





345@4800 





59 | VI | 4.3x3.30 | 


60 | VSI | 4.3x3.30 | 


59 so | Vat | 4.833.30 | 
| 


59.17 | 


59.17 | 


59.17 


| 312@4600 
330@4800 | 
360@4600 





OLDSMOBILE Dynamic 88 
Stoemonne E Super 


OLDSMOBILE 98... 





PACKARD Hawk Supercharged 
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PONTIAC Star Chief and Bonneville. 
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1—Town 


‘—Station wagon 17. 
5—Suburban 

‘All station wagons 122. 

7—Station 22. 


*—Super Chi 
*—Bonneville 122. 
“—Alrpoise 0°. 





22. 
+ 10.28-1 rath fuel Le ne and special cam. 


'—Power 


Power st 
C—Left +3, r 
—Powerflite 





steeri 


ABBREVIATIONS 


+14 to +1. 
'§195@4500 with 4bbi. a 
4500 with 4bbi. 
steering ic +%, Manual 
ya Torqueflite 18. 


E—Left ae uy, re prefer Sosa 
G— Special 9.5-1, Conary 10. ot. 


H— 2 
1 Valve-inches 
J—6039 133” ~) ‘others 149 4". 

L—tL-head. 

N—None. 

NA—Not announced. 

P—Windsor 290 and Saratoga 310, both 


oe Yorker Rg ws 
Powerglide 9, Turboglide 7. 


4, Seaton and Limited 25. 
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INOW E An electronically operated 
FREON LEAK DETECTOR 


priced within the reach of every Air Conditioning and 
Refrigeration Dealer and Service Man 

The “Air-Con” Halogen Gas Detector is 100% posi- 
tive on ALL leaks, including those too small to be 
located by the obsolete, inefficient and DANGEROUS 
open-flame method. 
The equipment is small, light and compact for easy 
portability. 
Easy to buy — Simple to use. REQUIRES NO PRO- 
LONGED “WARM-UP” TIME. 
Will operate year after year with extremely little 
maintenance trouble if not abused. 


Plugs into any 115~olt, 60 ——— 

cycle wall receptacle “Sniffer” gun has a red light to indicate leak. Control 

~ light compan es unit has meter to show extent of leak, plus buzzer to 
uzzer gives audible alarm cae andibie alarm. 

Meter shows extent of leak ad 


MEASURED FREON REFRIGERANT 12 
RECHARGE PACKAGE 


for... Automotive Air Conditioning Units. and All Refrigerating and Air Conditioning 
Systems specifying Dicholorodifivoromethane. 
AIR-CON FREON REFRIGERANT 12 is pure Dichlorodifiuorome- 
thane. The moisture content is guaranteed no more than .0010% by 
weight with an initial boiling point of -21.6° F and an end boiling point 
of -20.7° F. The high boiling impurities are not more than .05% by 
volume. Non-asorbable gases in vapor phase: not more than 5% by 
volume. 
AIR-CON FREON REFRIGERANT 12 is precision packed in dispos- 
able containers that require no deposit, no returns, and no refilling. 
Each unit contains a measured charge of 15 ounces. 


. 

36 
83 
ade 
aé 
5 
£6 
é 

oo 
a 


Easy to use... 


AIR-CON CONTAINERS are easy 
to use. The valve body screws into 
the three-pronged clamp. By hold- 
ing the valve body stationary and 
turning the can, the top is pierced. 
You simply attach the charging 
hose and use contents as needed. 


























always specify CLUTCHES PACKAGED FREON — 12 
COMPRESSORS REFRIGERANT HOSE 
COMPRESSOR SEAL KITS SERVICE GAUGE SETS 
COMPRESSOR GASKET KITS SERVICE CHARGING PANELS 
COMPRESSOR ADAPTOR KITS SERVICE THERMOMETERS 
CONDENSERS OTHER COMPONENT PARTS 
FANS FREON LEAK DETECTOR 
FAN MOTORS 

FAN BLOWER WHEELS 

DRIVE BELTS 


aia ALLSTADT MANUFACTURING COMPANY 


SWITCHES 1922 S$. Akard St. © Dallas, Texas 


complete “Packaged” line of 
REPLACEMENT PARTS 
AND 
CHARGING AND SERVICE eavees 
EQUIPMENT DRYER-RECEIVER ASSEMBLIES Gentlemen: Please send me complete details on: 
for oll mokes of rwenwo eamuasen vaves, —_t  comlast beet) Sin on none 


Automotive Air Conditioning a> ‘ (] Packaged Freon 12° 
PACKAGED BY ee Company Name__ 


as 


ALLSTADT MFG. CO. (guapapeeeeeee 


1922 S. Akard St. ° Dallas 15, Texas 
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Be ee er to ee 


Before this happens to you... 


_— MEAQLAMPS is the deytime! 1! you CHECK FOR BURNED OUT REAR LIGHTS: 1). 1 
J rettector ot bhartewed baalhe oe devpbets crete, teller sre penne Yailligihts. stag Nght, tare nigga 
whe thee temas, comer olirenty feet eneecty ' a 
ee ee 


1 seme bateds 8 tema Sam oat ti thee 


MAKE SURE YOUR HEADLA MP: 


AIAEDH Hat x- ero partner) tm / ‘ Progress /s Our Most Important Product 
re = GENERAL @@ ELECTRIC 








In 1958 . . . G-E Ads like these will help sell more headlamps 
in pairs... more rear lights and aiming jobs, too! 





The reader is asked to look at his own he -adlamps in daylight for darkened 
reflectors, blackened bulbs and moisture drople ts inside the lens. He will be , 
told; how to see better by having a pair of new G-E @¢-Zéetie Headlamps ALL HEADLAMPS ARE NOT ALIKE! 
installed . . . and properly aimed. G-E Gt-Hhciin Headlamps have 3 important features 

In addition, the reader will be told; how to be seen by replacing burned i G-E Aim-Right Gizmoes 


out rear lights with General Electric Automotive Bulbs. are molded in the lens. They 
hug the surface ... and 


1 - < —— CE’. P 95 . inthe’ . - at i . / | } : . ‘ | 
Take advantage of G.E.’s big 1958 advertising program be sure you * they've sneoth. Aiming is 
watch for deteriorated or burned out head- . .. SS onan cmd pase enaumete 
lamps and rear lights . . . and sell aiming jobs, ;' ‘\\e *) ei te oat pen 
| 5 a ac ( é 
too. Order an ample supply of G-E Gt Whaitin ; : . 5 {| ‘ separate rod. It doesn’t touch 
He aan and get G-E small bulbs in the new oF. : \\\ , the lead-in wires, providing 
oad Saver Packs. General Electric C ompany, , 3 ay | ; a more secure grip and 
Miniature Lamp DepartmentSAJ-48,Nela Park - \ greater positioning accuracy. 
4 +e . 
Cleveland 12, Ohio. > if Retaining rings always fit 
-ig tightly. In G-E @& 
Progress /s Our Most Important Product at Headlamps the glass lens 
. and reflector are fused to- 


gether, the thickness around 


GENERAL @ ELECTRIC Se 
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Bright reflection shows excellent color 
holdout of Du Pont Hi-Speed Primer-Surfacer 


Reflection test shows how primer-surfacer 
saves on compounding 


e To cut down on compounding time test your primer-surfacer for color hold- 
out. Notice how color over Du Pont Hi-Speed Lacquer-Type Primer-Surfacer 
has a uniformly high gloss—no sinking in, no “hungry” spots. This beautiful 
color holdout is one of your greatest economies with Hi-Speed Primer-Surfacer. 
You get a high gloss with less rubbing. And you save four other ways, too. 
Hi-Speed Primer-Surfacer goes on fast, fills fast, dries fast, sands fast. It gives 
you the finest balance of money-saving features in any primer-surfacer. Yet, 
because it reduces up to 2 to 1, it actually costs less than many so-called “‘bar- 
gain”’ primers. Ask for Du Pont Hi-Speed Lacquer-Type Primer-Surfacer. 





HI-SPEED PRIMER-SURFACER 


enero (Lacquer-Type) 


BETTER THINGS FOR BETTER LIVING 


|. THROUGH CHEMISTRY DU PONT REFINISHING MATERIALS 


Readers are invited to contribute to— SHOP TALK. 


Orchids to Ed Lowery Amid Tears 
Over Spark Plug Ills at Panama 


Balboa, C. Z. 
Technical Editor Lowery: 





lems are the same ones I encoun- 
tered many years ago in the auto- 


I enjoy your technical articles 
very much, as some of your prob- 


mobile repair trade in Iowa. 
Your article in a recent issue re- 














VANDERBILT 
GUARANTEE 


And she’s not alone... 





For this SELLS 
LIKE HOTCAKES! 


3,000 service station owners find there is no end to sales 

LLL 0G ROR IMAM dololo Mi alopdolge Mm Cillelaclili-t-M -lelile 

Li it-Molsl hae ololalo MisMmiil-Mlalel lta miilelmil-)| ol Mt-1/mile-taelale mOleP-¥ 

ANTEES to make friends with an On-The-Spot, No-Red-Tape 

Honor System Adjustment Policy 

If ilewe ololalo Ml ololel CMY) OM isl-Miile\tmeeoliilo)(-1(- Mls Mee) MD RC R@)) Melile 

RAYON TIRES in the industry — backs up 100% NYLON 

TIRES YOU can sell at A PRICE TO COMPETE WITH ANY 

RAYON TIRE! 

Plus: Vanderbilt's COOPERATIVE ADVERTISING PROGRAM 

AT -1) oe 2elt coMeleha-iailt-Mulele-MeolileMoldile Mim | Aa Mall tielil-1as 
Inquire about Vanderbilt's full-scale sales program 


DESIGNED FOR GREATER TIRE PROFITS 
DESIGNED FOR POWERFUL LOCAL PROMOTION. 


VANDERBILT TIRE & RUBBER CORP., DEPT. SAJ-4 
404 Fifth Ave., N. Y. 18, N. Y 


All right — Show me! I'd like to sell more tires and make more money on each tire I sell, 
Show me how | can do it with your Vanderbilt full scale tire sales program! 





NAME 
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(street or R.F.D.) 


Offices and Warehouses in New York, Jacksonville, Dallas, Los Angeles, San Francisco 


Phone No, .___ 


ZONE STATE 








o 
o 
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A column of informal 

comments about the 

automotive trade and 
its problems. 





garding “The customers who are 
never satisfied and always want 
free service” certainly “rang a 
bell,” as the saying is. We had a 
customer whose prize “beef” was 
“ever since you fixed my clutch, 
the hind wheels leak grease,” and 
he wanted a “for free” repair job 
on the rear wheel leak. 

In addition to automobile repair 
experience, I spent some time as 
assistant chief engineer in one of 
the smaller automobile companies 
(now extinct, of course). I some- 
times marveled at the junk we 
turned out as automobiles, but 
when I check over some of the in- 
accessible, over-powered, gadget- 
laden, half - finished, low-down, 
sheet-metal monstrosities turned 
out by Detroit, I wonder if we did 
so badly with what we knew, after 
all. 

I finally “escaped” from the au- 
tomobile business entirely and 
went into the teaching of automo- 
bile mechanics, then into university 
teaching. Naturally, however, one 
never recovers from his automotive 
experiences and he keeps experi- 
menting around. I am sending you 
a booklet on my leisure activities 
—“‘A Car with No Secrets.” The 
gauges tell everything and I mean 
everything! 

A type of grief I’ve run into re- 
cently, upon which I have seen 
very little written and upon which 


Address any comments to: South- 
ern Automotive Journal, 806 
Peachtree St., N.E., Atlanta 8, Ga. 
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Biggest promotion opportunity of 1958! 


3M’s New 
HI FI FINISH Program 


Sells quality refinishing... helps boost your bodyshop business! 


Today’s brighter, clearer finishes call for superior refinishing ... and here’s 
a program that spotlights your shop as headquarters for quality “Hi Fi 
Finishes”! 

3M’s new “Hi Fi Finish” program helps educate your customers to the 
superior quality of your work... establishes your men as refinishing artists, 
with the tools and experience that mean quality work. 

Everything you need for a successful promotion is right here... it’s a pro- 
gram designed to bring immediate business as well as year-round profits. 


New movie sells quality—tie in, cash in! 


Your 3M Sales Representative has the whole story about this big 1958 
program. Ask him about scheduling the new movie “‘Modern Metal Magic” 
for showing to your customers. See him for your Free “Hi Fi Finish” 
Promotion Kit, or write direct to: 3M Company, St. Paul 6, Minn., 
Dept. Gi-48. Get yours today! 


One =—= out of every four = Ss SS 
cars that come into your shop needs body refinishing! 


“SCOTCH” is a registered trademark of 3M CO., St. Paul 6, Minn. 


3M Automotive Products 


3M Brand Abrasives and Adhesives 
“SCOTCH” Brand Tapes 








| 
a, 


“Hi fi Finish 


~ ‘ 


> 


« “Finish @ 


ee 


PUT THESE FREE SELLING TOOLS TO WORK FOR YOU! 


Every one is a sure sales-builder . . . mailers, window 
streamers, estimate tags, newspaper mats, radio 
material. It’s a package of promotional dynamite all 
ready for you to light the fuse! 





MMiienesora [Ufinine ano ]\ffanuracturine company 
... WHERE RESEARCH IS THE KEY TO TOMORROW 
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I am wondering if you could pro- 
duce a helpful and interesting tech- 
nical article, is the “leading up” 
of spark plugs. The symptoms, of 
course, are about the same as car- 
boned-up plugs, but the porcelains 
stay nice and white, or sometimes 
are lead-colored and sometimes 
have little beads of lead. 

New plugs cure the trouble for 
awhile, but soon it is back again 
and sandblasted plugs will run only 
a few hundred miles. The trouble, 
I presume, comes from too highly 
leaded gasoline, as mixing the 


higher grade with lower grade 
seems to help some, 

If you do write an article on the 
subject, I would like to have the 
privilege of having it translated for 
use in our work here. I am con- 
nected with ITAA (part of the Point 
Four Program in Panama) as vo- 
cational education specialist. We 
are helping the schools set up and 
operate programs of vocational ed- 
ucation in some 16 or 18 trades and 
one of our big problems is up-to- 
date instructional materials in the 
Spanish language. 





DEALERS! MAKE MORE MONEY! 


DEALERSHIPS AVAILABLE FOR NEW 1958 FrigiKing 
FASTEST-COOLING, FASTEST-SELLING REFRIGERATED AUTOMOBILE 
AIR CONDITIONING — HERE TO STAY! 


LOW PRICE! 


COMPLETELY COOLS STATION WAGONS & CONVERTIBLES, TOO! 


e EVERYONE CAN AFFORD! PRICED RIGHT FOR VOLUME SALES. 


MEETS ALL COMPETITION! 


EASY, FOOLPROOF INSTALLATION BY AVERAGE MECHANIC IN 
LESS THAN 4 HOURS. FACTORY TRAINING PROGRAM. 


FITS ALL POPULAR MAKES, MODELS. MORE FRIGIKINGS IN USE 
THAN ANY OTHER INDEPENDENT BRAND. 


FACTORY FURNISHES GOOD SALES AIDS. 


Write Joday FOR LITERATURE 


PRICES, SPECIFICATIONS | 


NAME 





TITLE 





FIRM 





ADDRESS__ 





CITY AND STATE 
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N * MERCURY * OLDSMOBILE 


 / PI BACK-PACKAGE-TRAY UNIT 
ALSO AVAILABLE 


PIONEERS SINCE 1949 


FRIGIKAR CORPORATION 


1602 COCHRAN e DALLAS, TEXAS 
Riverside 1-1661 


CHRYSLER CORVETTE * DE SOTO 
* PACKARD 


V-8 * STUDEBAKER FHUNDERBIRD 





The work is very interesting but 
sometimes rather frustrating, as 
many of the shop teachers do not 
have the breadth of skills they 
need and salaries are inadequate to 
attract the type of teachers needed. 

Of course, what is needed as 
shop teachers are people like your- 
self, who are willing to work for 
$200 to $250 a month. 

H. W. PAINE, 
P. O. Box 645 


BUSINESS BAD? NOT HERE! 


Don Rosso, Buick dealer in 
Grand Haven, Mich., found busi- 
ness so good in February that he 
declared a $5 dividend for every 
person who bought a car from him 
during the month. 

Under the heading, “Who Says 
Business Is Bad?,” he ran an ad- 
vertisement in the local paper 
thanking the 34 persons who had 
bought new and used cars in 
February and said if they would 
stop by he would give them a $5 
dividend. Within a week 29 of the 
34 came in and were given a new 
$5 bill. 

Rosso said that _ indications 
pointed to increased business in 
March. During the first 12 days he 
delivered five new and 12 used 
cars. The cash dividend policy 
would be continued through the 
month, he said, if high-volume 
sales continued. 


TELLING THE STORY 


When-H. Redfern Hollins, SAJ’s 
director of research and promotion, 
wrote “The South’s in High Gear” 
feature for the January issue, he 
started something. 

Aside from favorable comments 
from readers who just hadn’t 
stopped to look around at the fine 
industrial expansion of the region, 
Southern Advertising and Publish- 
ing, Atlanta, reprinted the article. 
Then the Covington Virginian, 
Covington, Va., obtained permis- 
sion to reprint from that reprint- 
ing. 

When the do-worsers try to tell 
you how everything is going to pot 
and want to help the recession get 
bad, call their attention to this 
estimate of where the South’s 
heading. Facts can help wash 
away most fog. 

Everyone knows there’s_ too 
much talk about “recession” these 
days. One way to shut up such un- 
necessary conversation is to point 
up the South’s great assets. 
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Chevrolet salesmen have what it takes! 


Here you see two typical Chevrolet 
salesmen at work. One is showing a 
prospect a new Chevrolet truck. The 
other is pointing out Chevy passenger 
car advantages to a buyer who’s 
almost ready to reach for his check- 
book. Both these salesmen have what 
it takes—initiative and selling ability. 
In addition, they’ve got the best sell- 


ing car and truck on the market to offer 
their prospects. Besides, they have 
more prospects to start with. There are 
nearly 3 million more Chevrolet cars 
and trucks on the road than any other 
make. It just stands to reason that the 
present—and the future—are brightest 
for the dealer and the salesmen who are 
on the top-selling team. . . . 


PcurvnoLer Chevrolet Division of General Motors, Detroit 2, Michigan 
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The busiest doors in the business 


lead to Chevrolet showrooms! 








‘lm from Missouri,” said the mechanic... 


“Show me how this new Champion wrench 


4, The mechanic was mad. He had just burned his knuckles 
while freeing a plug. “I’d sure like a wrench that could 
save my hands. Let’s see what yours can do.” 





That challenge came when the 
mechanic heard about the new 
“Plug-Master” wrench... an exclusive 
development of the Champion Spark 
Plug Company. And the Champion 
representative showed him. Like this. 


“Right,” said the Champion man. “Watch how 

* this flex-handle bends back to let me keep my 
hands up above a hot manifold. The ‘Plug- 
Master’ is a real knuckle-saver.” 
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makes spark plug jobs easier and faster! 


‘as 


nie 


“Not bad,” said the mechanic. “What about a 
plug buried behind a generator?” “Just like 
this,” was the answer. “The handle bends back 
and you’ve got no problem.” 


6, “You've sold me,” said the mechanic. “T'd like to 
have a couple of those ‘Plug-Master’ wrenches. 
How do I get them?” For the answer to that, 
see box below. 


SOCSSSHESESOS ESOS SEES ESTES ETERS SEES seeeeecceeee SORE O SERS E EERE EEE EEE EEE EEe 


@ The “Plug-Master” ratchet wrench is available 
from your wholesaler in any one of four assort- 
ments of 50 fast-moving Champion plug types. 
(One for the over-all car market, others specif- 
ically selected for Ford Motor Company, General 
Motors, or Chrysler Corporation cars.) Packag- 
ing in these assortments enables you to obtain 


eeeeeeeceeee 


“See how it clears this valve cover, so you can 
work up in the open without banging your 
knuckles.” “That’s great,” said the mechanic. 
“But what about power equipment?” 


“OK, look here. See how, with an extension, 
you can get in behind this power-brake master 
cylinder. There isn’t a single plug job that this 
wrench doesn’t make easier and faster.” 


this new wrench at the low price of $4.25.* 


The “Plug-Master” has a hinge joint that per- 
mits 30° handle travel forward or backward. Full 
12-tooth ratchet engagement. Only 6° handle 
travel required for next bite. Popular 34” square 
drive fits most spark plug sockets and extensions. 
Ratchet shift reverses easily—has positive-locking 
action. 


*Suggested dealer price for wrench only. Assortment 
of 50 Champion plugs at regular dealer price. (Mini- 
mum dealer price established by Fair Trade Agree- 
ments in Fair Trade States.) 


Dependable 5-rib 


CHAM PION 


SPARK PLUGS 


CHAMPION SPARK PLUG COMPANY 
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TOLEDO 
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| told Mac he'd get in trouble 
if he didn't rebuild that engine 
with Johnson Bearings" 


Your customers will recognize and appreciate the 
extra quality which Johnson bearings give to an 
engine repair or rebuilding job. Use Johnson 
bearings for complete customer satisfaction. 
Available from your nearby Johnson distributor. 
Johnson Bronze, 565 S. Mill Street, New Castle, Pa. 





siiaitii qutpaat ju cn 10 queue” Cane 
ee “3 Bearings J 


|b all S18 


Main Bearings * Cam Shaft Bearings * Transmission Bushings * Con-rod Bearings 
Piston Pin Bushings ¢ Starter, Generator, Distributor Bushings 
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Approximately 100 mechanics 
from Kingsport, Tenn., and the 
surrounding area attended a 
meeting on high-compression en- 
gines held by Sealed Power Corp.'s 
service engineer, Paul Morgan, at 
Holston Auto Supply Co. in 
Kingsport. An educational film 
was shown and ladies of the com- 
pany served refreshments. 


Chrysler Will Coordinate 
Detroit Facilities 


UR major steps in its long- 

range program to coordinate 
basic manufacturing and assembly 
operations “for fullest utilization 
of newly-constructed and modern- 
ized engine and body building and 
car assembly facilities in the De- 
troit area” have been announced 
by Chrysler Corp. 

The moves, to be made after 
facilities and tooling are prepared 
late in the year, are: 

1.—Body building and assembly 
operations for Imperials will be 
transferred from the Jefferson 
Ave. plant to the Warren Ave. 
plant. 

2.—De Soto Fireflite and Fire- 
dome body and assembly opera- 
tions will be transferred from the 
Warren Ave. and Wyoming Ave. 
plants to the Jefferson Ave. plant 
to provide for future growth. 

3.—Dodge passenger car engine 
and truck engine operations will be 
discontinued at the main plant, 
and Dodge engines will be built at 
the Mound Road and Trenton, 
Mich., plants. 

4.—Chrysler operations will be 
discontinued at the Jefferson Ave. 
plant and transferred to the 
Trenton engine plant. 

Besides expanded Detroit opera- 
tions, Chrysler enlarged facilities 
at Newark, Del., last year. Under- 
way at its St. Louis pliant is 
a 1,500,000-square-foot addition 
which is scheduled for completion 
in 1959. 
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GM Envisions Sky Travel 
In Guided Cars by 2000 


) gomnseras and train commuters in the year 2000 
may travel elevated superhighways with mono- 
rails suspended beneath them on a single, rifle- 
straight “transportation core in the sky,” according to 
General Motors Corp. 

The concept will be introduced as an operating 
model in one of the GM exhibits at the Brussels Uni- 
versal and International Exhibition of 1958, which 
opens April 17, President Harlow H. Curtice said. 
The superhighway-monorail “transportation core” as 
envisioned by GM stylists is tri-level. The top two 
levels are three-lane, electronically controlled high- 
ways, one carrying vehicle traffic each direction. Be- 
neath the lower highway is suspended a two-way 
monorail commuter train system. 

The entire “core” is set like ladder steps between 
pairs of pillars which vary in height with the terrain 
to keep the “core” straight. Such highways would 
eliminate curves and hills and would carry passengers 
“as the crow flies,” fording rivers and urban areas 
and tunneling through mountain where necessary. 
They would be ultra-safe because all vehicles would 
be under complete electronic guidance. 


Tubeless Claim Virtually 100% 
Of Original Equipment Tires 


f ipeneeees tires have been universally adopted for 
passenger cars and now account for virtually 
100% of original equipment tires. 

“Tubed tires for passenger cars are rapidly becom- 
ing obsolete,” said E. B. Hathaway, vice-president of 
The Firestone Tire & Rubber Co., “‘and it is inevitable 
that they will become extinct within a few years.” 

Automobile manufacturers started using tubeless 
tires in 1954. They were adopted as original equip- 
ment on trucks for the first time a year later. The 
reason for the rapid changeover to tubeless tires was 
better performance, Hathaway said. “They are safer, 
cheaper to operate and resist air loss from punctures,” 
he said. 


Garagemen Drive for Members 
In Louisiana and Kansas 


DRIVE for members in Louisiana was conducted 

last month and early this month by Byron Al- 
bright of Dallas, Texas, field representative of the In- 
dependent Garage Owners of America. 

Executive Director Ralph H. James announced that 
six new units had been set up in Kansas—at Salina, 
Topeka, Hutchinson, Lawrence, Parsons and Inde- 
pendence—during Albright’s stint of several weeks 
there earlier this year. 

Garagemen in South Carolina and some other 
Southern areas have been contacting James at his 
office, 364% North Lewis, Tulsa 2, Okla., about affilia- 
tion. 


Pitt County Tarheels Pick Eason 


The Pitt County (N. C.) Automotive Dealers As- 
sociation has elected C. Lynn Eason, Eason Motors, 
Farmville, president. Wilton Duke of Duke Buick Co., 
also of Farmville, is secretary-treasurer. 
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und hang ta¢ 


HELPS DRAW NEW 
CUSTOMERS IN... 
TURNS "EM INTO 
REGULARS 


“Big oaks from little acorns grow” and 
big profits grow from little courtesies like 
“Free Vacuuming.” 

Pullman’s free sign lets the public know 
you're a forward-looking dealer that 
you offer extra services they want like 
vacuuming. Just hang this colorful sign out 
front. (We've advertised it in national mag- 
azines like Life!) Watch it draw new cus- 
tomers in. 

And to remind a customer his car interior 
was vacuumed, just slip the handsome Pull- 
man hangtag on steering wheel, door handle, 
or dashboard. He’ll be back again! 





This sturdy 
enamel sign 
comes 

with your 
Pullman 
Vacmobile. 





it’s bright 


and black. 
It brings 
in new 
business 
day in and 
day out! 














Pullman 
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PULLMAN VACUUM CLEANER CORP. 
25 BUICK ST., SA-4, BOSTON 15, MASS. 











1958 Chevrolet Moldings 
(Continued from page 60) 


(all styles): 

The molding is secured to the 
rear quarter outer panel and outer 
panel extension by bolt and clip 
assemblies. Remove rear compart- 
ment trim foundation to gain ac- 
cess to molding attaching nuts, 
then remove nuts and molding. 

Rear fender diagonal molding 
(17 and 1800 series—sport coupe, 
two-door sedan, Impala_ sport 
coupe and convertible): 


The molding is secured to the 
rear quarter outer panel by bolt 
and clip assemblies. Remove the 
rear quarter trim assembly and 
access hole cover. Then remove 
attaching nuts and molding. 

Chevrolet ornament (all styles): 

The ornament is secured to the 
rear compartment lid by studs and 
attaching nuts. On station wagon 
and sedan delivery styles, the or- 
nament is secured to the tailgate 
or back door by studs and attach- 
ing nuts. 

On station wagon and sedan de- 
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THEY’RE ALL TURNING TO 


Corengen! 


Realizing the importance of selling the 
best Cable & Wire, the most dependable 
and economical in Ignition, jobbers, 
dealers and consumers everywhere are 


turning to Sorensen. 


WHEN YOU TURN TO SORENSEN, 


YOU TURN TO: 
@ Unequalled quality 


© Prompt service 


@Smart packaging © Complete coverage 


© Extra profits 


For complete catalog information and 
prices contact your local jobber or write 


today to: 


P. SORENSEN MANUFACTURING CO., Inc. 


Woodside, N.Y. 


Want more facts? Use Reader Service Card Page 105 





livery styles, remove tailgate or 
back door trim and access hole 
cover. 

On all styles, remove attaching 
nuts and ornament. 

Rear quarter outer panel upper 
corner molding (17 and 1800 se- 
ries—sport coupe and two-door se- 
dan): 

The molding is secured to the 
rear quarter outer panel by screws 
at the front edge of the molding 
and by the back window corner 
reveal molding at the rear edge of 
the molding. 

Remove the back window corner 
reveal molding. Lower the rear 
quarter window, then remove the 
rear quarter finishing molding and 
window inner draft strip. 

Remove the molding attaching 
screws at the outer draft strip and 
remove molding. 

To install, reverse removal pro- 
cedure. 

Rear door outer panel upper cor- 
ner molding (17 and 1800 series— 
sport sedan): 

The molding is secured to the 
door outer panel by screws at the 
front and rear edges of the mold- 
ing. Lower the door window, then 
remove molding attaching screws 
and molding. 

Roof panel side molding (17 and 
1800 series—sport coupe and sport 
sedan): 

The lower edge of the molding 
is snapped into the roof drip mold- 
ing. Remove roof drip molding 
scalp, then with a flat-bladed tool 
carefully pry molding from roof 
drip molding. 

Rear roof outer ventilator grille 
(Impala sport coupe): 

The grille is secured to roof 
panel by screws. Loosen rear of 
headlining sufficiently to allow ac- 
cess to molding attaching screws. 
Then remove screws and grille. 


We Squeezed $129,000 
(Continued from page 38) 


works on him hard enough. In 
many cases, his gross profit turns 
into a small loss. 

If your automobile buyer today 
bought cars as he does furniture 
or a suit of clothes, there would be 
no problem. But today there is no 
uniform price in the automobile 
business. A customer does not be- 
lieve the price a dealer gives him. 
This is especially so in used cars. 

And so the dealer is caught in a 
squeeze between rising expenses 
that he cannot control and lower- 
ing gross profit—a squeeze that 
eliminates most profit and often 
eliminates the dealer, to the loss of 
both the factory and the public. 
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The newly-designed Vauxhall Victor station wagon, 
manufactured in England by General Motors, will 
be offered in this country by Pontiac dealers late 
this spring. Most engineering features are identical 
to those of the Super four-door sedan. Rear axle 
load capacity has been increased. Heavier rear 
springs and axles, a larger hub bearing and six-ply 
tires are standard equipment, Wagon is powered by 
a compact 54.8hp, four-cylinder engine and has a 
wheelbase of $8.0” and an over-all length of 167.5”. 
It will seat six persons comfortably and when second 
seat is folded down, a flat cargo space over five 
feet long, four feet wide and nearly three feet high 
is provided. Eight color schemes are offered. 


Ford Works Overtime Schedules 
On Thunderbird Production 


ORD Division is producing its new four-passenger 

Thunderbird on a heavy overtime schedule in an 
effort to satisfy a backlog of 5,000 advance orders al- 
ready on record. 

J. O. Wright, Ford Motor Co. vice-president and 
general manager of the division, said, ““We are doing 
everything we can to increase our production to meet 
the demand and our hopes are to be producing twice 
as many Thunderbirds in April as we did in Feb- 
ruary.” 

The only limiting factor, he said, is the availability 
of parts. Production rate early last month was slight- 
ly over 100 a day. Based on the assembly rate of the 
former two-passenger model, the 5,000 advance ord- 
ers represent about three months’ production. 


Virginia Dealers Elect Kirby 
To Succeed Erwin on Board 


a R. Kirby of Kirby’s Sales and Service, Arling- 
ton, has been elected to fill the unexpired term of 
Harold E. Erwin, second vice-president, on the board 
of directors of the Automotive Trade Association of 
Virginia. 

H. Carter Myers, Jr., of Petersburg has been ele- 
vated from third vice-president to second vice-presi- 
dent and Burton Kephart of Arlington is the new third 
vice-president. 


Cabarrus Dealers Elect Stallings 


Ed Stallings of Stallings Pontiac, Concord, N. C., 
has been elected president of the Cabarrus County 
Auto Dealers Association. Frank Cox, Cox Motor Co., 
Kannapolis, is vice-president and S. Brady White, 
White Brothers Oldsmobile Co., Concord, is secretary- 
treasurer. 
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PULLMAN 
VACMOBILE 


EASY FAST 
CONVENIENT! 


THE ONLY VACUUM CLEANER DE- 
SIGNED ESPECIALLY FOR SERVICE 
STATIONS! 


Exclusive Pullman Features: Pat- 
ented Accordion Hose of tough neoprene 
stretches to seat and trunk without mov- 
ing vac... not damaged by oil or if 
run over by cars e Big wheel mobil- 
ity ... glides over sills, up ramps, down 
steps with ease... coaster brakes 
e Converts to blower in seconds e Fully 
equipped at no extra cost. 





Use the 30 seconds it takes to vac a car to sell 
high profit TBA items! Vac the trunk... see 
if the guy needs tools or a new tire. 

Vac the inside...see if he 

meeds new floor mats. 


The profit potential is endles 


Pullman 
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PULLMAN VACUUM CLEANER CORP. 
25 BUICK ST., SA-4, BOSTON 15, MASS. 





Polishing Up $5,000 


(Continued from page 48) 


car. Instead of having him wait 
around unproductively for the 
next errand or another job, a 
helper’s time is turned into profit- 
able waxing. 

“The 10% incentive commission 
we give him on every wax job 
makes him more productive and 
eager to get back from an errand 
to completing a wax job,” added 
Hamed. 

Wax and cleaning fluid are 


bought in large quantities twice a 
year for better prices with more 
advantageous discounts. Rags are 
the soft, wornout, diaper ma- 
terials bought by the pound from 
a diaper service at a quite reason- 
able price. 

No specials and no cut prices 
are ever introduced to increase 
volume on these jobs. Nor is pro- 
motion ever handled in any other 
way on wax jobs but by personal 
contact. 

“When you point out to a cus- 
tomer a personal need, he is likely 
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Mirrors “TAILOR-MADE” to your 


GPesenereanene, 


¢ 


exact requirements! 


HERE’S HOW IT WORKS! 


From Grote’s complete line of mirror heads, 
arms, braces and brackets, you need order 
only those you want! Combine these parts to 
produce the “‘tailor-made” mirror assembly 
that fits your fleet requirements best. No re- 


See Grote’s New 
Clear-Vue, Too! 
Big Rear View... 
Steady Image... 
Easy 

Installation! 


Look into the complete 
Grote line of Truck Mir- 
rors and Grote’s new 
CPP* program. Contact 
your Jobber today, or 
write for catalog pages 
and prices! 


placement problems, either! You can replace 
any separate part, stock only parts needed, 
Avoid costly delays, mirror misfits and crip- 
ples, part-snatching from other complete mir- 
ror assemblies. Take advantage of Grote’s new 
“Custom Purchase Plan”! You’ll save time, 
cut costs, and be assured of mirror assemblies 
that fit your needs exactly. 


QUALITY SAFETY 
ACCESSORIES 


Lamps e¢ Directional Signals @ Reflectors @ Flares @ Mirrors 


THE GROTE MANUFACTURING CO., INC., Bellevue, Ky. © Opposite Cincinnati 
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to accept your judgment and 
recommendations because he be- 
lieves that as a garage operator, 
you are in a position to know,” the 
manager said. “If I blanketed the 
area with literature indiscrimi- 
nately on wax jobs, I would be 
leaving it to the judgment of the 
customer to determine whether he 
wants a waxing or not. I believe 
our approach brings better re- 
sults. 

“We also find that a first-class 
wax job builds volume through 
word-of-mouth promotion. A man’s 
car looks mighty good as it gleams 
on the street. Somebody comments 
how nice his car looks, almost like 
new. The owner answers modestly 
that all it got was a waxing at a 
shop. 

“*Where?’ ‘Who did it?’ 
usually the next questions. 

And if he answers with a pleased 
look on his face, ‘Kalorama Ga- 
rage,’ he’s sold another wax job 
for us. 

“The next thing we know, a 
new face comes in and asks, ‘You 
think you can do as good a job on 
my old car as you did on Mr. 
Jones’?’ 

“ ‘Certainly, we answer.” 

That’s how Kalorama 
volume. 


are 


builds 


Pooling Labor Paid 
(Continued from page 49) 


week’s time, some men are now 
averaging from two to three hours 
more productive time as a result 
of the no-late policy. 

Nance reported that he plans to 
place his other departments on 
pooled labor, with the whole deal- 
ership ultimately working under 


it. 


Mechanics Spend 14 Hours 
Learning Latest on Chevy 


N AVERAGE of 14 hours per man 
A is being spent in classrooms by 
Chevrolet dealership mechanics 
studying latest servicing and re- 
pair techniques in the company's 
nationwide training program. 

From the start of the 1958-model 
run through February, 9,300 me- 
chanics took a total of almost 
132,000 hours of training on new 
cars, according to E. L. Harrig, 
service and mechanical manager. 
Last year, he said, nearly a half 
million hours of instruction were 
completed by over 35,000 Chevro- 
let dealership mechanics at the 30 
General Motors Training Centers 
across the country. Classes are 
conducted by resident instructors. 
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Ford's Atlanta Plant Moves 
Into Assembiy Addition 


ORD Motor Co.’s Atlanta, Ga., assembly plant has 

begun production in its new 407,000-square-foot 
addition, into which the final assembly line was ex- 
tended, although six months will be required to com- 
plete installation of new equipment. 

Henry C. Dorsey, plant manager, said the start of 
production in the expanded area followed the tenth 
anniversary of the company’s first postwar plant 
last Dec. 3. 

“The new area, which brings our total plant size 
to slightly more than one million square feet, is 150’ 
wide and approximately 400’ long—larger itself than 
most plants in the state,” he said. 

Although the company contemplates no immedi- 
ate increase in employment, the addition makes it 
possible for the plant to go on a two-shift basis at 
any time. 


White Elevates Horace Mosteller 
To Head Up Southern Sales 


SSUMING direction of the Southern sales region of 

The White Motor Co., Horace Mosteller, who is 
vice-president in charge of the Southwestern and 
Southern regions with headquarters in Dallas, Texas, 
succeeds C. B. Cowan, who retired after 50 years’ 
service. 

Mosteller has been with the company since 1940, 
having been manager of the Southwestern region, and 
a vice-president in Dallas since 1956. Cowan continues 
in a special sales assignment in Atlanta at the South- 
ern regional headquarters. 


NADA to Drop YAM Group 
At End of Fiscal Year 


HE Young Automotive Managers group has been 
discontinued, effective June 30, by the directors of 
the National Automobile Dealers Association, 
Services will be continued until that time for the 
small percentage of active members whose member- 
ship will have expired by that date. The principal rea- 
sons given for the board action were that a high per- 
centage of members were dealers and properly full- 
fledged members of NADA and the organizational set- 
up was costly and cumbersome. 


Frontier Mfg. Co. Appoints Materka 


Appointment of William J. Materka as executive 
sales manager of Frontier Mfg. Co., Dallas, Texas, has 
been announced by President I. B. Beren. Plans have 
also been announced for the erection of additional 
manufacturing facilities to be located on 13 acres of 
ground adjoining the new office building recently 
completed at 11200 Harry Hines Blvd. The company 
manufactures steel shelving, workbenches, shop 
equipment and display racks, among other products. 


C.1.T. Moves Charles Cottingham 


Charles B. Cottingham, formerly of Florence, S. C., 
is the new branch manager of the Wilmington, N. C., 
office of Universal C.I.T. Credit Corp. He replaced 
Hugh Vick, who moved to Rock Hill, S. C. 
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You pay $12 a month for 12 months 
... Just $144 complete... and what 
a difference it makes to your prof- 
its! It takes just 30 seconds to clean 
a car with the Pullman Vacmobile 
... and only 30 seconds to sell a 
high profit lube job, a new tire, an 
oil change! Put the Pullman Vac- 
mobile to work for you now... 
making new profits! 


FREE 


WITH YOUR VAC 


@ Tough neoprene accordion hose 
e@ Crevice Tool @ Upholstery Tool 
e@ Patented Never-Clog Filter 
e Supply of hang-tags 
e “Free Vacuuming 


Sign , 4 
Pullman 
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PULLMAN VACUUM CLEANER CORP. 
25 BUICK ST., SA-4, BOSTON 15, MASS. 








Your Answer to Vapor Lock 


a 





[LOw., CONSTANT, EVEN PRESSURE 
ee 





BE SURE your customers 
are ready for 


happier summer driving. 


REG 


with 
Vu VOLUME 





(AND Hard Hot-Motor Re-starts) 


FUEL PRESSURE REGULATOR 


WHAT IS VAPOR LOCK? 


When your motor stalls and can't be restarted or 
seems to starve for fuel (particularly on a hot day), 
you can reasonably point the finger of suspicion at 
vapor lock 

Vapor lock, as its name implies, is vaporization of 
fuel in the fuel system, preventing the carburetor 
from receiving the necessary volume of liquid fuel to 
run your engine 

Vapor lock is caused by low fuel pump pressure 
and/or excessive heat in the engine area. This 
extreme heat may be the result of high weather tem- 
peratures, fast hard driving, pulling heavy loads, stop 
and go driving in traffic, high altitude driving or an 
inefficient cooling system. This vaporization of the 
fuel under heat is more apt to occur if you have pur- 
chased gas which was designed for winter or early 
spring use and which boils too easily in hot weather 
because it is more volatile 

Car manufacturers have increased the output 
pressures of fuel pumps. One of their objectives being 
to keep the fuel under greater compression in order 
to eliminate vapor lock. This is a step in the right 
direction. However, while these higher pressures do 
tend to reduce vaporization in the fuel line, they only 
increase the over-pressure problems at the carbu- 
retor needle valve and seat, which results in flooding, 
stalling, hard starting, rough idling and gas waste 


HOW FILT-O-REG WORKS TO STOP VAPOR LOCK 
... GIVE QUICKER HOT-MOTOR RE-STARTS 


The installation of FILT-O-REG combined with these 
necessary higher fuel pump pressures is the best solu- 
tion for the prevention of vapor lock and improved 
engine performance under all driving conditions—all 
speeds, loads, altitudes and extreme weather tem- 
peratures. 

FILT-O-REG keeps the fuel in the line under com- 
pression, helps stop expansion and vaporization.. 
preventing vapor lock. At the same time, FUT-O-REG 
reduces the over-pressure in the fuel system to a 
constant, unrestricted, even fuel pressure on the car- 
buretor float valve and seat—maintaining the proper 
float level under all driving conditions, thus assuring 
the correct air-fuel ratio. FILT-O-REG controls pres- 
sure even with engine not running...giving engine 
quicker hot-motor re-starts. 


INSTALL FILT-O-REG'S WITH YOUR TUNE-UP JOBS... 


ORDER FROM YOUR JOBBER ! 


Write for Free Copies of this Bulletin #317: aronora, INC., LOS ANGELES 19, CALIF. 
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Chevrolet dealers in Arkansas, 
northern Mississippi and western 
Tennessee ordered some 300 pick- 
up trucks painted gold with white 
sidewall tires, chrome wheel disks 
and other dress, as a result of a 
campaign by Memphis zone sales 
office personnel to celebrate Gen- 
eral Motors’ Golden Anniversary. 
Customers snapped up the gold 
trucks as fast as they could be de- 
livered. Here G. B. Payne (left), 
president of the Bank of Olive 
Branch, Miss., takes delivery of a 
unit for use on his plantation from 
Curtis Herrington of Herrington 
Chevrolet, Olive Branch. 


Stabilizing Receipts 
(Continued from page 44) 


topic of new stabilizers. They have 
found that a customer ordinarily 
comes in complaining about faulty 
alignment, presumed to cause such 
things as swaying and pulling to 
one side by the car at high speeds, 
axle-bumping on road dips, or a 
decided listing to one side. 

At this point comes the opening 
for a down - to - earth explanation 
about stabilizers and their func- 
tion. By this simple approach, the 
Browns have discovered that cus- 
tomers can be sold a stabilizer in- 
stallation on the spot. 

At the El Paso Safety Lane, front 
and rear installations run about 
neck-and-neck, the former bring- 
ing in $20.50 and the latter $26.95. 
Seldom does an initial installation 
involve both front and rear stabi- 
lizers, they have observed. 

Commented Brown, Jr.: 

“We look upon stabilizers as a 
useful accessory that will give our 
regular customers more driving 
pleasure and reduce driving haz- 
ards for them. They tell us their 
trouble, then we tell them how we 
can eliminate it.” 


Eight Southerners Sign 
For British Cars 


|e Southern dealers have 
signed franchises to sell British 
Motor Corp. lines, which include 
the MG, Magnette, Morris-1000, 
Austin, Austin-Healey and Riley 
One-Point-Five: 

Mayfair Mercury Sales of Miami, 
Miami, Fla.; Collard Chevrolet 
Co., Leavenworth, Kan.; Tide- 
water Motor Co., Easton, Md.; 
Cathings Motor Co., Charlotte, N. 
C.; Martin Motors, Columbia, S. C.; 
McCollum Motors, Inc., Sumter, S. 
C.; Harmonson Foreign Motors, Big 
Spring, Texas, and Manhattan 
Auto, Fairfax, Va. 
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Ford Station Wagon Sales 
Top Industry with 42% 


ORD Motor Co. topped the automotive industry in 

1957 by capturing more than 42% of the record 
735,805 station wagon sales, with Ford, Mercury and 
Edsel wagon sales amounting to nearly 314,000. 

The Ford line, with five station wagon models, 
reached an all-time high in registrations with 279,114 
vehicles. Mercury ranked fifth with nearly 32,000 
units, bettering its 1956 performance by approximate- 
ly 10,000. Edsel sales totaled 2,894 during the limited 
period this new line was on the market last year. 

Registrations have increased by more than 550% 
since the company introduced its all-metal body in 
1952, when it sold 48,022 units. 

Station wagon sales established records last year 
both totally and percentage-wise, representing 12.3% 
of total vehicle sales. Previous highs were established 
in 1956 when 598,716 wagon sales accounted for 11% 
of total vehicle registrations. 


Robert Keller Leaves Chrysler 
For West Coast Business 


tearoom T. Keller, vice-president of Chrysler Corp., 
withdrew from active participation in the corp- 
oration’s affairs April 1 to devote his full time to other 
business interests on the West Coast. 

He joined Chrysler in 1934, served in various man- 
ufacturing positions and in 1941 became assistant 
master mechanic of the Chrysler Detroit Tank Arsen- 
al. In 1947 he was named vice-president of the marine 
and industrial engine division, becoming president of 
that division a year later. Keller was appointed West 
Coast vice-president in February 1955. 


Lincoln, Mercury Opens 
Washington Office 


$ anovees of a Lincoln and Mercury Southeastern 
regional office, with headquarters at 261 Consti- 
tution Ave., Washington, D. C., has been announced 
by M-E-L Division of Ford Motor Co. 

J. Basil Burke, former Washington district sales 
manager for Mercury, has been named regional man- 
ager. He will be responsible for liaison with dealers in 
a 12-state area from Pennsylvania to Florida. 


Georgians Hear SAE President 

“Steering of Modern Automotive Vehicles” was the 
subject of an address by William K. Creson, president 
of the Society of Automotive Engineers and consult- 
ing engineer for Ross Gear and Tool Co., before the 
March 18 meeting of the Atlanta (Ga.) Section. Creson 
joined SAE in 1932, was chairman of the Indiana 
Section in 1936 and has served continuously on one 
or more committees. 


Tarheel Past President Black Dies 


Tom L. Black of Pinehurst, president of the North 
Carolina Automobile Dealers Association in 1953-54, 
secretary of that group in 1947-48 and a director for 
a number of years, died suddenly of a heart attack 
early last month. Until recently he had been associ- 
ated with Pinehurst Garage Co. 
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ee SVEwN Sieg Ges Swe twry fey Meee 


Cut coupon out along dotted line, check 
what you want, fill in your name and 
address and mail to Pullman. Act today 


L 


Cl 


Your name 


Street No. 


City 


. start your profits rolling in! 


Free TBA Booklet 

Describes 25 different ways to increase 
sales of TBA items and other top money 
makers. 


Free Catalog Sheet 
Full particulars on how to operate the 
Pullman Vacmobile, and its benefits. 


Sample Hang-Tags 
Colorful tags show customers what a thor- 
ough service job you do. 


sign in- 


Explanation of how Pullman i 
service 


creased sales up to 400% for 
stations now using it. 


Free Demonstration 

Shows you how easy it is to operate the 
Pullman Vacmobile ... how easy it is to 
bring customers back and increase sales. 


Folder “How to make sales all over the 
lot.” 














PULLMAN 


Vacuum Cleaner Corp. 


25 Buick Street, Boston 15, Mass. Dept.. 


Pullman 


Ps Ned, fel-i1@ = 


PULLMAN VACUUM CLEANER CORP. 
25 BUICK ST., SA-4, BOSTON 15, MASS. 








Dear Bill 


This is the season for us to start ») THE puto his budol 


aye uy _ 


“appealing.” And nobody can be 
more appealing than we can— 
once we find the road to the car 
owners’ desires. 

If automobiles were as “differ- 
ent” as their owners, I guess we 
never would learn how to work on 
them. But to get the opportunity 
to work on them and give them the 
exact same service they each re- 
quire at the proper interval takes 
all sorts of different appeals. 














We have to appeal to the owners’ 





You can make 150% PROFIT with an 


AMMCO BRAKE SHOP 


Brake work is s BIG BUSINESS’ 
- “s 
No. 3000 


“SAFE-TURN” 
DRUM LATHE 


Yr Re, 


No. 1650 
BRAKE CYLINDER 
SURFACING HONE 


No. 2000 
“SAFE-ARC” BRAKE 
SHOE GRINDER 


No. 1750 No. 3500 


BRAKE SHOE UNIVERSAL 


SETTING GAGE BRAKE DRUM 
4 MICROMETER 


= a 


oi 


AMMCO TOOLS, INC., 
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pocketbook, we have to appeal to 
their mechanical sense (if any), to 
their sense of propriety, orderli- 
ness, fear, pride and just about 
every other sense and emotion that 
can be connected to the family 
chariot, for the automobile means 
different things to different people. 

While a guided tour through our 
“beauty parlor” would be wasted 
time for some of our tradesmen, 
contractors and farmers who use 
their car for a workhorse and oc- 
casional chicken roost, these same 
heavy-handed guys will take a 
real interest in our tool room and 
machine shop. They recognize the 
economy in having machine work 
done properly, but wouldn’t give 
a dime for all the appearance work 
in the book. 

Since we have to be prepared to 
take care of Mrs. Gotrock’s sedan 
to give it the requisite snob appeal, 
our beauty parlor has a crew to 
be kept busy, and since her hot- 
rod-driving son wants the best in 
power tuning, we can’t let him 
find someone knows more about 
tune-up than we do, so our tune 
mechanics must be top drawer. 
And so on down the line, we have 
to have the men and machines to 
do the kind of work the “knowing” 
individuals demand, but we have 
to keep these men and machines 
earning between the calls of these 
people who know what they want. 

So we have to deliver the serv- 
ices to those who want what they 
want, then push these services for 
those who are impulse buyers who 
may otherwise neglect all service 
unless we remind them, This is 
where the “appealing” comes in. 
You have to look for the specialty 
job you are pushing to keep the 
department busy, and then point 
it out to the customer. The nature 
of the owner and the nature of the 
job dictate the appeal we make in 
order to sell the job. Finding the 
need is only the first step. Until 
the owner signs the order, you 
were wasting your time making 
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“That’s easy, Doc, it says — eee : re 
BUY TEN, GET TWO FREE!" — 


Now, during Mac's Spring Promotion (February, you buy. Sell the two free cans at two dollars each 
March, April), you can make four extra dollars and you wind up with four dollars extra cash... 
every time you sell a dozen cans of ‘Mac's It New or you can skyrocket your sales by giving your 
Car Finish"’ or ‘‘Mac's Resin Coat."’ Here’s how it salesmen a twenty-cent-a-can bonus...and still 
works: You get two extra cans free with every ten make your normal profit on every dozen sold, 


MAC’S IT NEW CAR FINISH MAC’S RESIN COAT 


This is a brand new formula with a built-in cleaner that makes a lus- Also a brand new formula, producing the highest luster we have ever 
trous, durable wax job possible in one easy operation. Coal tar waxes seen. This wipe-on-wipe-off liquid polish is so easy that even a 12-year 
are the secret of its luster and durability. old boy could do a perfect job. 


DEALER SELLING 
onlin ol COST _ PRICE 


enema, i0cans $12.00 $20.00 
SS 2 cans FREE 4.00 
MAC's IT 


eye $12.00 $24.00 





ORDER EITHER DEAL OR BOTH—as many as you want—as often “HEANS POLISHES - GLAZES 
as you wish— during February, March and April only, . : 


50% PROFIT! 








SUPER GLOSS CO., INC. 
DON’T WAX IT, Los Angeles 42, California 


MAC’S IT! Cincinnati 26, Ohio 
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the inspection and finding the 
trouble. 

If we find uneven tire wear, we 
suspect misalignment or unbalance, 
but we appeal to the customer’s 
desire for economy and safety. A 
neglected finish or upholstery is 
sold by appealing to his pride, or 
perhaps as good maintenance and 
better trade-in. Once you strike on 
the spring that makes the customer 
tick, you then know which angle 
of approach to use. 

You have to know the customer 
as well as his car to keep your 


service department rolling. When 
he finds you have what he wants, 
and are sympathetic with his de- 
sires, then you’ve got a customer. 
Yrs, 
Ed. 


Recipe to Raise 
(Continued from page 39) 


order to the parts department so 
the parts clerk can anticipate the 
parts required and have them 
when they are called for by the 
mechanic. 





SAFE, SURE, 

PERMANENT 
Repairs for 
TUBELESS 


TIRES 
and 


Inner Tubes 


MONKEY 
bs 


All Sizes of 
VULCANIZING 
CLAMPS 
for shops, on the 
road, and owner 
emergency repairs. 


THE COMPLETE LINE OF TIRE REPAIR MATERIALS 


Want more facts? Use Reader Service Card Page 105 


“SIZZLE” 


PATCHES 


... they VULCANIZE 


for lasting repairs 


Yes, VULCANIZING makes the repair permanent 
...and you KNOW it’s safe. With the tire off the 
wheel inspection can show up dangerous injuries 
that would otherwise be overlooked. Give cus- 
tomers this safety protection, and enjoy larger 
profits for yourself. 


sede ot lecding Audametive 


* 


MONKEY GRIP SALES CO. 


P. O. BOX 6170 
DALLAS TEXAS 





3.—Have the mechanic analyze 
the job and determine what parts 
will be required and order them 
before beginning work on the job. 

Mechanics standing around the 
parts counter waiting cn parts in- 
crease the amount of unapplied 
time. 

Lack of knowledge of the job to 
be done. This is brought about by 
an inadequate shop training pro- 
gram. Lack of desire on the part of 
the individual mechanic to keep 
abreast of the current repair meth- 
ods by attending various manufac- 
turers’ classes of instruction, read- 
ing service bulletins and the shop 
repair manual. Men such as these 
require more time to do a job than 
the man who knows his job. 

Time spent in wondering what 
to do next and doing the same 
thing over results in an unsatisfac- 
tory job and comebacks. All this 
adds up to costly unapplied time 
and efficiency. 


May Is Safety-Check 


(Continued from page 47) 


terials. (A special kit of promo- 
tional materials is available from 
Modern Displays, Inc., 7338 Wood- 
ward Avenue, Detroit 2, Mich.) 

3.—-Help your city or county ob- 
tain materials needed for use at 
check lanes. 

4—Lend mechanics or other 
personnel to help check vehicles at 
community check lanes. 

5.—Tie-in your regular adver- 
tising with the Safety-Check pro- 
gram. 

6.—Offer merchandise or service 
as prizes for community contests or 
drawings. 

7.—Offer Safety-Checks at your 
place of business. 

Put your business into the 
“Circle of Safety.” Urge motorists 
to “Complete the Circle of Safety 
—Check Your Car—Check Your 
Driving—Check Accidents.” 

Safety-Checks sell Service! 

For additional information on 
this traffic safety action program 
write Inter-Industry Highway 
Safety Committee, 1200 Eighteenth 
St., N.W., Washington 6, D. C. 


Miamians Elect Schuyler 


James C. Schuyler, new presi- 
dent of the Miami Independent 
Auto Dealers Association, succeeds 
Buddy Tyler, who has retired from 
the used-car business. Other of- 
ficers are Oscar Molho, vice-presi- 
dent, and Russ Lipsitz, secretary. 
Al Lange continues in charge of 
public relations. 
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“When I'm through with this job 


it will be good as new” 
W/TH FEDERAL-MOGUL ENG/INEERED BEARINGS 


He will get exactly the right type of bearing 
needed to restore like-new performance and long 
mileage to this engine. He will get standard or 
undersize exactly according to his needs. He will 
get the right con rod bearings, reconditioned or 
rebabbitted rods, the right bolts and nuts, the 
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right cam bearings, the right piston pin bushings. 
With over 5,800 numbers in the F'm line, he gets 
a complete, quality service . . . plus prompt 
service from his Federal-Mogul Jobber. That’s 
why most mechanics prefer Fm replacement 
bearings for any overhaul job! 


FEDERAL-MOGUL SERVICE 
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IMPROVE YOUR TIRE CHANGER 


(OLD OR NEW MODEL) 


Slik-$ tik KEN-TOOL 


DEMOUNTING FIRST BEAD 

Use Slik-Stik with ANY 

center-post tire chang- A 
ing machine old or new 

... regardless of make! MOUNT- 
Up-dates old tire chang- ING END 
ers, makes new chang- 

ers work better. 

DEMOUNTING SECOND BEAD 

Handles 14-inch tube- 

less tires with their stiff- 

er beads and tighter rim 

fit. . . perfect for any 

size tire from 12 to 17 

inch... tubeless or tube- 

type ... passenger or 

light iat? : “SLIK- 


P MOUNTING FIRST BEAD STIK’’ 
| Cat. No 


Slik-Stik works fast, yet ° 
is easy on beads and ek 
tubeless sealing sur- 
faces. Does not force or 
shear. 

PATENT 


MOUNTING SECOND BEAD a 


® Forged from chrome- 
nickel alloy tool steel 

@ Heat treated to resist 10-DAY 
wear MONEY- 


F ORDER YOURS NOW FROM fy BACK 
YOUR JOBBER TODAY. GUARANTEE 


World’s largest exclusive manufacturer's ~ 
of tire-changing tools and equipment. |, DEMOUNTING 


KEN-TOOL MANUFACTURING CO. 1! wd 
AKRON 5, OHIO | 





Bill Krishner, All-American tackle 
of the University of Oklahoma, ap- 
pears here with his transportation 
to the professional Pittsburgh 
Steelers football camp this sum- 
mer, a 1958 Chevrolet delivered by 
Paul Hudiburg (right) of the Hudi- 
burg Chevrolet Co., Midwest City. 
Okla. 


Mixes Still, Cadillacs 
(Continued from page 43) 


permanent display corner in the 
main building entrance. 

Today Blomberg appears 
thoughtfully aware that he owns 
what amounts to a tradition in 
America, a unique landmark whose 
preservation as a “going” industry, 
as well as a free tourist attraction, 
affords him an exalted feeling of 
satisfaction. 

To numerous colleagues he has 
confessed being awed by the reali- 
zation that he heads a world-fa- 
mous handicraft institution, re- 
vived in Asheville at the turn of 
the century by Mrs. George V. 
Vanderbilt, wife of the fabled mil- 
lionaire, who taught mountain folk 
hand-weaving, needlecraft and re- 
lated arts. 

The fact that New York’s Saks 
Fifth Avenue recently selected an 
array of colorful homespun from 
Biltmore Industries for promotion 
in its stores across the nation later 
this year has convinced Blomberg 
that unpremeditated purchases 
sometimes can pay high dividends. 


Renaults Pour into Port 
Of New Orleans 


eee the arrival of 105 French- 
made Renaults at the port of 
New Orleans last month, the num- 
ber of those cars brought through 
the port since late February 
jumped to 405. 

The local Renault dealer, Fran- 
cois Thore, president of Delta 
Foreign Cars, said the increase in 
Renault imports reflects the con- 
fidence of the French company 
that it will sell 60,000 cars in the 
United States this year. This 
figure would more than double its 
1957 sales of 27,000. 

Robert Valode, vice-president 
and general manager of Renault, 
Inc., and National Sales Manager 
Jaques Kent met with Louisiana 
dealers last month. 

At present Mercedes - Benz, 
Volkswagen, Hillman and DKW 
importers are using foreign trade 
zone facilities of the port. 
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You can be a real 


SUAGICIAN 


to your customers with.. -. 


a : 
° 


Exclusive Pedrick features improve performance, 
save oil and gas—make you look like a magician. 


PEDRICK’S EXCLUSIVE 
“EQUALIZER” 


a peripheral abutment type expander pioneered 
by Pedrick and today the most imitated feature 
in oil control rings. It provides a soft but 

positive and uniform pressure outward: at every 
point around the circumference of the ring, 
assuring the utmost conformability 


PEDRICK’S MORE FLEXIBLE STEEL RAILS 


Because of the “Equalizer,” and its equal 
pressure, the ring rails can be made radially 
thinner, and therefore more flexible, increasing 
the ability of the oil control ring to conform, 
no matter how worn the cylinder walls are. 


PEDRICK FORMFLEX CONSTRUCTION, 
WITH ITS EQUAL PRESSURE EVERYWHERE, 
MEANS A MORE PERFECT SEAL 


And .. . compression rings and oil control ring 
rails are faced with SOLID CHROME, can be 
counted on to last 2 to 4 times longer!! 


GET YOUR FREE MAGIC TRICK 


PEDRICK will send you a terrific magic trick 
absolutely free. Ask for “The Vanishing Half 
Dollar.”’ Send your name, company, address to: 


WILKENING MANUFACTURING COMPANY 
2000 So. 71st St., Phila. 42, Pa. 





Chrysler Transfers 11 
To Southern Area 


om appointments to the ad- 
ministrative staff of Chrysler 
Corp.’s Southern area sales or- 
ganization headquarters in At- 
lanta, Ga., have been announced 
by Southern Area Director Frank 
J. Suslavich. 

Walter J. Cleland, formerly De 
Soto regional manager in Boston, 
has been named administrative as- 
sistant. Arthur W. Rowbottom is 
new-car sales manager. He has 


been staff director of new-vehicle 
sales at group marketing head- 
quarters in Detroit. New-truck 
manager is Rolland S. Swain, 
transferred from Kansas City, 
where he was assistant Dodge re- 
gional manager. 

Frank E. Carpenter, fleet sales 
manager, has been regional man- 
ager of fleet sales in Kansas City. 
Used-car manager is John C. 
Jones, a native of Vonore, Tenn., 
and former assistant regional man- 
ager for De Soto in the Southern 
area. 





+ 
SS TIRE 


DO THIS 


a 


the safe...sure 
permanent way is 


the PROVED HOT 
VULCANIZING PATCH 


.» IT’S EASY TOO! 


a 
/ 


ELIMINATE 
THIS 


CAMEL IS THE PATCH TO USE 
THE WORLD’S LARGEST LABORATORY RESEARCH AND 
ROAD TESTING PROGRAM ON REPAIRING TUBELESS 
TIRES HAVE DEVELOPED CAMEL TIRE AND TUBE RE- 
PAIR MATERIALS TO A POSITION OF WORLD-WIDE 


LEADERSHIP. 


WRITE FOR ILLUSTRATED INFORMATION 


H.B. EGAN MANUFACTURING CO. 
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Charles E. Miller, manager of 
dealer planning and placement, 
was transferred from _ Dallas, 
Texas, where he was Plymouth 
regional manager. A native of Ox- 
ford, Ga., Sanders H. Ray, has 
been named manager of distribu- 
tion and programming, having 
been transferred from the central 
area in Detroit where he was as- 
sistant new-car manager. 

Business management manager 
is Robert E. Yost, formerly assist- 
ant business management manager 
in Detroit. Joseph H. Bonner, spe- 
cial representative, was personnel 
manager in Detroit. 

John M. Blake, Jr., Imperial 
sales manager, was formerly De 
Soto regional manager in Atlanta. 
He was born in Nashville, Tenn. 
John L. De Armond, dealer ac- 
counting representative, was trans- 
ferred from headquarters in De- 
troit where he held a like position. 


Chrysler Air Conditions 
Via Assembly Line 


Pipers Division has set up the 
industry’s first integrated as- 
sembly-line air-conditioning sys- 
tem and is stepping up the training 
of personnel to cope with the grow- 
ing demand for automobile air con- 
ditioning, according to Clare E. 
Briggs, vice-president in charge of 
sales. 

The new installation method 
permits personnel specialization 
and use of the most modern equip- 
ment for drying, metering, charg- 
ing and testing air-conditioning 
units, replacing the “unit type” 
booth method of installation previ- 
ously used. Currently one in every 
three Imperials and one in every 
ten Chryslers are built with air 
conditioning. 


Ford's 50 Millionth Unit 
"Wears the Green" 


| pee Motor Co.’s 50 millionth ve- 
hicle—a Thunderbird — came 
off the assembly line in Novi, 
Mich., March 17, painted “Irish” 
green to commemorate St. Patrick’s 
Day, and went to the American 
Cancer Society for fund-raising ac- 
tivities. 

The company produced its first 
50 million units in 55 years. How- 
ever, the next 50 million will be 
built in less than half the time, 
according to J. O. Wright, vice- 
president and general manager. He 
based his prediction on the grow- 
ing demand for automobiles, the 
rapid growth of the national econ- 
omy and the increasing population. 


SOUTHERN AUTOMOTIVE JOURNAL for April 1958 





IT’S EASY to understand why Hirsig- 
Brantley Service means complete service 
or manufacturers and jobbers in the South. A 


quick look at the Hirsig-Brantley organization 
is all that is necessary. ... 


AUTOMOTIVE EXPERIENCE . . .. Hirsig- 
Brantley Service is complete because of the 
many years of automobile experience behind 


this organization . . . an average of over 13 
years per man! These years of experience bring 
know-how to the creation and maintenance of 
the kind of service that builds business. 


SMALL TERRITORIES ... . Hirsig-Brantley men 
have small territories so they can make more 
frequent calls on their customers and serve 
them better. From headquarters in 13 Southern 
cities, information brought to customers on 
Hirsig-Brantley lines is timely and complete. 


CAREFUL PLANNING . . . The work of the 
Hirsig-Brantley men in the field is planned and 
directed from Headquarters by men with long 
and successful experience in the automotive 
field. A fully staffed home office promptly 
handles the necessary details as required by an 
efficient sales organization. 
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Tarheel Turns Personnel Problem 
Into Profit and Good-Will Bonus 


CQ enterprising Tarheel, a 
member of the North Carolina 
Automobile Dealers Association, 
has turned his personnel problem 
into a profit-making proposition, 
with added dividends of im- 
measurable customer good-will. 
The dealer, located in a town of 
10,000 to 15,000 population, had a 


man in his service department 
nearing retirement age and no 
longer effective in his job. The 
man had been with the company 
for many years and the dealer did 
not feel he could simply discharge 
him, so he put him to work con- 
tacting former service and sales 
customers who had begun taking 





wheel cylinder cups on 

MORE THAN 60% OF ALL 
"56~’57-’58 CARS NOW COME 
WITH EXPANDERS! 


a Series 


with expanders. 


For Profitable and — 
Safe Replacements! 


EAT SISREL Ie OMPOUND 


Yes, more than 60% of all the new cars from 1956 thru 1958 (includ. 
ing Cadillac and Imperial) now have wheel cylinders equipped with , 


expanders! 
To do alt jobs‘right, you SHOULD use EIS HRC* curs d with | 
rigs ee Els.‘ sie to uithstane 


eries Cups are spec 
the higher brake drum temperatures-calis . higher seenttoaee and 


© \.taSter stops. They're avai ‘in all sizes are included in all 
«EIS Wheel Cylin ell as E EIS s Repett-Kits, 4 
=) Ask Ash your r Sober about at 15 Cu Cups—Ribbed Cu s Piala Sa as well 
Cups! They’ re mo of course! 
4 4 WEW'SELLING AIDS AVATLABLE- 
| display cards as well as 


indow banners. They're yours for 
the asking! é 


ELS“AUTOMOTIVE CORP., Middletown; Conny 
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their business elsewhere. The man 
has been able to regain many cus- 
tomers who had left because of 
misunderstanding or dissatisfac- 
tion. 

Although the man was no longer 
valuable to the service department, 
the contacts and friendships made 
by him during his lifetime proved 
a valuable asset to the dealer, who 
reports his switch paid fine divi- 
dends. 

Besides added profits and cus- 
tomer good-will, the dividends in 
employe good-will are not to be 
overlooked, either. 


Chrysler Training Plan 
Celebrates Tenth Year 


| Praering Corp.’s Master Tech 
service training program—re- 
portedly the industry’s largest 
single continuous training project 
—celebrated its tenth anniversary 
last month. 

More than 225,000 mechanics and 
service technicians in the com- 
pany’s dealerships in the United 
States and in 74 foreign countries 
have received instruction and 
training under the program, while 
some 38,000 men currently are par- 
ticipating. 

Headquarters for the program is 
the Chrysler training center north 
of Detroit, where once a month an 
instruction kit covering a new 
service subject is mailed to par- 
ticipating dealers. Each kit, consist- 
ing of slide film and instructional 
recording, charts, meeting guide, 
reference books and questionnaire, 
is devoted to a different phase of 
automotive operation and mainte- 
nance. 

Study sessions are conducted by 
the dealer’s service manager or 
conference leader on a _ regular 
meeting day each month. A car or 
an actual part is used to demon- 
strate the steps depicted in slide 
film and recording. The class then 
reviews the reference books cover- 
ing the subject and a general dis- 
cussion period follows. 

Each man in the class performs 
the operations he has seen on the 
screen and which have been dem- 
onstrated by the conference lead- 
er. In conclusion, he answers ques- 
tionnaires covering the lesson and 
these are forwarded to Detroit for 
grading. 

The Master Tech program was 
established in 1947 to augment in- 
structional courses at training 
headquarters in Detroit. Other cen- 
ters are being established by the 
corporation in or near various cities 
throughout the country. 
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ROCHESTER REPAIR KITS 
TURN “PARTS TIME” LOSERS 
INTO PROFIT MAKERS! 


Wrap up your repair jobs in a jiffy . . . with Rochester Repair 
Kits. There’s no hunt and fumble for parts. Just pick the kit 
with the parts you want—and you've cleaned up another job 
with a neat profit. And keep your Parts Kits at your fingertips 
with a Rochester Parts Cabinet. This cabinet gives you inventory 
control at a glance, stops costly overstocking and tells you when 
and what to reorder. Get your genuine Rochester Parts today 
from your Rochester-UMS representative. And ask him about 
free carburetor training that helps you boost your earnings as a 
Rochester Specialist. Or write to: Service Dept.,United Motors Sys- 
tem Division, General Motors Corp., GM Bldg., Detroit 2, Mich. 


Meet Rochester's Big Three 


Complete parts kits with all parts and gaskets 
(flange included). Gasket kits with all the 
gaskets plus flange. And, flange gaskets in 
individual envelopes. 


ORIGINAL EQUIPMENT ON OVER 20,000,000 FINE CARS AND TRUCKS 


CHESTER CARBURETORS 


ROCHESTER PRODUCTS DIVISION OF GENERAL MOTORS, ROCHESTER, N. Y. 
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40 Southerners Become 
Rambler Dealers 


| pean Southerners were included 
in 91 new Rambler dealers 
added by American Motors Corp. 
in February, bringing to 175 the 
number signed in the first two 
months of this year and shoving 
the corporation nearer its goal of 
800 new dealers by the end of the 
year. 

New dealers are Good Motor Co., 
Rock Hill, S. C.; Al Hanken 
Rambler, Larned, Kan.; Schwartz 


Auto Sales, Nashville, Ga.; Fry 
Motors, Burnet, Texas; Nicholls 
Rambler, Columbia, Mo.; Gene 
Heim Rambler, Vandalia, Mo.; 
Mank Motors, Inc., Lee’s Summit, 
Mo.; Haynes Motor Co., Del Rio, 
Texas; Imported Cars of Ardmore, 
Inc., Ardmore, Okla.; Southern 
Rambler Sales, Inc., New Orleans, 
La.; Triangle Motors, Temple, 
Texas; Carroll Motors, Conway, 
Ss. C. 

Meyers & Datillo Motor Co., De 
Soto, Mo.; Union Tractor & Equip- 
ment Co., Inc., Monroe, La.; Col- 





Keol Kooshion 
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lege Motors, Inc., Murfreesboro, 
Tenn.; Hugh Critz Motor Co., Inc., 
Greenwood, Miss.; Isenberg Motor 
Co., Sevierville, Tenn.; Zellner 
Motors, Inc., Green Cove Springs, 
Fla.; Sid Pierce & Son, Palestine, 
Texas; Nix Motor Co., Lamesa, 
Texas; Mack Massey Motor Co., 
Denton, Texas; White Rambler 
Co., Ruston, La. 

Templeton Motor Co., Starkville, 
Miss.; Archer Motors, Houston, 
Texas; V. C. Davis Motor Co., 
Walters, Okla.; Dyer Motor Co., 
Inc., Dyer, Tenn.; Wharton Motor 
Co., Tahoka, Texas; Joe Grillo 
Motor Co., Rosenberg, Texas; Hel- 
wick Motor & Equipment Co., Ells- 
worth, Kan.; E. W. Poole Motor 
Co., Shamrock, Texas; Hayes Mo- 
tor Co., Brevard, N. C.; Commerce 
Implement & Tractor, Inc., Com- 
merce, Ga. 

Sage Motor Co., Inc., Farming- 
ton, N. M.; John Haddock Rambler, 
McAlester, Okla., Sewell Motor 
Co., Inc., Kennett, Mo.; Brewer 
Motor Co., Grenada, Miss.; Sa- 
waya Automotive Service, Ocala, 
Fla.; Cecil Tate Motors, Inc., Mal- 
vern, Ark.; Ernest H. Woods Co., 
Inc., Birmingham, Ala., and Beloit 
Motor Co., Inc., Beloit, Kan. 


AMA Asks President 
To Slash Taxes 


— the growing wave of 
support for tax reduction as an 
anti-recession measure, the Auto- 
mobile Manufacturers Association 
has issued a statement calling for 
immediate reduction in federal 
taxes, including repeal or sub- 
stantial reduction of automotive 
excise taxes. 

Dispatched by wire to President 
Eisenhower, congressional com- 
mittees and cabinet officers con- 
cerned with national taxation 
policy, the statement declared that 
the automotive industry normally 
creates one out of seven jobs in the 
nation and has been among the 
hardest hit in the present economic 
slow-down. 

Constructive action on excise 
taxes, it declared, will constitute 
an effective anti-recession measure 
as well as a basic tax reform. 

Stating that its members pro- 
duce more than 99% of the cars, 
trucks and buses made in America, 
the association asked that action be 
taken without delay and that it be 
made retroactive to prevent any 
slow-down in automotive retail 
sales while decisions are pending. 

President George Romney of 
American Motors is president of 
AMA. 
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great new 


RATCHET 


with New Bnilain’s POWERFUL 
12-TOOTH PAWL ENGAGEMENT! 


This new, revolutionary design is based on sound engi- 
neering principles proved not only in the laboratory, but 
ON-THE-JOB. The positive wedging action of the preci- 
sion 12-tooth pawl, engaging a 60-tooth gear is so rugged 
12-tooth pawl actually engages , Hi ‘Iv. ulls 
20% of the 60-tooth ratchet to that, ev en after a quarter million heavily-loaded test pulls, 
give the strongest locking action production models showed no measurable wear. And, the 
ever in the direction of force! — : “oe 
yet, disengages FAST for a free- exact fit of all components gives more even load distribu- 


ryt sess, 20 tion, regardless of resistance. 
Unit assembly simplifies mainte- 


nance. Complete ratchet renewal You'll like the smaller head and the short swing that speed 

kit permits easy, do-it-yourseif . a ; 

replacement—if ever required. up work in closest quarters. For example, the \,” drive 
Ratchet takes hold with less than an inch of motion at the 
handle. Plus, there’s a friction-free Teflon seal that keeps 
lubricant in and dirt out. Available in all popular drives 


from your Jobber. Call him TODAY! 


Light twist of the finger-tip fitted THE NEW BRITAIN MACHINE CO, HAND TOOLS 
switch quickly reverses ratchet. NEW BRITAIN, CONN. 
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) = SELigithe NEW MODEL 580 


en 


In 1958, sell FRIGETTE and you sell the FINEST under-dash 
auto air conditioner on the market! Your sales—and 
profits—will soar when word gets out about this great 

new Model 580 . . . the unit that gives powerful, high-speed 
cooling even in low-speed city driving! 


Reasons for the new industry-wide superiority of FRIGETTE 
Model 580 include greater air delivery (350 cfm 

through three rotating louvers) . . . powerful new York (A-210) 
compressor, with 10-cubic-inch displacement 

. «. More cooling surface, with 24 rows of bigger coil and 

72 square inches of fin face areal 


With its FrigiQUIK dial control, FRIGETTE 580 

permits fast, easy dialing of the exact degree of coolness 
preferred. Quieter than ever because of the rubber-shock 
mounted 4-blade fan, FRIGETTE for '58 will make a 

loud noise at the cash register all season long. 


Get ready NOW—mail the coupon 
TODAY for complete information! 


3 


FASTER, 
BETTER 
COOLING 
..in CITY 
DRIVING 


if 


on the 


Sf: 


Highway! 





FRIGIQUIP CORPORATION P.O. Box 7205 
Send me the full story on the new FRIGETTE 580! 
NAME 


Oklahoma City, Oklahoma 





FIRM 





ADDRESS 





CITY ZONE STATE 





1 AM —__AM NOT. 


Want more facts? Use Reader Service Card Page 105 


LISTED BY DUN & BRADSTREET. 





Mitchell Rambler, opened recently 
in Atlanta, Ga., by Thomas R. 
Mitchell, who also operates a 
Buick dealership there, has a four- 
car showroom, a 22-stall service 
department and a 50-car lot. 


Loyd B. Chappell 
Of SAJ Dies 


oypD B. Chappell of Loyd B. 

Chappell & Associates, advertis- 
ing representatives of SOUTHERN 
AUTOMOTIVE JOURNAL, died at his 
home in Beverly Hills, Calif., 
March 14 after a short illness. 

Commented William J. Rooke, 
chairman of the board of W.R.C. 
Smith Publishing Co.: 

“Loyd and his organization have 
represented SOUTHERN AUTOMO- 


Loyd B. Chappell 


TIVE JOURNAL and the other W. R. 
C. Smith publications on the West 
Coast since 1924. 

“He had a host of friends in ad- 
vertising and marketing circles 
who will be saddened by his pass- 
ing. 

“His conscientious and loyal ef- 
forts have been an important fac- 
tor in building an appreciation of 
Southern markets among manu- 
facturers and advertising agencies 
in the Western territory. He con- 
tributed substantially to the suc- 
cess and progress of the Smith 
publications. 

“For the more than 33 years that 
Loyd was our associate and friend 
we are profoundly grateful.” 


Jim Cope Leaves Chrysler 


James E. Cope, vice-president- 
corporate market planning of 
Chrysler Corp. and a former vice- 
president in charge of public rela- 
tions, has resigned to engage in 
other activities. Cope joined the 
corporation in 1944 and became a 
member of operations committee. 
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A good reputation is one of your most 
valuable business assets. And it depends 
to a large degree on the performance of 
the parts you handle. That’s why it pays 
you to sell a complete line of Thompson 
chassis and front end parts. 

Thompson parts have an envied repu- 
tation of their own—the original equip- 
ment line. Every well-known manufac- 
turer of cars, trucks, tractors and buses 
uses Thompson parts as original equip- 
ment. They know Thompson parts can 
be relied on to give outstanding service 
... to satisfy their customers. 

Do as the automotive manufacturers 
do. Buy Thompson chassis and front end 


o 


\\\ 
ah , 
, at wie’ ‘ 


parts. Their dependable performance 
protects your reputation, helps your 
business grow. 


Tp 


Thompson Products, Inc. 


CLEVELAND 3, OHIO 
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Used-Car Dealers Pick 
Chicago for Meeting 


HICAGO’s Edgewater Beach 

Hotel Nov. 16-18 will be the 
site and dates for the 12th annual 
convention of the National Inde- 
pendent Automobile Dealers As- 
sociation, Executive Vice-Presi- 
dent Val T. Jones announced last 
month. 

C. E. Pitts of Montgomery, Ala., 
president, said, “By convention 
time we will have added our 5,000 
members in ’58, and for a lot of 


these it will be their first conven- 
tion. For the veterans of this as- 
sociation we want it to be the 
best.” 

A gigantic driveaway of cars 
bought at auction is a feature for 
out-of-town members attending 
the convention, Pitts said. 


Chevrolet Will Build 
In Louisville, Ky. 
—~ for construction of a zone 


office and warehouse building 
in Louisville, Ky., to serve as a 





nn 1 O 


j t With The Newest! 
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altweight nylon separator 

design. Assures smoother, 
ie nd longer life. Laboratory 

gntrolled heat4reating, grinding and final 


available on request 





Honored as an outstanding Ford 
truck salesman was Harold D. 
Hughes (right), of Broad Street 
Motors, Inc., Falls Church, Va. His 
250 truck sales last year and 750 
over the past three years were 
made to individuals, and included 
no fleet purchases. Hughes is 
shown receiving a clock from 
William P. Bave, Ford Division 
Washington district sales manager. 


nerve center for operations in a 
tri-state area, have been an- 
nounced by Chevrolet Motor Divi- 
sion. 

Scheduled for completion late 
this year, the modernistic one- 
story structure will contain 79,000 
square feet of floor space. It will 
be used as the Louisville zone of- 
fice for Chevrolet and for a Gen- 
eral Motors Parts Division ware- 
house for 317 Chevrolet, Pontiac 
and Oldsmobile dealers in Ken- 
tucky, northern Tennessee and 
southern Indiana. 

Warehousing space will accom- 
modate approximately a million 
dollars worth of parts and acces- 
sories. 


GM Begins Expanding 
Technical Center 


XCAVATION has begun at Gen- 
eral Motors Technical Center 
near Detroit for additional shop 
and office space to be occupied by 
the engineering staff, according to 
Charles A. Chayne, vice-president 
in charge of the engineering staff. 
The structure, Chayne said, will 
extend southward from the engi- 
neering staff’s present shop build- 
ing and conform to the over-all 
architectural design of the center. 
He added that the additional space 
“is necessary to keep pace with 
our staff’s engineering develop- 
ment programs here at Technical 
Center.” 
Hundreds of research specialists 
are employed at the center. 
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Check the Score... 
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What a line-up of outstanding sales features! Only Harrison 










replacement cores can give you all of these outstanding 
advantages. ior cooling efficiency, there’s exclusive 
“Whirl-Cool” design. For structural strength, every Harrison 





core is 100 percent solder bonded. For dependability, every 
Harrison core is backed by almost a half century of cooling 
leadership—GM quality right to the core! And the Harrison line-up 
includes three surfaces—cellular, tube-and-center, fin-and-tube— 
to assure the right type of core for every application. It all adds up to 
the very best for your customers. Order Harrison replacement radiator 
cores from your United Motors System distributor or zone office. 


EA1P 


72 =f 
ge 
MADE TO ORDE 


HARRISON RADIATOR DIVISION «© GENERAL MOTORS CORPORATION «¢ LOCKPORT, NEW YORK 
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Give your customers ANSWERS | 


Tell the whole story... 


Let’s face it. ‘‘Engine trouble” also 
means ‘‘bearing trouble’’—almost 
always. Worn bearings cause other 
parts to function improperly and fail 
prematurely. Check the new Mon- 
mouth Bearing Service Chart . . . it 
will pinpoint trouble—confirm your 
own analysis—educate your cus- 
tomer—and help you sell the benefits 
of your complete engine service. 


Sell the complete job... 


The Monmouth Bearing Chart tells 
the story and sells the job. It backs 
up your own good judgment... 
builds confidence in your customer 
... explains and illustrates the causes 
of bearing failure—the effects—and 
the recommended remedies. 


Cleveland Graphite Bronze 


CLEV ITE SERVICE Division of Clevite Corporation | 
i *Th rds M ith. 
SrewenEne 3, ied S uibaaah iieaeere 
registered trade marks of 
Clevite Corporation 
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NOT ARGUMENTS! 


Fix it once and fix it right... 


“‘Re-ring jobs” and ‘“‘valve grind jobs”’ are only 
a part of what’s really needed. Bearing replace- 
ment is an essential part of the cure. The “SMBS” 


CHART is accurate—authentic—convincing and 


conclusive. Use it to lay out the job as it should 


be done. And Monmouth Bearing quality will 
enable you to guarantee your workmanship and 
customer satisfaction. Get in touch with your 
N.A.P.A. jobber. He has a chart for you... at 


no obligation on your part. 


Bo Bn sf 


© Monmouth 


Want more facts? Use Reader Service Card Page 105 SOUTHERN AUTOMOTIVE JOURNAL for Apri! 1958 





PACKARD ELECTRIC 
BATTERY CABLES 


are faster and easier to use 


Packard Leadalloy battery cables are original equipment on more cars, 
trucks and buses than all other makes combined. Use them for replace- 
ment, and you’ll save time and trouble, too. Available everywhere through 
the United Motors System. 


Application data on the carton saves time spent looking in catalog or on 
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¢ More Grip for Wrenches! Packard’s 
extra thick nut gides more wrench sur- 
face. A patented thread shield prevents 
lead from packing int bolt threads 
and makes it faster antweasier to 
tighten and remove. 


¢ More Spreading Leverage! AlNge- 
placement battery cable terminals must 
be spread to be removed from battery 
posts. Packard’s raised shouldeng pro- 
vide the most leverage for faster, e@wjer 
spreading. 


¢ Other Features include a patented 
compression Sgeve, oil coated contact 
surfaces, and a rtged protective ring 


pe 


J 


Sad 


Packard q Electric 


Warren, Ohio 


“Live Wire” division of General Motors 
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Chevrolet Dedicates 
Atlanta Depot 


Gennes dedicated its 285,000- 
square-foot major supply depot 
at Atlanta March 28. 

The 82-acre site on which the 
building stands was _ purchased 
from Buick - Oldsmobile - Pontiac 
Division, which operates an ad- 
jacent automobile assembly plant. 
The single-story structure includes 
255,000 square feet of warehousing 
area and 27,500 square feet of 
office space. 


The Chevrolet Atlanta zone sales 
office, headed by Manager T. L. 
Pritchett, also is housed in this fa- 
cility. The warehousing activity 
employs almost 300 persons, while 
the zone sales office employs more 
than 90. Anthony J. McGlone, sup- 
erintendent of parts material dis- 
tribution, manages the warehous- 
ing operations. 

The warehouse stocks more than 
24,000 different car and truck parts 
and accessories for distribution in 
the Southeast through smaller 
warehouses and retail dealerships. 





Dealers: Here's How 
To Shorten Summer 


Said Manager James A. 
Gorman of the Missouri Auto- 
mobile Dealers Association in 
a membership bulletin March 
24: 

“Last Friday, March 21, 
1958, officially ushered the 
season of spring into our lo- 
calities, ending (we hope) 
one of the longest, coldest, 
hardest and dreariest winters 


we have endured in these 
parts for some 25 years. 

“Now if you want to see a 
da— short summer, go to 
your favorite lending source 
and sign a 90-day note.” 














YOU NEED 


It serves three smaller zone parts 
warehouses at Birmingham, Ala., 
Charlotte, N. C., and Jacksonville, 
Fla., in addition to 675 Chevrolet 
car and truck dealers in North and 
South Carolina, Tennessee, Georgia 
Alabama and Florida, and about 
665 other General Motors dealers 
in those states. 


THE NADA USED CAR GUIDE 


—published in 8 regional editions so 
you have cuimplete information 
about conditions in your own 


Pontiac Performance Cops 
trading area 


Pure Oil Trophy 


ype Pure Oil safety and perform- 
ance trophy won by Pontiac for 
the best all-around passenger-car 
performance in NASCAR’s Day- 
tona Beach trials was presented 
last month to John Hine of Dallas, 
Texas, chairman of the Pontiac 
Dealers’ National Council. 

The presentation was made by 
John W. Dial, Southern regional 
marketing manager of Pure Oil Co., 
who commented: 

“This was a great win for Pontiac. 
In winning the trophy, Pontiac 
captured first place in the new 
traffic passing tests at 30 and 
50mph and won the flying mile 
event for its class.” 

Pontiac was third winner in 
three years of competition for the 
trophy. Chevrolet won in 1957 and 
Ford in 1956. 

New events were devised to 
measure car performance this year, 
Dial said. 


—published every 30 days, to 
give you the up-to-the-minute facts 
and figures you need in your 
business every day 


—gives you the average wholesale 
value, average retail value and 

(in most areas) the average loan, 
PLUS detailéd line drawings of 
most models, for quick visual 
identification of features 


and it’s still 


Only? S- per year 


Quantity prices 


Chicago Pneumatic Ups O'Brien 
on request 


T. F. O’Brien has been appointed 
Southern regional sales manager 
for the Chicago Pneumatic Tool 
Co. automotive division. He was 
formerly a salesman for that di- 
vision in the Boston Area. 


NATIONAL AUTOMOBILE DEALERS 
Useo Car Guipe Co. 


2000 K Street, N.W., Washington 6, D. C. 
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Big Southern Growth 
Cited by Detroiter 


—- TLANTA and the Great South- 
east have experienced tre- 
mendous growth in the past decade 
and we are certain that its phe- 
nomenal growth over the long term 
will continue.” 

That’s what a topflight manu- 
facturing executive from Detroit 
asserted March 28 at the dedica- 
tion ceremonies for Chevrolet’s 
new major supply depot on At- 
lanta’s north side. 

Declared Edward H. Kelly, gen- 
eral manufacturing manager for 
Chevrolet Division: 

“It was a good many years ago 
when I made my first trip to the 
Atlanta area. I was very much im- 
pressed then with the potential for 
growth in the Great Southeast. And 
on each succeeding trip here I have 
become even more convinced that 
this potential is being converted 
into reality at a pace which is truly 
amazing. 

“But even more important to 
those of us who come from other 
parts of the country to visit you is 
the fact that despite this tangible 
progress in this area in terms of 
housing, industrial plants, high- 
ways and the like, that potential for 
growth which I just mentioned 
keeps growing and growing.” 

He said also: 

“We of Chevrolet believe the 
greatest era of economic oppor- 
tunity this nation has yet expe- 
rienced will begin opening before 
us within the next five years. To 
be prepared for it, we must look 
and plan ahead with confidence. 

“I emphasize the word ‘confi- 
dence’ because there seems to have 
been a scarcity of it in recent 
months. As business and civic lead- 
ers you and I have obligations to 
look positively at our economy in 
its proper long-range perspective. 
We have a responsibility to think 
and act positively, to give confi- 
dence in thought and in action.” 

The parts warehouse-depot will 
serve Chevrolet dealers in several 
Southeastern states, as well as oth- 
er GM dealers in parts of that area. 


William Lee Moves Up 
With AC Division 


PPOINTMENT of William C. Lee 

to the new position of director 

of distribution and marketing for 

AC Spark Plug Division’s replace- 

ment sales has been announced by 

General Sales Manager E. H. Fran- 
cois. 

Succeeding Lee as eastern sales 
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manager was James W. Grimm, 
Philadelphia regional manager. Lee 
joined the AC sales department in 
1946, advancing to St. Louis zone 
manager in 1950 and to regional 
manager in Chicago about two 
years later. He was named eastern 
sales manager in 1957. 


Georgian Wins Prize 
In GM Contest 


B” S. Peebles of Decatur, Ga., 
was named winner of a Chev- 
rolet Bel Air sport sedan—a major 


prize in the $500,000 General Mo- 
tors Golden Milestone letter-writ- 
ing contest for employes—plus $820 
in cash to help pay taxes on the 
award. 

A labor standards analyst in the 
Fisher Body assembly plant in At- 
lanta, Peebles was one of the 45 top 
winners among almost 285,000 en- 
tries. His subject was “The Golden 
Milestone—What It Means to Me, 
My Family and My Community.” 

Peebles, who has been a GM em- 
ploye since 1944, estimated he 
spent 20 hours composing his letter. 











ACME 








No. 
, 509 











ACME 


SINCE 1915 


presents a COMPLETE line 
of TIRE GAUGES 


Eee RESESEESS OOS 


Write today for our complete new catalog 


A complete line of passenger, 
truck, tractor and service 
gauges. All with Nylon Bars. 
Accurate - Durable - Priced 
to sell. 


These gauges are easy to 
read. 


Tractor tire pencil gauge. Calli- 
ibrated 5 to 50 Ibs. in 1 Ib. units. 


Professional tire pencil gauge. 
Calibrated 5 to 50 Ibs. in 1 Ib. 
units. 


No. 520 


Truck tire pencil gauge. Calibrat- 
ed 20 to 120 Ibs. in 2 Ib. units. 


Chrome plated service gouge. 
Calibrated 10 to 120 Ibs. in 2 Ib. 
units. 





205 NEWMAN STREET © HACKENSACK, N. J. 





your solution te 





Relax with 


HOW GOOD ARE You ? 
What would YOU de ? 


vee if you were in a bathroom with the water 
running and the handle of the water faucet 
broken of f — the doov locked with Key on 
outside — ne windows — no way out / 
You ave standing on the edge of the tub 
and the water has veached youv head 27% Attach 
w letterhead or business card and mail 
to ACME. If you've right, we'll send you a “Genius Award” 


the ACME 











‘Problem Corner’ 
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HELPFUL 


BOOKLETS 
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On this and the following pages is an excellent selection of free 
Automotive literature. List numbers of those desired on the coupon 


and mail to SOUTHERN AUTOMOTIVE JOURNAL. 





10. MODEL NUMBER INTERCHANGE 
—Handy reference sheet with com- 
plete listing of all passenger cars by model 
number interchangeably with model name. 
Saves look-up time by including car model 
data not found elsewhere. Useful as a sup- 
plement to every automotive parts catalog. 
Kem Mfg. Co., 20-21 Wagaraw Rd., Fair 
Lawn, N. J. 


103 SAMPLES, BOOKLETS, AND CATA- 
LOG SHEETS—describing the DL 
Handi-Cleaner available on request. Banite 
Company, Banite Bldg., Buffalo, N. Y 


] VENTILATED CUSHIONS—Complete 

merchandising program on Kool Koosh- 
ions, including handsome wire display rack, 
full color catalog sheets, other advertising on 
complete Kool Kooshion line, Kool Kooshion 
Mfg. Co., Dyersburg, Tenn. 


105 WAGNER AIR BRAKE AND RO- 
TARY AIR COMPRESSOR BULLE- 
TIN—Discusses in detail straight air and 
air-over-hydraulic air braking systems. Con- 
tains an explanation of the operation of the 
Wagner Rotary Air Compressor complete 
with diagrams, cross section drawings, and 
photographs. Lists by catalog numbers com- 
ponent parts as well as field installation kits. 
Write for Catalog KU-201,, Wagner Electric 
Corporation, 6362 Plymouth Avenue, St. 
Louis 14, Missouri. 


] CAP MERCHANDISER—How to in- 

crease profits by use of radiator and 
gasoline cap Merchandiser. The space saving 
Merchandiser saves you time and money 
while increasing sales and profits. Ask for 
detailed information. Stant Mfg. Co., 1€20 
Columbia Ave., Connersville, Ind. 


10 TOOLS—‘‘Seven Step’’ booklet aids 

body repair man in modernizing his 
present repair equipment or shows him how 
to purchase equipment in various steps until 
a full set has been purchased. H. K. Porter, 
Inc., 74 Foley St., Somerville, Mass. 


10 1957 EDITION OF 12 VOLT ELEC- 
TRIC EQUIPMENT FOR PASSEN- 
GER CARS—Contains description of 12- 
volt automotive electrical equipment used on 
1957 model cars, giving special emphasis to 
the new external adjustment type distributor 
and the enclosed shift lever type cranking 
motor. Recommendations for periodic serv- 
icing, checking and adjusting of the charg- 
ing, starting and ignition systems are dis- 
cussed. Special section devoted to trouble 
shooting of 12-volt electrical equipment. 
Technical Literature Section, Deleo-Remy 
Div., Anderson, Ind. 


] AMMCO BRAKE SERVICE, ENGINE 
REPAIR. AND HONING TOOLS 
AND EQUIPMENT — Catalogs, describing 
the Ammco line of brake drum lathes, brake 
shoe grinders, brake drum micrometers, 
brake shoe setting gages. brake hones, brake 
bleeders, brake safety checking instruments, 
pin fitting honing machines. small bore 
hones, cylinder hones, cylinder surfacing 
hones, ridge reamers and torque wrenches. 
Ammco Tools, Inec., 2110 Commonwealth 
Ave., North Chicago, Tl. 
1] SELECTION GUIDE OF SPECIAL- 
IZED LUBRICATION TOOLS—Set 
up in chart form covering 19 makes of cars 
and 8 specialized tools. Especially helpful to 
inexperienced operator, making it practically 
impossible to select the wrong gun or acces- 
sory for any given operation. Also has chassis 
drawing pointing out every part named. Form 
No. 88-808. Alemite Div., Stewart Warner 
Corp., 1826 Diversey Parkway, Chicago 14, 
illinois. 


112 SOUND SLIDE FILM — entitled 
' = ‘‘Automotive Wheel Bearings’’ is the 
first in a Series of audio-visual aids designed 
to provide bearing salesmen, servicemen and 
replacement parts men with practical and 
useful information on various applications 
for ball, roller and engine bearings and on 
oil seals. Federal-Mogul Service, 11031 
Shoemaker Ave., Detroit 13, Mich. 
113 NEW BRAKES & TIPS ON TROU- 

BLE SHOOTING—A 24 page Grey- 
Rock booklet giving service information on 
brakes used on 1958 cars including the self 
adiusting brake used on Mercury and the new 
Edsel, and the total contact brake used on 
cars in the Chrysler Corporation line. Also 
includes trouble shooting information on 
brakes on all cars, including older models. 
Grey-Rock, Manheim, Pa. 


114 32 REASONS FOR OIL CONSUMP- 
: TION—An easy-to-use, indexed cor- 
rective manual listing 32 major oil consump- 
tion problems and remedies. Informative, il- 
lustrated, prepared by one of the top tech- 
nical staffs in this field. Write—Oil Con- 
sumption Booklet, American Hammered, 2001 
Sanford Street, Muskegon, Mich. 


1] TOOLS FOR AUTOMATIC TRANS- 

MISSION SERVICE—Tools and il- 
lustrated instructions for servicing Olds, 
Cadillac, Pontiac, Lincoln, Nash, Hudson, 
Kaiser, Frazer, Ford, Mercury and Chevrolet 
automatic transmissions are shown in a 
catalog supplement offered by Blackhawk 
Hand Tools, New Britain, Conn. 


1 17 AUTOMOTIVE ELECTRICAL EQUIP- 
MENT CATALOG NO. D-200 — Ap- 
plies to automobiles, trucks, trailers, farm 
and industrial equipment. New 64 page cata- 
log covers entire field of automotive switches, 
connectors, wiring accessories, etc. Voltace 
ratings are clearly specified in large type for 
all switches, and other units. Cole-Hersee 
Co., 20 Old Colony Ave., Boston 27, Mass. 


1 18 BRAKE SERVICE GUIDE—Complete 

instructions for inspecting, flushing 
and bleeding the brake system. Handy trou- 
ble check ehart. Write for Bulletin HU-411. 
Wagner Electrie Corp., 6400 Plymouth Ave., 
St. Lonis 14, Mo. 


1] RAMCO SERVICE MANUAL—5Mth 

edition. Illustrated. Gives complete 
data on piston ring installation—also hints 
on locating engine trouble—causes of oil 
loss—pitfalls of motor-overhauling and how 
to overcome. Ramsey Corp., 3698 Forest 
Park Blvd., St. Louis 8, Mo. 


12 SALES AIDS AND MERCHANDISER 

CATALOG, FORM D-227—Features a 
complete line of quality automotive electrical 
equipment mounted on effective ‘‘Business 
Getting’’ displays. This colorful 8 page cata- 
log covers the entire fielé of switches, con- 
nectors, voltage reducers, etc., for automotive 
truck, trailer, bus, marine, farm, earth-mover 
and industrial equipment. Cole-Hersee Co., 
20 Old Colony Ave., Boston 27, Mass. 


12 TIRE RETRUING — An illustrated 

bulletin about this newect extra 
profit service. Describes Bear ‘‘On-A-Car’’ 
Service which makes possible tire retruing 
right on-the-car. Explains method using most 
advanced truing principle. Bear Mfg. Co., 
Dept. SAJ, Rock Island, III. 


12 AERO-SEAL HOSE CLAMPS—An il- 
lustrated 4-page folder giving clamp 
ranges, mechanical information, engineering 
data, stock numbers, packaging, etc. Breeze 
Corps., Inc., 700 Liberty Ave., Union, N. J. 


124 GAS, OIL & BRAKE LINE HAND- 
_ BOOK No. 3016—Gives helpful in- 
formation on various types of tube fittings 
and how to recognize them, hints en replace- 
ment of flexible gas and oil lines and ‘‘how- 
to-do-it’’ information on cutting, flaring, 
double-flaring and bending of tubing. Impe- 
rial Brass Mfg. Co., 6300 W. Howard St., 
Chicago 31, Ill, 


12 STANDARD DUTY GENERATOR 
: REGULATORS—A l6-page 8%xl1l 
inch booklet covering the operation and main- 
tenance of Deleo-Remy regulators (62 pic- 
tures). Contains illustrations showing various 
steps of adjustment. Will help automotive 
electricians understand and service regula- 
tors. Delco-Remy Service Department, An- 
derson, Indiana. 


12 WALL CHART No. 10,148-E — Size 

8%” x 11%” illustrates and lists 
tube fittings, brass pipe fittings, drain cocks 
and shut-off valves used in automotive serv 
ice. Imperial Brass Mfg. Co., 6500 W. How- 
ard St., Chicago 31, Ill. 


12 HYDRAULIC BRAKE FLUID SERV- 

ICE — HOW TO CHECK, DRAIN, 
FLUSH, REFILL, BLEED — Easy reference 
book that contains helpful service instruc 
tions as well as detailed descriptions and 
illustrations of the latest methods and pro 
cedures for profitably servicing hydraulic 
braking systems. Send for Bulletin HU-17Hi 
Wagner Electric Corporation, 6362 Plymouth 
Avenue, St. Louis 14, Missouri. 


128 WALL CHART NO. 10,137-E—Size 
9” x 11%” shows application data 
on flexible gas and oil lines by car make, 
model and year. Imperial Brass Mfg. Co. 
6300 W. Howard St., Chicago 31, Il. 


129 TOOLS FOR FORDOMATIC AND 
MERCOMATIC TRANSMISSIONS — 
New 12 page catalog giving complete in 
structions with illustrations for all tools 
necessary to adjust and overhaul Fordomatic 
and Mercomatic transmissions New _ Britain 
Hand Tools, New Britain Machine Co., New 
Britain, Conn. 


VALVE CATALOG—A new 166 page 
13 catalog of valves, valve guides, valve 
seats, valve openings and other valve com 
ponents is offered by Rich Mfg. Corp Battle 
Creek, Mich. 


WALL CHART NO. 3034-B — Size 
131 8%” x 11%” gives application data 
on power steering lines by car make, model 
and year. Imperial Brass Mfg. Co., 6300 W. 
Howard St., Chicago 31, Ill 


CATALOG NO. 56 — Features more 
13 than 300 Champ-Items automotive 
replacement parts for all makes of cars. A 
handy service book. Champ-Items, Inc., 6190 
Maple Ave., St. Louis 14, Mo 


MOOG RINGLINER— Illustrated pis- 
13 ton ring catalog carries listings and 
product information on complete line of 
Moog cast iron, partial chrome and Chrome 
Plus lines. Moog Industries, Inc., 6650 Eas- 
ton Ave., St. Louis 14, Mo 


13 TUBING TOOLS NO. 3030—15 page 

booklet. Size 6%” x 3%”. Gives 
descriptive information, prices, etc., on com- 
plete line of Imperial cutting, flarting, bend- 
plete line of Imperial cutting, flaring, bend- 
Imperial Brass Mfg. Co., 6300 W. Howard 
St., Chicago 31, Tl. 


DELCO REMY ELECTRICAL SERV- 
137 ICE—A 20-page 8%x11-inch booklet 
covering essential steps in servicing the elec 
trical system on an automobile Profusely 
illustrated (84 pictures). A must for the 
automotive electrician. Delco-Remy Service 
Department, Anderson, Ind. 


PLUG CHEK—A colorful wall banner 
13 showing condition of spark plugs un- 
der various driving conditions. This service 
tools is designed to assist service men in 
diagnosing spark plug heat range problems. 
The Electric Auto-Lite Co., Toledo 1, Ohio. 


13 AIR COOLED ENGINE VALVES—A 
complete 8-page and cover catalog of 
valves for air-cooled engines and locks, first 
ofiered by any replacement valve manufac- 
turer. Lists replacement valves for ieading 
manufacturers of engines used for powering 
lawnmowers, garden tractors, mixers, con- 
veyors, pumps, combines, industrial encines, 
refrigeration units. Rich Mfg. Corp., Battle 
Creek, Mich. 
PRESSURIZED COOLING SYSTEM 
] —Servicing and maintenance of the 
pressurized cooling system is detailed in a 
booklet available for Stant Mfg. Co., 1620 
Columbia Ave., Connersville, Ind. 
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PRIMER-SURFACER 


PERFECT ADHESION 
HIGH IN SOLIDS 
EASY SANDING 
FAST DRY 


NEW money-saving drum 


WITH QUICK REMOVABLE HEAD 


NOW! for the FIRST TIME! 


...@ lacquer base surfacer in a drum that 
guarantees perfect dispersion of pigments 








Af \| and liquids in every drop used. 


\\ Jv 1, A dispersion paddle 
» mixes pigments and 
liquids to give perfect 


c t ef = wetting of every 
particle of pigment. 


tO 





SPECIAL INTRODUCTORY OFFER! 


Buy a full 144 drum of the finest primer-surfacer available — in 
the new style drum with the quick lever action. Removable head 


or ae for easy inspection. Empty drum has many uses in the shop 
and around the home. 


and get FREE! 


A double action removable A new brass faced 
1%” quick ac- 


agitator and crank. So well 
constructed that we guaran- tion dispensing 
tee it for years of service. faucet. 





Available in Red Oxide, 
light Gray and Dark Gray. 


2. Auger type paddle 
brings heavy pigment 
to the surface. 


SPHSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSESESESSSSHSSSESESESESESESESESESESESEEEEEEE 


THE ARCO COMPANY 


7301 Bessemer Avenue ¢* Cleveland 27, Ohio 
A Division Of 


AMERICAN-MARIETTA COMPANY 





PAINTS 
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14 MOOG STREAMLINER CATALOG— 
j Carries expleded views, detail illus- 
trations and listings of leaf springs, main 
leaves, spring parts, shackles, shock links, 
tie rod ends, drag links, king bolts, coil 
springs and other coil action parts for cars 
and trucks. Moog Industries, Inc., 6650 Eas- 
ton Ave., St. Louis 14, Mo. 


14 1958 MUFFLER CATALOG SUPPLE- 

MENT—Lists high efficiency muf- 
flers and dual exhaust equipment for each 
model of 1958 cars. Grand Automotive 
zener, 2055 N. Ruby St., Melrose Park, 


] RADIATOR SERVICING EQUIP- 
7 MENT—A new 48-page book ‘‘Blue- 
print For Profits'’ explains big profits serv- 
icing radiators, explains the Inland method, 
illustrates and describes Inland equipment, 
free factory training school, payment plan, 
etc. Inland Mfg. Co., 1108 Jackson St., 
Omaha 2, Nebraska. 


145 WHAT'S THE BIG DEAL IN TIRES 
—Informative color brochure tells tire 
dealers and service station owners how 3000 
tire dealers all over the country are making 
more money on tires than they ever thought 
possible! How by buying direct-from-factory 
with the strongest backing in the industry; 
written unconditional road hazard guarantees 
up to 36 months, plus lifetime warranty. Van- 
derbilt dealers make more friends and build 
solidly for future business with an on-the- 
spot, no-red-tape, honor system adjustment 
policy. Vanderbilt Tire & Rubber Corp., 404 
Fifth Ave., New York 18, N. Y. 


146 HAND CRIMPING TOOL— Descrip- 
q tive circular. Strips and also crimps 
Rajah terminals to ignition cable. The Rajah 


Co., 35 Verona Ave., Newark, N. J 


149 TIRE AND TUBE REPAIR MATE- 
RIALS are listed in this new 12-page 
catalog Gives the complete line offered and 
also the stock numbers, quantity in package 
and the shipping weight. Ace Rubber Oo., 
P. O. Box 6147, Dallas, Texas. 


] 52 MODEL 911 ROCKER ARM REFAC- 
ER—AIll technical data and operating 
procedures are contained in this bulletin. 
Also, advantage features of the Rocker Arm 
Resurfecer are clearly defined.— Storm.Vul- 
can, Inc., 2225 Burbank St., Dallas. Texas. 


154 BLUEPRINT FOR PROFIT — A 
booklet with case histories of dealers 
and shops who have increased profits servic- 
ing radiators. Information about necessary 
equipment, tools and supplies needed to set 
up.—Inland Mfg. Co., 1108 Jackson St 

Omaha 2, Neb. - 


155 Prrers, LUBRICATIONS © ‘ox 

4 RICATIONS & TBA 
ITEMS — 12-page illustrated booklet gives 
profitable tips on increasing your sales and 
making every customer a happy customer. 
Pullman Vacuum Cleaner Corp., 25 Buick St. 
Boston 15, Mass. s 


] 5 BONDO PLASTIC FIBERGLASS 

PASTE DIRECTION FOLDER — 8 
pages of easy-to-follow, how-to-do a better 
body repair job with this ‘‘miracle body 
filler that hardens like rock.’’ Easily, quick- 
ly and conveniently applied. Bondo perma- 
nently restores surfaces ‘‘like new’’ for au- 
tomotive, marine and industrial repairs of 
metals, wood, stone and concrete. Bondo 
Div., Jaycee Chemical Corp., 1104 Forest 
Road, Northford, Conn. 


159 CONNECTING ROD RECONDITION- 
y ING—Bulletin for automotive shops 
describing a new simplified method of grind- 
ing and honing connecting rod caps and 
bearing bores. It gives operation details and 
full information about the new model 125 
Rodmaster connecting rod grinding and hon- 
ing machine. The new machine tool fits in 
small space on a bench and is fast and ac- 
curate. Storm-Vulcan, Inc., 2225 Burbank 
St., Dallas, Texas. 


16 COMPLETE REBUILT LINE — A 

122-page catalog covering a complete 
line of top quality rebuilt products for au- 
tomotive and tractor units is now available 


104 


to both present and prospective users of the 
Kimeo line. For all information write Kimco 
Auto Products, 1520 Texas St., Memphis, 
Tenn, 


162 BONDO SERVICE BOOKLET—IL- 
LUSTRATED—Describes in complete 
detail application and uses of plastic-fibre- 
glass paste for the auto body repair—shew- 
ing different types of repair work and ad- 
vantages and how to save time on body 
work. Bondo Div., Jaycee Chemical Corp., 
Northford, Conn. 


16 TIRE TOOL CATALOG—Sheets show 
you the complete Ken Tool line giv- 
ing specifications for each. Includes expla- 
nation of how and where each tool should be 
used to most profitable advantage. Ken Tool 
Mfg. Co., 768 E. North St., Akron, Ohio. 


164 AIRTEX FUEL PUMPS—New and 
rebuilt fuel pumps. Catalog AX-70. 
Airtex Automotive Div., Inc., Fairfield, Ill. 


165 SPARK PLUG SERVICE & INSTAL- 
LATION MANUAL, FORM 7K—13- 
page booklet gives type, construction, size, 
heat range, and service procedure of spark 
plugs. Aiso deals with spark plug tools and 
special installations analyzes service condi- 
tions, gives hints for selling spark plugs, etc. 
Champion Spark Plug Co., Toledo, Ohio. 


] CYLINDER HEAD STOCK REMOV- 
AL CHART—A handy pocket size 

showing year and model of car, standard 

compression and the amount of cylinder head 

stock removal necessary to attain the in- 

creased ratio. Storm-Vulcan, Inc 

bank St., Dallas, Texas. 


16 CRANKSHAFT GRINDER MANUAL 

—aA colorful 8-page manual containing 
engineering, construction and operation de- 
tails of the new Storm-Vulcan model 15-A 
Crankshaft Grinder. It is well illustrated 
for easy understanding, and describes fully 
the special features and advantages of the 
new 15-A Crankshaft Grinder designed for 
fast production and precision. Storm-Vulcan, 
Inc., 2225 Burbank St., Dallas, Texas. 


16 YOUR ANSWER TO VAPOR LOCK 

—New technical bulletin deals with 
vapor lock and hot-motor restarts and ex- 
plains how Filt-O-Reg helps prevent these 
conditions and increase engine efficiency. 
Alondra Sales, Inc., 959 Crenshaw Blvd., Los 
Angeles 19, Calif. 


17 TO TRUE OR NOT TO TRUE—858- 

page illustrated booklet gives prac 
tical advantages of tire truing. Shows you 
how tire rounding increases tire mileage and 
how this can be a profitable business for 
you. Bee-Line Co., Davenport, Iowa. 


17 ILLUSTRATED CATALOG of test 

equipment for 6 and 12-volt Auto- 
motive Testing and Servicing. Allen Electric 
& Equipment Co., 2101 N. Pitcher St., Kala- 
mazoo, Mich. 


17 A-1919 FUEL PUMP SHOP MAN- 

VAL—Contains the operation, test- 
ing, repair, installation and removal of fuel 
and vacuum pumps. E. Jambor, AC Spark 
Plug Div., Flint 2, Mich. 


17 HYDRAULIC PARTS—Complete mas- 

ter catalog of the complete line of 
Eis hydraulic parts. Lists and illustrates the 
complete line of repair kits, hoses, stop-light 
switches, brake-master and wheel assemblies. 
Information complete up to 1957. Eis Auto- 
motive Corp., Middletown, Conn. 


17 OIL SEAL POSTER—Second in a 
series to help you better understand 
the value of oil seals and the need for re- 
placing with new seals. The colorful 9” by 
25” posters are done in cartoon strips for 
easier reading and have several illustrations 
showing importance of tight seals to good 
vehicle braking. Chicago Rawhide Mfg. Co., 
Service Sales Div., Elgin, ill. 
17 A-1920 SPARK PLUG SHOP MAN- 
UVUAL—Contains inspection, cleaning 
and installation procedures as well as spark 
plug heat range system. E. Jambor, AC Spark 
Plug Division, Flint 2, Mich. 
17 AXLE SHAFT GUIDE—Valuable 
free guide gives causes and preven- 
tions of axle shaft failures. The U. 8S. Axle 
Co., Inc., Pottstown, Pa. 


17 A-2356 SERVICE TIPS BOOKLET— 
On spark plug removal and installa- 
tion. E. Jambor, AC Spark Plug Div., Flint, 
2, Mich. 
17 A-2416 OIL FILTER INSTALLA- 
TION AND SERVICE MANUAL— 
A an AC Spark Plug Div., Flint 2, 
Mich. 


17 A-2446 CHART—(In full color). L- 

lustrating ‘‘What Your Spark Plugs 
Can Tell You About Your Engine.’’ — E. 
Jambor, AC Spark Plug Div., Flint 2, Mich. 


18 THE LAMSON NO. 56-A AUTOMO- 
TIVE CATALOG — Completely re- 
vised, illustrated reference book of fasteners 
used daily by automotive maintenance men 
including Plated Cap Screws and Nuts—Brass 
Nuts, Expansion Plugs, Assortments, Brake 
Lining Fasteners, Bumper Bolts, Tapping 
Screws, Flat and Lock Washers, Truck Wheel 
Studs, Stove Bolts, Cotter Pins and many 
other items. List prices, dimensions and car- 
ton quantities are given. Lamson & Sessions 
Co., 1971 W. 85th St., Cleveland 2, Ohio. 


] * WHEEL COVER CATALOG NO. 57— 
Covers complete line of wheel covers 

in sizes to fit 14”, 15” and 16” wheels. 

Namsco, Inc., 333 31st Ave., Bellwood, Ill. 


18 SERVICE ENGINEERING BRO- 

CHURE—A new brochure comprised 
of 14 Service Engineering articles covering 
oil consumption problems, ring problems, oil 
control problems peculiar to the modern high 
compression-high vacuum engines, piston and 
piston ring nomenclature and several ar- 
ticles on scuffed rings and how to avoid 
scuffing and scoring. Perfect Circle Corp., 
Hagerstown, Ind. 


18 FILTER CATALOG—Offers details 

on complete line of oil, air, fuel and 
cooling system filters. Lee Filter Corp., 43 
River Road, N. Arlington, N. J. 


18 BRAKE PRODUCTS—Booklet gives 

you 20 pages full information on how 
Raybestos products lick heat and wear prob- 
lems. Includes the steps in the Raybestos 
7-point brake check. Raybestos Div., Bridge- 
port 2, Conn. 


18 ELECTRICAL TUNE-UP TESTING 
D 


EQUIPMENT CATALOG NO. 100 
B—Gives full information on each testing 
equipment item in the entire Herbrand line. 
includes details on such items as Power 
Timing Lights, Compression Gauges, Neon 
Tube Timing Lights, Tachometers and oth- 
ers. Herbrand Div., Fremont, Ohio. 


2 GENERAL PAINTING INSTRUC- 
18 TIONS—Form 5723 covers finishing 
of passengers cars or commercial vehicles 
in lacquer or enamel finish. Gives full de 
tails for any surface including preparation 
of same. Ditzler Color Division, 8000 W. 
Chicago Avc., Detroit 4, Mich. 


19 VMC GENERATOR — New 12-page 

generator, starter, and armature spec- 
ification and application folder for passen- 
ger cars and trucks including 1957 models. 
The VMC System, Atlanta 18, Ga. 


19 DOPE SHEET—Tells how to get 

best results from Arco 45, fast air- 
dry enamel. Proper application methods are 
discussed to assure excellent product per- 
formance. The Arco Co., 7301 Bessemer Ave., 
Cleveland 27, Ohio. 


19 WIRE AND CABLE CATALOG—A 

condensel catalog of electric wire 
and cable, complete with specifications for 
all passenger cars. The Electric Auto-Lite 
Co., Toledo 1, Ohio. 


194 TWIN POST LIFT WHEEL ALIGN- 
MENT OUTFIT—lIllustrated 8-page 
catalog. shows how this equipment does not 
limit floor space, shows how anyone can do 
wheel alignment and points out fast reading 
advantages. Weaver Mfg. Oo., Springfield, 
Til 


1958 SALES ‘‘PORTFOLIO’’—Con- 
19 tains catalog sheets on YANKEE’S 
new ‘‘Duet Series’’ Mirrors, Boat Trailer 
Lamps and Water Ski Mirror, All Chrome 
Truck Mirrors, mirrors for foreign and 
sports cars and other service items. Kalama- 
zoo punched for filing. Yankee Metal Prod- 
ucts Corp., Norwalk, Conn. 


AIR COMPRESSOR CATALOG-— 
1 Twenty-page catalog gives detailed 
instructions on how to select a compressor. 
Also includes specifications and information 
on various types of compressors, components 
and accessories. Ask for Catalog No. 734-2. 
Weaver Mfg. Co., Springfield, Il. 


SPARK PLUGS — Condensed four- 
19 page specification folder for passen- 
ger cars. including 1956 models. The Electric 
Auto-Lite Co., Toledo 1, Ohio. 


198 SERVICE JACK CATALOG PAGE— 
Model WA-66, 1%-ton and 1%-ton 
service jacks are fully described. Light 
weight of these models makes them ideal for 
road service trucks and away from shop 
service. Includes complete specifications. 
Weaver Mfg. Co., Springfield, Til. 
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223 DEGREASING EQUIPMENT AND how the detector checks the completed over- 
CLEANING COMPOUNDS—Ful! in- haul and pre-lubricates moving parts before 
HELPFUL formation included in our catalog sheets for turning over the engine. Illustrates two sizes 
every automotive or industrial usage. Prac- with maintained oil pressure—one for cars, 
tical Mfg. Co., 2840 4th Ave. S., Minneap- one for larger truck engines. Federal-Mogul 


{ole} .4 a BS olis, Minn. Service, 11031 Shoemaker, Detroit 13, Mich. 
224 Sid GORDETIONING FOS, FOREREN 227 FUEL PUMP TROUBLE SHOOTING 


CARS—Pamphlet gives all specifica- - 
— Clearly describes and illustrates 

FREE ! tions , UF. - AS as hy ae A correct procedure for testing fuel and vacuum 
custom designed and fitted. Artic-Kar, 3922 pumps, and how to use properly a fuel pump 

Kalloch anny Dalian Sexes pressure gauge. Four page pamphlet also in- 

’ » oo , cludes complete fuel pump pressure specifi- 


‘“‘CAMEL COOLIE’’ VENTI- cations and car application data. Kem Mfg. 

] so. 2et SA AGETT 72008 200m 225 Tixen nine Geum nts Go. 20-31 Wagusee Ba. Fair Lowa, i. 2. 
Geer tne ee ae E a - . a color catalog page is now available. This 
ae a, a... = a erable. caeiad y an newest product is hailed by the industry as 23 
ficat ee Ce ee - nse a welcome addition to the Came] line. H. B. new 52-page catalog including com- 
ifications on construction, capacity and serv- Egan Mfg. Co., Muskogee, Okla. plete illustrations and descriptions of valve 
ice. Weaver Mfg. Co., Springfield, Ill. si ; face grinding machines, valve seat grinder 
2 FREE WHEEL LIFTS AND ROLL 22 OIL LEAK DETECTOR — Bulletin sets, electric screw drivers, impact wrenches, 

ON LIFTS CAT G PAGE ee shows how hooking up the bearing oil drills, bench and portable grinders, flexible 
pages gives Guncislens — soaiaer — ao leak detector reveals internal engine condi- shafts, saws, sanders, polishers, abrasive discs 
aeéiinins laiaetnatian Bry nas tan. on tions, uncovers main, rod or cam bearing and polishes. Also included are electric tools 
— cal a Ww vd out C Springfield wear, plugged oilways, starved bearings, be- for builders, farmers and home shops*»—Al- 
. products. eaver Mig. Co., Springneid, fore tearing down the engine. Also describes bertson & Co., Inc., Sioux City, Iowa. 


NEW SIOUX CATALOG NO. 56—A 





20 TWIN POST LIFT ADAPTER RE- 

QUIREMENTS — Gives definite in- 
structions on which adapter is needed for 
various passenger car models. Adapters de- 
scribed are required for all 1957 model cars. 
Weaver Mfg. Co., Springfield, Il. 


2 THE SERVICE STORY ON SHOCK 

ABSORBEERS—Handbook points out 
that one of every four cars on the road is in 
need of some kind of shock absorber service. 
It illustrates proper servicing procedures, in- 
cluding importance of periodic inspection of 
shock absorbers on air suspension cars. It is 
designed to simplify shock absorber installa- 
tions. United Motors Service Div., 3044 W. 
Grand Blvd., Detroit 2, Mich. 


20 1957 BRAKE SHOE CATALOG — 

With illustrations of brake shoes and 
their proper application, etc.—National Brake 
a Corp., 79 Madison Ave., New York 16, 


21 COLUMBUS SHOCK ABSORBERS— 
Complete catalog of Luxury-Ride and NO W IN TH ESE 
i i including type needed for 


Velvet-Ride lines, 


front and rear of each make, year and model 
car—plus numerical parts listing, installa- 
tion, bushings and washer information. Hecke- : 7 


thorn Mfg. & Supply Co., Dyersburg, Tenn. 


21 PEN AND PENCILS imprinted with 
your name, slogan, trademark or ad- oe 


vertisement. Excellent business builders. 


Write for the 32-page illustrated booklet 
which gives complete details, including prices, | 
on the Scripto line of products. Adgif Co., Lal . 


Div. of Scripto, Inc., P. O. Box 4847, At- 
lanta, Ga. 


21 THE WHYS AND HOWS OF VOLT- 

AGE REGULATORS — Explains in 
simple language, every detail of Voltage 
Regulators—how they work, why they are 
important, how to adjust and service them. 
In 16-page handy pocket size edition, with 
many working drawings to clarify and illus- 
trate the text. Standard Motor Products, 
Inc., 37-18 Northern Blvd., Long Island City 
1, N. Y. 














216 BEHIND THE SCENES” — Fact Each Kit contains VENTILATED, F 
Se on a yen wy —_ SET, HEAVY-DUTY CONTACT ae 

t t t they 

are needed. “BEHIND THE SOENES"’ dc. HEAVY-DUTY CONDENSER, /4 


scribes how long life, peak performance are DUTY ROTOR and FEELER 
: 


built into heavy duty ignition parts. Written 
in non-technical language. STANDARD MO- 


TOR PRODUCTS, Inc., 37-18 Northern Blvd., 
Long Island City 1, N.Y. . TUNGSTEN TUNE-UP KITS are packed 
2] ROUGH IDLING — CAUSE AND you need for fast selling and profi 
CORRECTION—4-page bulletin lists the greatest time-saver you ever saw 
pr eg a Bed 
rective re aken. neludes ex- . } 
—— of how and why gum forms in car- tells at a glance the car and year the "saan ry 
uretor and what steps are necessary to re- car application guide on back of each 
move gum deposits. Gumout Division, 2690 betically. Simple instructions in each Kit 
idsben Be. Cleveland 6, Obie. makes an expert out of a novice in no time at aM ns 
21 —— SLEEVE ASSEMBLY SETS— The TUN N TUNE-UP KIT f — 
New illustrated catalog describes re’s a GSTE! ‘or servicing practically 
profit features and technical advantages to- 
gether with specific set numbers and _ exact every vehicle on the road. Order at once! 
—— of oe MATCHED SETS a 
a popular makes of tractors and trucks. 
Basic Sleeve Associates, 2816 Cummeres S., MERCHANDISED THE WAY YOU LIKE IT — on litho- 
Dallas 26, Texas. — yp by by MS-1000 holds 17 
its—No, . = 
22] HYDRAULIC JACK REPAIR KITS FREE! oe ee a eae 
are explained in detail in a new illus- 
trated er = soe mp ogg ~ 
repair kits. For your free copy write Jack- 
oe y= sae N. Marianna Ave., Los Witte for Catala 
Angeles 32, Cait TUNGSTEN CONTACT MANUFACT 
URING CO 


‘‘WHAT PRICE QUALITY’’—Read 
222 igniti North Bergen, New Jersey 


how ignition parts should be made 
and why ‘‘WHAT PRICE QUALITY’’ tells 
the story of the making of quality ignition 
parts. Written in non-technical language. 
Sandard Motor Products, Inc., 37-18 North- 
ern Blvd., Long Island City 1, N. Y 
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2 RUBBER PRODUCTS — A con- 
densed catalog designed for parts 
reference work just released, It contains 
handy simplified identification and illustra- 
tions of floor mats, peda] pads, motor mounts, 
and rubber bushings. Doan Mfg. (Co.. 1725 
London Road, Cleveland 12, Ohio. 


26 OIL FILTER SELLING AIDS—wix- 
: O-Matic the guide to extra profits in 
oil filter service sales. A revolutionary mer- 
chandising concept featuring minimum, con- 
trolled inventory, guaranteed sales, perpetual 
stock control, Dial-O-Matic cartridge selector, 
cartridge installation charge guide, dealer 
franchise, plus choice of two eye-catchnig 
money making merchandisers — floor cabinet 
or wall rack. Ask for brochure giving com 
plete details. Wix Corp., Gastonia, N. OC. 


26 AUTOMOTIVE BEARINGS Catalog 

50-CB—a 68-page listing of connect- 
ing rods, cam shafts and main bearings for 
cars, trucks and tractor engines. Johnson 
renee Co., 540 8S. Mills Street, New Castle, 
a. 


3 ILLUSTRATED FOUR-PAGE COLOR 

FOLDER -—— Showing the operation 
and construction features of the new Storm- 
Vulean Turbo Blast, a parts and motor block 
cleaner, with handy _ specification table. 
Storm-Vulcan, Inc., 2225 Burbank St., Dallas 
9, Texas. 


30 KOTAFIN CRANKSHAFTS IN- 

CREASE BEARING LIFE — A new 
service booklet, ‘‘Stop Bearing Failures,’’ for 
the benefit of users of reconditioned crank- 
shafts. Booklet clearly shows the cause of 
most early bearing failures, and how the 
KOTAFIN process prevents them, also 


lengthens bearing life. Storm-Vulcan, Ince., 
2225 Burbank St., Dallas 9, Texas. 


31 WAGNER BRAKE PARTS CATALOG 

—A handy ONE-POINT reference to 
fast-moving brake parts and lining, covering 
popular models of cars and trucks. Catalog 
also lists complete stock of shoe exchange 
sets, as well as CoMaX bonded lining seg- 
ments available to those interested in bond- 
ing lining in their own shops. Wagner Elec- 
trie Corporation, 6362 Plymouth Ave., St. 
Louis 14, Missouri. 


31 BETTER IGNITION by Delco-Remy 

—16-page, 8%xll-inch booklet cov- 
ering theory, operation and maintenance of 
Delco-Remy ignition equipment. Contains 71 
illustrations. Will help automotive electri- 
cians understand and service ignition equip- 
ment, Deleo-Remy Service Department, An- 
derson, Ind. 


3] GRIZZLY BRAKE BONDING CATA- 

LOG—Describes equipment for con- 
ditioning shoes for bonding; power pressure 
gas heated automatic bonder; clamping de 
vices and gas and electric ovens for bonding. 
Complete listing of Saftibond segments and 
applications. Grizzly Mfg. Co., Paulding, Ohio. 


32 NEW DEALER CATALOG OF MO- 

TOR REBUILDING EQUIPMENT— 
Features the complete Storm-Vulcan jobber 
line of engine rebuilding machines. Attrac- 
tively printed in two colors, punched and 
slotted for inclusion in jobber salesman's 
catalogs. Storm-Vulcan, Inc., 2225 Burbank 
St., Dallas 9, Texas. 


32 BRAKE LINING - A new 18-page 

condensed catalog listing brake lining 
recommendations for all popular passenger 
cars, commercial cars, etc. Vehicles are listed 
by year and model. Recommendations are 
made both for riveted and for bonded lining. 
World Bestos Corp., P. O. Box 346, New 
Castle, Ind 


33 POWER AND MANUAL LUBRICA- 

TION IN THE FIELD is fully de- 
scribed in Lincoln Engineering Company's 
new catalog No. 75. Catalog contains all new- 
est types of grease guns, fittings and acces 
sories for fast, clean, economical lubrication 
of farm machinery. Lincoln Engineering Com- 
pany, 5708 Natural Bridge Ave., St. Louis 30, 
Missouri. 


33 NEW FILKO IGNITION PARTS 

CATALOG — Big 160-page catalog 
contains complete listings of all Filko Igni- 
tion Replacement Parts for practically every 
make and model of car, truck, bus and trac- 
tor. New simplified listings make the new 
Filko Catalog exceptionally easy to use. F & 
B Mfg. Co., 4248 W. Chicago Avenue, Ohi- 
eago 51, Ill. 


34 HYDRAULIC BRAKE WALL CHART 

— Spiral bound listing up-to-date 
parts information for passenger cars and 
trucks, including listings for master and 
wheel cylinder repair kits, stop light switches 
and brake hoses. Eis Automotive Corp., P. O. 
Box 701, Middletown, Conn. 


36 NEW ‘‘QUICK REFERENCE’’ GAS- 

KET CATALOG — Complete, easy-to- 
find listings of Fel-Pro Gaskets for practi- 
cally all makes and models of cars, trucks, 
tractors, buses, etc. New cataloging style 
makes gasket selection simple and easy. 
Write for your free copy today. Felt Prod- 
ucts Mfg. Co., 1508 Carroll Ave., Chicago 7, 
Illinois 


36 MOTOR LIFE EXTENSION — A 

Tune-Up Digest plus periodic service 
bulletins on Fuel Pump testing & mainte 
nance, Voltage Regulators and Ignition tune- 
up. Descriptive information on Fuel Pumps 
with the Lifetime Bunalon Diaphragm, Fuel 
Filters and Ignition Parts. Motor Life Exten 
sion Institute c/o Kem Mfg. Company, 20-21 
Wagaraw Rd., Fair Lawn, N. J. 


36 AUTOMOTIVE SAFETY LIGHTING 

DEVICES—A new automotive catalog 
illustrating reflectors, directional signals, tail 
lights, stop lights, armored clearance lamps 
and safety reflector flares—all heavy duty 
equipment, designed and built for commercial 
truck and bus use. Grote Mfg. Co., Bellevue, 
Kentucky. 


4] NEW AIR BRAKE MAINTENANCE 

BULLETINS — Series of bulletins, 
each devoted to a single unit. Fully illus 
trated with cross sectional, exploded and 
schematic drawings explaining every phase 
of the operation and maintenance. Wagner 
Electric Corp., 6400 Plymouth Ave., St. Louis 
14, Mo. 





PICTURE 
1) 
SMART 


MECHANIC a 


AUTOMATIC TRANSMISSION PARTS 


Tramco Industries Ine. 
125 WEST END AVE. * NEW YORK 23, N. Y. 


For further information use Handy Return Card, Page 171 





Sure | use Tramco parts! | look 
to Tramco for the exact engin- 
eering specifications so impor- 
tant for Automatic Transmission 
Repairs. The handy carton, 
labeled for easy identification, 
puts the necessary parts for 
any job at my fingertips. For 
safe, sure, fast repairs, it’s 
Tramco for me. 


Left: Mr. G. Clark "Sonny" Kelly II 
Right: Mr. Bill Hall, Pres. 
Bill's Automatic Transmission 
Repair Service 
1731 Maryland Ave. 
Baltimore 1, Md. 





Look To The 
BIG “’T”’ Line For 


® GASKET SETS 

e “QO” RINGS & KITS 
¢ BUSHINGS 

® SEALING RINGS 

® PISTON SEALS 

® HARD PARTS 


For All 
Automatic 
Transmissions 
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900—Pressure Gauge Set 


“AT-67-MB” set, designed to test 
oil pressures quickly and accurately 
on virtually all automatic transmis- 
sions, complete with two gauges, hose 
assemblies, quick coupler and 10 
adapters in metal box, has been an- 
nounced by Snap-on Tools Corp., 
8028.28th. Ave.,.Kenosha, -Wis. 

Small:gauge is calibrated from 0 to 
100psi, the range required for ac- 


curate throttle and governor pressure 
tests on many late-model vehicles 
with pressures too low for accurate 
readings on a larger gauge. The larger 
gauge is calibrated from 0 to 300psi 
for other required pressure tests. 
Both have large, easy-to-read dial 
faces and a hook mounted on the rear 
dial case for hanging in convenient 
location. The quick coupler permits 
interchange of adapters, 3 of which 
are made with ends to fit the coupler. 
The balance have various size threads 
to fit the connections of different 
transmissions and are used in combi- 
nation with the 3 adapters previously 
mentioned. A chart in the lid of box 
shows the various combinations used 
for different transmissions. 
Want more info? Use coupon on 
page 105 and you will get it! 


902—Electric Steam Cleaner 


A small, portable electric steam 
cleaner, which operates on a mini- 
mum of water and is designed for 
working conditions where it is im- 
-Tactical to use the larger cleaners, 
has been announced by Polaris In- 
dustries, Inc., Roseau, Minn. 

Unit operates on a “one-fill” basis, 
without water connections, and re- 
quires a 220-volt electrical connec- 
tion. One filling of boiler, with noth- 
ing further to adjust or regulate, re- 
portedly furnisnes steam for approxi- 
mately 4 hours of continual.use, or up 
to 2 days of intermittent use. A 
separate detergent tank is contained 
within“the cabinet and cleaning solu- 
tions are regulated and mixed with 
the steam at nozzle tip. After clean- 
ing operation, detergent supply can 
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NEW PRODUCTS 


AND CATALOGS 


be shut off and pure steam used for 
rinsing. 
Want more info? Use coupon on 
page 105 and you will get it! 


903—Glass Catalog 


Complete glass specifications for 
all American cars and trucks and 
most foreign cars, contained in its 
112-page “1958 Shat-R-Proof” glass 
parts catalog, featuring an _ inter- 
changeable parts section, a foreign 
glass parts section, a safety glass area 
calculator and a brief review of the 
three types of automotive glazing 
materials—laminated safety plate, 
laminated safety sheet and tempered 
glass—have been published by Shat- 
terproof Glass Corp., Automotive 
Distributor Division, 4815 Cabot Ave., 
Detroit 10, Mich. 

Want more info? Use coupon on 

page 105 and you will get it! 











ou the CH- 


LISLE CYLINDER HONE! 


Yes, right now any old cylinder hone 
is worth a full $10.00 trade-in allowance 
on the new Lisle CH-45. 

Or, you can get a $7.50 allowance on the 
Lisle CHJ small engine hone. 


Either one, they're both big values you'll want 
to get in on while this special offer lasts. 


CH-45—EXCLUSIVE ADVANTAGES 


@ 2-11/16 to 4%,” range. Expands to 2.6 to 10” 
with just 3 extra stone sets. 


@ Quick expansion plus micrometer feed assures 
accuracy and. speed. 


CHJ—This quality-built hone handles the growing foreign 
car market as well as other small engine cylinders: 
1% to 2.6” range. 





LISLE CORPORATION 


CLARINDA « IOWA 


CHECK WITH YOUR JOBBER TODAY! 


He'll tell you about the trade-in deal and why the 
Lisle CH-45 and CHJ are best for your needs. 


Want more facts? Use Reader Service Card Page 105 





904—Inflater, Extinguisher 


A product in a pressure can with 
hose assembly and convenient brack- 
et, said to inflate the average-sized 
tire from 0 to 22 lbs. in 6 seconds and 
to provide motorists with an effective 
fire extinguisher, has been announced 
by Liquid Glaze, Inc., 704 Sheridan 
St., Lansing, Mich. 

“Spaire” also is effective in elimi- 
nating fuel pump and fuel line vapor 
lock, as well as for “drying up” con- 
densation on spark plugs, distributor, 
wiring; etc., it was claimed. As a fire 
extinguisher, it is handy for cars or 
motor boats and may be used in home + 
or business, the manufacturer said. 

Want more info? Use coupon on 

page 105 and you will get it! 


905—Volkswagen Plug 


A 14mm spark plug with a special 
reach of .472” and a thread relief to 
make it suitable for use on Volks- 
Wwagens has been announced by 
Champion Spark Plug Co., 900 Upton 
Ave., Toledo 1, O. 

Manufactured with a fixed outside 
gasket designed to prevent possible 
loss at the time of installation, the 
“L-85” features a steel terminal stud 
which resists chafing of the German 
terminal connector, it was claimed. 
In addition to Volkswagen, it report- 
edly also gives excellent performance 
on the Borgward, BMW, Goliath, 
Lloyd and Porsche cars. 

Want more info? Use coupon on 

page 105 and you will get it! 


906—Block, Head Grinder 


A power-operated, “pushbutton” 
cylinder block head grinder, which 
reportedly easily and _ accurately 
grinds all popular in-line and Y- 
block V8s, including 1958 model OHV 
cylinder heads and manifolds, has 
been introduced by Lempco Products, 
Inc., Dunham Road, Bedford, O. 

Heads and blocks are properly and 
easily aligned during the fast setup 


} 
ae 


in the “roll-over” fixture, and dial in- 
dicated for exact stock removal, it 
was claimed. Absolute parallelism of 
block surface to main bearing bore is 
maintained on all engine blocks, ac- 
cording to the manufacturer. 

Want more info? Use coupon on 

page 105 and you will get it! 


907—Test Equipment Catalog 


An 8-page, full-color catalog illus- 
trating its complete line of motor an- 
alyzers, tune-up kits, power timing 


lights, starter current indicator, re- 
mote starter switch, battery cell test- 
ers, compression testers, vacuum-fuel 
pump testers, dwell-tach testers, 
A-V-O _ generator-regulator _ testers, 
exhaust gas testers and ignition-coil- 
condenser testers has been published 
by Harvey E. Hanson Co., Lake Blvd. 
at Commercial St., Paw Paw, Mich. 
Want more info? Use coupon on 
page 105 and you will get it! 


908—Dual Headlamp Kit 


Kits for up-dating °57 model 
Chevrolets and Fords with dual- 
headlamp styling, with a choice of 
exterior parts finish of either chrome 
or primed for painting to match the 
car, have been announced by C. M. 
Hall Lamp Co., 1035 E. Hancock St., 
Detroit 7, Mich. 

Each kit contains all necessary 
hardware, wiring with connectors at- 
tached and 2 pairs of dual-system 
bulbs. Only tool required for the con- 
version is a screwdriver and the job 
can be done in half an hour, it was 
claimed. Screws holding the original 
equipment and wiring connections 
are removed and the single-unit as- 
semblies lifted out. Dual-lamp hous- 
ing assemblies are then placed in the 
fender openings and fastened in place 
with screws, using existing holes in 
the fender. Completed installation is 
similar in appearance to the ’58- 
model headlamp styling and con- 
forms to SAE standards. 

Want more info? Use coupon on 

page 105 and you will get it! 





st CHOICE AMONG BODY REPAIRMEN 


because it can he 
“PICKED” 
because it can be ~~ ‘ 
“DINGED”’ 
because it can be 
“BUMPED” witnout cracking or toosening! 


PLASTIC FILLER .— 


PLUS snese additional advantages over other fillers: 


Much less dust from clean 4 


Non-toxic, contains no fibreglass. 


ADHERES like solder. Along 
with its solder-like 
workability, DC3 can be 
filed to contour in minutes 
after application 


Get Your Supply of DC-3 TODAY ——— 
from your Jobber or write to 


PLASTICS DIVISION 


DYNATRON CORP. 


587 New Park Ave., W. Hartford, Conn. 


Mixes thick or thin, as desired, 
regardless of hot or cold 
temperature. 


Hardening time controlled by 
premeasured catalyst. Requires 
no heat. Dries in minutes. 


sanding. 5 


No hardener waste or spilling 
(No messy tubes or bottles). 


3 Eliminates surface pin holes. 





Ask your Jobber for FREE DC3 Mixing Tray. 
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WITH SOUNMMASTEL 


Gee INSPECTION 


MUFFLERS 
INSTALLED 


You make more installations when you tell your 
customers you want their muffler business 


These brilliant, permanent three-color signs signal your 
customers that you're ready, willing and able to install 
the finest mufflers money can buy. Ask your N-A+P+A 
Jobber about this profit opportunity. 








“a /y 


you quiet the motor... 
keep the power... 
oTate Mm 4-1-) Mial-Malldieliil-le 


Soundmaster has everything your customer 
VF Yah e-toc (elalemini-Mmorelaleialel-eme|ell-)@-laleml-t-)¢lalem elelui-1m 


because it's ‘‘Corrosion-Ba/anced.”’ 


Everything you want—because it fits properly, 
installs easily, and is quickly available for any car— 


from your nearby N-A+P-+A Jobber 


De KOVEN MANUFACTURING COMPANY ~- RACINE, WIS 








909—Accessories Catalog 


An easy-to-use catalog illustrating 
and describing more than 400 of its 
automotive safety products for dealer 
use or resale, separated into 2 parts: 
4-page section “No. 350-C” which 
shows rear-view mirrors, truck and 
passenger lighting equipment, direc- 
tional signals and reflectors, and sec- 
tion “No. 111-C” which shows tube 
and tire patches, repair equipment 
and supplies, with products grouped 
by use and classification, has been 
published by J. W. Speaker Corp., 
a North Weil St., Milwaukee 12, 

is. 

Want more info? Use coupon on 

page 105 and you will get it! 


910—Car Mats 


A line of car mats featuring a 
unique star design molded into high- 
quality rubber, designed to furnish 
both beauty and practical protection 
to the interiors of modern automo- 
biles, has been introduced by The 
Gates Rubber Co., 999 S. Broadway, 
Denver 17, Colo. 

All areas exposed to excessive 
wear, such as the accelerator pedal 
heel rest and outside edges, are built 
up and reinforced to give added life, 
it was claimed. The framed edges also 
prevent dirt from spilling off onto 
the car floor. Owner can easily clean 
“Car Carpet” by sweeping it or hosing 
it off. Six colors—Matador Red, 





Caribbean Blue, Alpine White, 
Mountain Green, Sahara Tan and 
Driftwood Gray — reportedly will 
harmonize with every automobile in- 
terior. 
Want more info? Use coupon on 
page 105 and you will get it! 


911—Wheel Step 


Amazing fast-action removal of 
grease, grime, all stubborn soil, IN 
1/2 THE TIME. Easier, faster, 
without harsh abrasion. Tested and 
approved by millions. 


A wheel step of all-steel construc- 
tion to fit all tire sizes through the 
900s, to help mechanics get at tough, 
“under-the-hood” jobs, has been an- 
nounced by Bear Mfg. Co., 2016 Fifth 
Ave., Rock Island, Il. 

Placed over the tire, step puts me- 
chanic in position to install shims on 


SIWES 


TIME AND 
‘MONEY 


One-Shot DISPENSER 
CUTS COSTS 50% 


NO MUSS 
NO WASTE 


ORDER 
FROM 
YOUR 


JOBBER 
NO FUSS « 


Hexachlorophene and 
Lanolin fortified—pro- 
tects against Derma- 
titis, skin irritations. 











alignment jobs or get a wrench in 

hard-to-get-at spots under the hood. 

- “Swing arms” reportedly allow easy 

=") placement under any fender and lock 

CREME-TYPE in place when weight is added to the 

step. Locked “swing arms,” combined 

HAND CLEANER with strong teeth that grip treads 

firmly, prevent slipping and sliding 

and do not harm tire treads or mark 

sidewalls and wheel rims. 

Want more info? Use coupon on 
page 105 and you will get it! 


The ORIGINAL 
Double-Action 
Formula 


* 6- or 12-volt battery, has been intro- 


912—Elevating Tailgate 


“Weightlifter,” an elevating tail- 
gate said to fit any pickup, the elec- 
tro-hydraulic of which operates from 


duced by H. S. Watson Co., 1316 67th 
St., Emeryville 8, Calif. 

Lifting capacity is rated at 800 lbs., 
with 5-second lifting speed and selec- 
tive lowering. Of rugged construction, 
tailgate is said to be safe to operate. 
Load stops instantly if operator re- 
leases control lever. A manually- 
operated model is also available. 

Want more info? Use coupon on 

page 105 and you will get it! 


USE WITH OR 
WITHOUT WATER 


GOJER, INC., Box 991, AKRON, OHIO 
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THERMOID 
REDI-CURV HOSE 


goes over BIG... 


inal 


. .. because it is molded neoprene 
throughout —won’t rot, shred or 
crack, Steel spring reinforced to 
prevent collapse and withstand 
extreme vibration. Uniform 
lengths and extreme flexibility 
assure effortless fit. Minimum 
inventory provides maximum 
coverage . . . fast turnover . 
high profit. 


Other high quality Thermoid Products... 
Modernized to meet modern driving conditions. 


hermol 


Thermoid Company 











Hydraulic Brake Fluid and Parts Brake Lining and Bonded Shoes Trenton, N.J. 
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913—Tire-Changing Tool 


A one-piece tool, 35” long, to be 
used with center-post type tire 
changing machines (any make, any 
year) for improving mounting and 
demounting operations for both tube- 
less and conventional tires, 12” to 17” 
in diameter, has been introduced by 
Ken-Tool Mfg. Co., 768 E. North St., 
Akron, O. 

“Slik-Stik” is precision-forged from 
chrome-nickel alloy tool steel and is 
heat-treated for hardness to resist 
wear. Each end is specifically de- 
signed, one for mounting beads on the 
rim and the other for demounting. 
Tool is simple and easy to use, does 
not damage beads or sealing surfaces 


of tubeless tires and does not force or 
shear the tire bead over the rim 
flange, it was claimed, leaving deli- 
cate splash rubber on tire beads un- 
harmed. 
Want more info? Use coupon on 
page 105 and you will get it! 


914—Tube Cutter Set 


A tube cutter and flaring tool set, 
including one each “No. 161” tube 
cutter, one “No. 161-A” extra cutter 
wheel and one “No. 162” flaring tool 
with compressor attachment, has 
been announced by J. H. Williams & 
Co., 400 Vulcan St., Buffalo 7, N. Y. 

Packaged in a steel case, tools re- 
portedly are all that are necessary 





Its Brand New... 
TWO-TONE deluxe 


Color Keyed 


tw 


IDE 
t protector 


(White on 
Black 
| Ilustrated) 
| 


A) 
you 


Designed to meet the need 


for a high-quality protector mat to match 
expensive two-tone interiors in today's cars 


...5 two-tone color combinations to 


harmonize with any two-tone interior... 


Full door-to-door coverage protects expensive 


TWO-TONE 
COMBINATIONS: 
White on Red 
White on Blue 
White on Green 
White on Black 
Black on White 


Doan manuracturine 


Want more facts? Use Reader Service Card Page 105 


floor mats from dirt, mud, snow... 


1725 LONDON ROAD 
CLEVELAND 12, OHIO 





for quick, efficient cutting and flaring 
work on copper, brass and aluminum 
tubing in diameters of 3/16, %4, 5/16, 
%, 7/16, % and %”. Cutter will cut 
tubing from % to 1” diameter and has 
a razor edge to insure a clean cut. A 
permanently attached reamer turns 
to a 90° angle for the reaming opera- 
tion and is designed to set flush 
against the tool when not in use. 

Flaring tool consists of a drop- 
forged compressor that easily slides 
over the die block. A hardened float- 
ing cone gives an even, accurate flare 
and taper that will insure a tight 
joint, it was claimed. Tools may also 
be purchased individually. 

Want more info? Use coupon on 

page 105 and you will get it! 


915—Generator Tool 


A generator turner and under- 
cutter combination tool, ‘“Arma- 
Twins,” which is portable, light- 
weight, compact, easy to hang on 
wall, for use on automobile and truck 
generators, has been announced by 
Braintree Tool Co., Braintree, Mass. 

Hand-operated, tool is ready for in- 
stant work in any ordinary bench 
vise. Precision-designed to close tol- 
erances, it is said to exceed in ac- 
curacy and ease of use any tool yet 
developed for this purpose, cutting 
over-all generator turning and under- 
cutting time to less than 15 minutes. 
It eliminates pulley gear disassembly 
and has no belts to slip or break. A 
service station or garage mechanic, 
without being an expert, can learn to 
do a complete generator turning and 
undercutting job with the simple, 
easy-to-follow instruction sheet. 

Want more info? Use coupon on 

page 105 and you will get it! 


916—Transmission Lining 


An automatic transmission lining 
for 1958 automobiles, produced in a 
range of thicknesses from .040” to 
.125”, all of which may be grooved, 
has been introduced by Equipment 
Sales Division, Raybestos-Manhattan, 
Inc., Bridgeport 2, Conn. 

Said to be the thinnest woven as- 
bestos lining ever produced, the one- 
piece lining reportedly is quite flexi- 
ble, producing a combination of 
strength and flexibility which makes 
it easier to apply and bond to the 
metal band. The resin binder in the 
non-metallic, woven asbestos mate- 
rial provides high friction in oil, with 
uniformity of friction maintained 
throughout the life of the product. 

Want more info? Use coupon on 

page 105 and you will get it! 
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YOUR BiG PROFIT- WINNING 


COMBINATION! 


SE-1A Tune up Assortment 
SE-1 Tune up—Service Assortment 
SE-2 Dealer — Service Assortment 
SE-3 Complete Service—Stock Assortment 





for big, extra profits in SMALL EN GINE IGNITION 
... here’s your P ROFIT -WINNIN (5 COMBINATION | 


Filko’s “‘Master Plan” puts you in a big profit-winning position to cap- 

ture your full share of ready-made volume business . . . from the millions 

make more money— of power mowers, outboards, small engines of all types that need ignition 
save more time parts service this year! 


with complete stock ®@ The most complete fractional H.P. © Famous Crown Jewel craftsmanship 


assortments ignition parts line in the industry. that builds repeat business. 


at FULL automotive discounts ! © Full automotive discounts. ®@ Stock-displays to meet every small 


® Immediate delivery, no job hold-ups. engine ignition requirement. 


The season’s here ... write for complete Filko Master Plan details now! 


ilko (nsf fa $e 


F. & B. MFG. CO., 4248 W. Chicago Ave., Chicago 51, Ill. 
Warehouses in Los Angeles, Oakland, Miami, Fort Worth, 
New York, Boston, Atlanta, Cleveland, Lubbock, Little 
Rock, Philadelphia, Kansas City,Worcester, Mass., Seattle, 
Manchester, N. H., Bangor, Maine. 
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917—Liquid Car Wash 


A non-soap liquid car “wash for 
manual or mechanical application, 
in a 12-0z. can which reportedly gives 
15 washes, has been announced by 
The Bell Co., Inc., 411 N. Wolcott 
Ave., Chicago 22, Ill. 

Three capfuls of “Flare” give rich 
suds when tap or hose water is added 
to bucket or mechanical dispenser. 
Applied with sponge, towel, wash mitt 
or brush, it quickly removes bugs, 
grime, road soil, tree sap, mud, etc., 
rinsing off easily and drying itself 
without streaks, according to the 
company. It is said to be safe for all 
car finishes, glass and Plexiglass, as 


pensers, and may also be used as a 
windshield cleaner. 
Want more info? Use coupon on 
page 105 and you will get it! 


918—Fender-Mount Mirror 


“Duet,” de luxe fender-mount mir- 
rors that mount “over the bead” on 
all new cars and which fit fender con- 
tours of most, mounting on non- 
staining polyethylene gaskets with 
stainless steel screws, have been in- 
troduced by Yankee Metal Products 
Corp., 25 Grand St., Norwalk, Conn. 

The 356” x 5%” replaceable mirror 
head can be locked securely in place. 
Brass mirror head and die-cast visor 
and bases will not rust. A lead sul- 


well as all types of mechanical dis- 





users tint Swede 


Handiest and Speediest Stainless Steel Hose Clamps 


COLLARED SCREW HEAD 


Gives positive turning. 
Prevents screw driver slippage. 


DEEP-SLOTTED SCREW HEAD 


Speeds up installation. 
Does not limit size of screw driver. 


Hirsig-Brantley Co. 

Bruce T. Brantley, Gen. Mgr. 
American National Bank Bidg. 
Jacksonville 7, Florida 
21 Men Traveled—Kentucky, Tennessee, Alabama, 
Georgia, West Virginia, Virginia, North Carolina, 
‘en Carolina, Florida, Mississippi 


---loaded with PLUS FEATURES 


* Patented one-piece housing 
spot-welded to band ... fused for 
greater strength. 


* Housing recessed in band. . . as- 
sures uniform clamping pressure. 


* Patented contour serrations .. . 
guarantee efficient gear action. 


* Narrower, but heavier, band for 
greater flexibility and leakproof 
sealing. 


* Stainless steel band, housing with 
hardened cadmium-plated screw. 


* Clamp is detachable and ‘“‘re- 
attachable.” 


SuRE-TITE was designed and is 
made by Wittek, specialists in many 
types of hose clamps for over 30 
years . . . producing millions of 
clamps annually for automotive 
and aircraft manufacturers and 
other industries who demand and 
get superior engineering, design 
features, highest-quality materials, 
unequalled workmanship and un- 
paralleled performance for leak- 
proof hose connections. 


McClintock Sales, Inc. 


Sidney M. McClintock 
2631 Commerce Street 
Dallas, Texas 


4 Men Traveled — Texas, Oklahoma, 
Arkansas, Louisiana 


WITTEK MANUFACTURING CO. © 4341 W. 24th Place © Chicago 23, Illinois 
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phide coating protects glass from dis- 
coloration. Entire mirror is chrome- 
finished. 
Want more info? Use coupon on 
page 105 and you will get it! 


919—Fuel Systems Catalog 


Its 1958 electrical and fuel systems 
catalog, which provides a ready 
reference for all popular parts for 
distributors, generators, starting mo- 
tors, carburetors, fuel pumps, fuel 
gauges and fuel lines for passenger 
cars and light truck and includes an 
illustrated section to aid in identify- 
ing parts listed, as well as a complete 
price list, has been published by 
Automotive Electric Association, 
16223 Meyers, Detroit 35, Mich. 

Want more info? Use coupon on 

page 105 and you will get it! 


920—Gasket Assortment 


An exhaust pipe flange gasket as- 
sortment, “No. 8602,” has been an- 
nounced by McCord Corp., 2587 E. 
Grand Blvd., Detroit 11, Mich. 


Assortment contains 16 of the most 
popular exhaust pipe flange gasket 
numbers, a total of 85 gaskets, fitting 
most popular cars. 

Want more info? Use coupon on 

page 105 and you will get it! 


921—Brake Catalog 


A 96-page catalog, covering its com- 
plete line of hydraulic brake parts, 
cylinders, kits, hoses, switches and 
fluid with information on master and 
wheel cylinder assemblies, repair kits 
and hoses and an application section 
including wheel cylinder cup specifi- 
cations, plus new parts numbering 
system and cross-reference sections, 
has been published by Lisle Corp., 
Brake Division, 807 Main St., Clarin- 
da, Iowa. 

Want more info? Use coupon on 

page 105 and you will get it! 
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LOOKS LIKE ORIGINAL EQUIPMENT . . . cools far better! 











Here’s why this air conditioner pays 


PROFITS from coast to coast 


New clear through! Long low evaporator case tucks easily under new 
low dash boards — looks built in. New, positive, wide range, tempera- 
ture control. New illuminated Monitor Beacon temperature indicator. 
New air control with six louvered outlets. New, quiet, twin squirrel cage 
blowers. 

Priced for profit. Pricing, packaging, warranty allowances all are de- 
signed to give distributors and dealers a proper profit with a minimum 
investment. 

Engineered to eliminate trouble spots. The clutch is used only to 
start or stop the unit, not to regulate temperature. The exclusive Selectrol 
system controls temperature by metering the Freon flow. Thus the jar- 
ring, off-and-on action of a cycling clutch—the source of much wear and 





Standard Dash Model. A price leader with a profit! service trouble — is eliminated. 
An excellent dash model comparable to other makes National sales acid service. Factory trained service men coast to coast, 
in every way except in its low price. over 500 distributors and service centers. 
National advertising. Now in the third year of coast to coast outdoor 
Se eee ae ee ee cinemas poster showings. And the big new medium planned for this year: six 


segments of MONITOR each summer week end over the nationwide 
NBC radio network. Plus free aids, co-op help on local advertising. 


Trunk Model. You get a shot at all the business. Mark 
IV's complete line and long list of adaptor kits gives 
Mark IV distributors business that others can't even MARK IV DIVISION 
try for. 


JOHN E. MITCHELL COMPANY 


3800 Commerce Dallas, Texas 
Manufactinend of Ane Vachineny fer Nore Than Habla Couiliiny 














Type of business 





JOHN E. MITCHELL CO., 3800 Commerce St., Dallas, Texas l 
I'd like information about a Mark IV distributorship or l 
dealership ; 
Name an . — r 
Company Name Sil i AES 1 
City wom eae | 
| 
I 
I 


We are[] are not[] rated in Dun & Bradstreet. 
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922—Socket Assembly 


An adaptable indexing bayonet- 
base, double-contact, snap-fit socket 
for directional signal and other con- 
versions or applications has been an- 
nounced by Cole-Hersee Co., 20 Old 
Colony Ave., Boston 27, Mass. 

Spring clips on the “#2806 D.C.” 
socket snap into a panel or plate hole 
ranging from %” to 14%” in diameter 
and up to 1/16” thick. It is supplied 
completely assembled with 2 12” 
lengths of 16-gauge wire leads 
skinned and ready to make desired 
connections. Socket is designed to re- 
ceive indexing lamps #1154 and 
# 1606 for 6-volt use and #1016 and 
#1034 for 12-volt use, among others, 


as various plugs to fulfill all neces- 
sary requirements of double filament 
lamp iliumination for stop, tail and 
directional signal conversions on any 
type vehicle. The “#2670” is identi- 
cal, except that it has no indexing 
provisions, and will receive standard 
bayonet base lamps for 6- and 12- 
volt systems, and many plugs. 

Want more info? Use coupon on 

page 105 and you will get it! 


923—Key Cutter 


“Dial-A-Code” key cutter that 
makes keys for 99% of all vehicles on 
the road, requiring only the serial 
number of the original key, has been 
announced by Curtis Industries, Inc., 





LAMSON & SESSIONS’ 
BOLD NEW BOXES 


Speed Shipping + Reduce Mistakes +» Save Time and Money 


It’s BIG .. . it’s BOLD and it’s 
the best looking fastener package 
going to the automotive market. 

‘hat does this mean to you? It 
means you can fill orders or choose 
the fasteners you need in a jiffy. 
Plainly visible in dimly-lighted 
stockrooms, no climbing to top 
shelves to read the labels and 
fewer mistakes. 


Lamson labels are printed right 
on the carton, so they can’t come 
off or get that messy, “dog-eared” 
look. 

Yes, the new Lamson & Sessions’ 
labels are a great help to jobbers 
and dealers who carry replace- 
ment fasteners in stock. It’s 
another extra Lamson customer 
service ... at no extra cost. 


The LAMSON & SESSIONS Co. 


5000 TIEDEMAN ROAD, CLEVELAND 9, OHIO ¢ PLANTS AT CLEVELAND AND KENT, OHIO + CHICAGO « BIRMINGHAM 








PEPE GE/O SS 
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1130 East 222nd St., Cleveland 17, O. 
To set, match color code on the key 
carriage to the same color on the dial 
and a key can be cut for almost any 
car or truck (including foreign 
makes) in 60 seconds, the manufac- 
turer said. Machine will cut keys for 
ignition, door, glove compartment, 
trunk, gas cap, hood and tire locks. 
Want more info? Use coupon on 
page 105 and you will get it! 


924—Crankshaft Regrinder 


Crankshaft regrinder with “Feath- 
ertouch,” which reportedly takes 
work, the time and cost out of crank- 
shaft balancing during rod journal 
grinding operation, has been an- 
nounced by Lempco Products, Inc., 
Dunham Road, Bedford, O. 

A few turns of control balances 
shaft ready to grind, it was claimed. 


“Pushbutton” balancer is said to be 
extremely accurate, cutting setup 
time to seconds. 
Want more info? Use coupon on 
page 105 and you wiil get it! 


925—Tire Repair Equipment 


Three items to supplement its line 
of tire repair materials, including a 
vulcanizing tire plug, a “do-it-your- 
self” tubeless tire repair kit and a 
chemical for removing silicon or mold 
release material from inner liner of 
tubeless tires, have been announced 
by Kex Products, Inc., 7259 Lands- 
downe, St. Louis 19, Mo. 

“Du-All” tire plug, designed for 
small injuries, is 5/32” in diameter 
with head size proportionally smaller. 
“Vulca-Cord” kit enables individual 
motorists to effect a permanent, on- 
the-wheel repair in 15 seconds, it was 
claimed. Package contains 4 repairs 
and an inserting needle. “Rub-R- 
Flux” may also be used on tubes and 
leaves a roughened surface which re- 
quires no buffing, the manufacturer 
said. 

Want more info? Use coupon on 

page 105 and you will get it! 


926—Brake Shoe Springs 


A complete line of packaged heavy- 
duty brake shoe return springs for 
all Bendix-type brakes has been in- 
troduced by Lee Mfg. Co., 1218 Santa 
Monica Blvd., Santa Monica, Calif. 

Want more info? Use coupon on 

page 105 and you will get it! 


927—Bearing Chart 


A comprehensive wall chart de- 
signed for use in automotive repair 
shops and covering all causes, effects 
and cures of engine bearing failures, 
illustrated and furnishing over-all 
diagnoses of engine troubles, has been 
published by Clevite Service, Inc., 
6545 Carnegie Drive, Cleveland 3, O. 

Want more info? Use coupon on 

page 105 and you will get it! 
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Now, make your lubritorium a Golden Invitation to new sales 


with LINCOLN Ldn Slard 


od = Come 01 =) 1 4 4 


Gd gine ml 


to merchandise your 


modern lube service! 





AIR-OPERATED 
AUTOMATIC RETRACTING 


The best dealers choose 
the Golden Standard 


styling ... dramatic functional styling attracts 
customer attention, inspires confidence in your 
service ... makes your lube room a Golden Invi- 
tation to new sales. 


efficiency . . . exclusive air-power actuation and 
smooth, uniform retraction help men do faster, 
neater, better work. 


dependability . . . maintenance is the lowest . . . 
installation is simplicity itself. 

Call your Lincoln Sales and Service Wholesaler. 
He'll be happy to advise and assist you in plan- 
ning all your lubritorium requirements. No obliga- 
tion, of course. 


Lead with Linco/n 


“Trade Nome Registered 


a 
Linco!n LINCOLN ENGINEERING COMPANY ¢ Division of The McNeil Machine & Engineering Co 


5708 Natural Bridge Avenue, St. Louis 20, Missouri 
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928—Combination Lamps 


_Combination stop, tail and turn- 
signal lamps, with 4” bull’s-eye and 
concentric circle lens, said to give full 
lighting protection regardless of the 
weather, have been introduced by 
Grote Mfg. Co., Inc., Lafayette & 
Grandview, Bellevue, Ky. 

Lamp body is 3 15/16” in diameter, 
of heavy-gauge, rust-resisting steel 
finished in baked enamel. Stainless 
steel lens door is 43%” in diameter and 
single-screw fastening permits easy 
bulb replacement. Lens gasket is 
sealed against the rim flange of lamp 
body for protection against dust and 
moisture. Lamp is provided with 6” 
double contact pigtail with rubber 


socket plug and is available with or 
without license illuminating lens in 
stud- or flush-mounted unit. 
Want more info? Use coupon on 
page 105 and you will get it! 


929—Wheel Packers 


Wheel bearing packers in 3 models 
designed for portability and versati- 
lity have been announced by Lincoln 
Engineering Co., Automotive Divi- 
sion, 5708 Natural Bridge Ave., St. 
Louis 20, Mo. 

Recommended for original 120-Ib. 
refinery drums, “Model 842” is 
mounted on a 2-wheel dolly truck and 
comes with an adjustable, rust- 
proofed drum cover which fits drums 





pace 


ee 


FREE 
CATALOG 
All the K-D Tools 
described, _illus- 
trated in 32-page 
book. Write. 


K-D TOOLS 


K-D MFG. co., LANCASTER, PA, 





jovs 


383 Valve Spring Compressor. 
Handles easy, fast in use on 
late model valve-in-heads be- 
cause Operating Handle is 
on back of frame. Services 
GM-Ford-Chrysler built. Also 
many L-heads if manifolds 
removed. 





175 UNIVERSAL Cylinder Head Holder. Low 
price, holds all sizes, rotates heads in any 
position for servicing. Big value! 











--- Do You have the K-D BATTERY HANDLER in your Shop? 
Handles all sizes, 6 and 12 volt, passenger... 
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up to 15” in diameter. “Model 843” 
has convenient carrying handle and 
2 grease gun brackets, Packer and 
pump assembly can be removed as a 
single unit and the all-steel contain- 
er is ready to be refilled with up to 
30 lbs. of lubricant, Both models are 
equipped with packer and pump as- 
sembly. 

“Model 816” services roller or ball- 
type wheel bearings on passenger 
cars and light trucks and can be 
mounted on a wall or workbench. 
Bearings can be flushed and packed 
by contacting fitting in packer head 
with control valve from chassis ceil- 
ing reel, power gun or by high- 
pressured hand gun. 

Want more info? Use coupon on 

page 105 and you will get it! 


930—Front Wheel Tool 


A “precision adjustment” tool 
which simplifies front wheel ball 
bearing adjustment has been an- 
nounced by United Motors Service 
Division, General Motors Corp., Gen- 
eral Motors Bldg., Detroit 2, Mich. 

Tool “measures tightness” and re- 
cords the measurement on a gauge 
embossed on the tool itself. In re- 
placing front wheel ball bearings to 
precision tolerances, spin wheel and 
tighten the nut to mark number one 
on the tool. Then stop the wheel, back 
off the nut to the zero mark and, 
finally (if the holes are aligned), in- 
sert cotter key. If holes are not 
aligned, back off the nut to no more 
than the next slot. 

Want more info? Use coupon on 

page 105 and you will get it! 


931—Seat, Fender Protectors 


Seat and fender protectors for use 
in garages, service stations and auto- 
mobile agencies have been announced 
by Plastisol Products Co., Inc., 1802 
South Main St., Los Angeles, Calif. 

Fender. protectors are constructed 
with heavy-gauge vinyl plastic tops 
permanently laminated to a plastic 
foam backing. They are grease- and 
oil-resistant, water- and stain-proof 
and are easily cleaned, providing 
comfortable working surfaces for 
mechanics. They are lightweight and 
cling well to the fender, according to 
the manufacturer. Seat protector is a 
large sheet (48” x 60”) of heavy- 
gauge vinyl plastic in a silver-gray 
color. 

Want more info? Use coupon on 

page 105 and you will get it! 
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Five years of grueling road tests, over mountain roads, in desert heat and in city traffic . . . five years of continuous 
research in Chrysler laboratories . . . these stand behind this news announcement of major importance. 


BRAKE FLUID 


/mproved Heavy Duty “/ 


a fad Eager 


SAFETY 


announcing: nearly 100° of extra protection 
with new MoPar “Hi-Temp” Brake Fluid BRAKE BUSINESS IS PROFITABLE BUSINESS! 


Don’t forget that a lot of your customers are ready 
for MoPar Cyclebond Brake Linings, MoPar Brake 
Heavy-Duty Hose, Cyclebond Exchange Brake Shoe and Lining 
Sets. All are products your customers trust. All are 
official, authentic Chrysler Corporation products. 


, 


Today’s new MoPar “‘Hi-Temp’ 
Brake Fluid stands up to heat nearly 100° higher 
than present specifications established by the So- 
ciety of Automotive Engineers. 

Your customers will appreciate knowing about 
this major “difference in degree,”’ since the friction 
heat of braking can raise brake fluid to the boil- 
ing point—and bubbles in the lines can cause 
brake fading and failure. 

Order this entirely new kind of brake fluid PARTS & ACCESSORIES. 
from your MoPar wholesaler salesman or your 


Plymouth, Dodge, De Soto, Chrysler or Imperial i 
MoPar Division, Chrysler Motors Corporation 


dealer now. Detroit 31, Michigan 
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SPECIAL 


DISPENSER 


Dlur 3 


MAC’S 
WATERLESS 
HAND CLEANER 


Cut your hand cleaner bill 60%! 
This beautiful copper-finish alumi- 
num dispenser measures exact 
amount of Mac’s Waterless Hand 
Cleaner needed... usually one 
shot. (Two are plenty for the 
grimiest hands!) Dispenser is 
quickly loaded, self-priming, sturdy, 
dependable, holds over 3 Ibs. And 
you'll like Mac’s Waterless Hand 
Cleaner. Contains special solvents 
that clean gently but thoroughly 
. +. plus soothing lanolin. 


Rush order today, 
offer is limited! 


SUPER GLOSS 
COMPANY, INC. 


Los Angeles 42, Calif. 
Cincinnati 26, Ohio 


MADE BY THE MAKERS OF MAC’S IT 


DON’T WAX IT, 
MAC’S IT! 
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932—Rod Grinder 


“Rod Master,” designed to perform 
the two primary operations in recon- 
ditioning the journal end of connect- 
ing rods—cap grinding and honing the 
journal bore to precision limits with- 
out taper or out-of-roundness—has 
been introduced by Cedar Rapids En- 
gineering Co., 902 17th St., N. E., Ce- 
dar Rapids, Iowa. 

_Device incorporates a patented com- 
bination checking and facing gauge 
which reportedly makes cap grinding 
simple and accurate. A 5” cup type 
grinding wheel provides fast cutting 
action and no special tools are re- 
quired for wheel dressing. “Rod 
Master” reconditions small or large 
rods with equal ease and features a 
hone employing expanding steel 
blades and abrasive cloth, which pro- 
vide fast, accurate and economical 
operation, it was claimed. 

Want more info? Use coupon on 

page 105 and you will get it! 


933—Air Conditioners 


Air-conditioning units for passen- 
ger cars, station wagons, convertibles 
and most foreign cars, including MG 
“A”, Renault and Volkswagen, have 
been announced by Artic-Kar, Capitol 
Refrigeration Co., 3922 Kalloch Dr., 
Dallas, Texas. 

Under-dash, under-hood and trunk 
models feature automatic tempera- 
ture control and electric clutch, 
smooth operation and immediate cool- 
ing, it was claimed. A refrigerator 
unit makes ice cubes and refrigerates 
drinks. Custom-designed models for 
foreign cars reportedly cool instantly, 
dehumidify and demist with no 
drafts, offer fingertip control of air 
volume and magnetic clutch. 

Want more info? Use coupon on 

page 105 and you will get it! 


934—Mileage Meter 


“Milemaster Hubcap - Odometer,” 
redesigned for smoother operation, 
stability and endurance, carrying a 


50,000-mile guarantee, has been an- 
nounced by Barbour Stockwell Co., 
Cambridge, Mass. 

The precision-built instrument is 
guaranteed to give positive, correct 
readings of mileage whether vehicle 
moves forward or backward, accord- 
ing to the company. It is tamper-, 
moisture- and grease-proof. Instru- 
ments are interchangeable and re- 
portedly require no maintenance. In- 
stallation is simple—in front hubcap 
for buses, trucks or taxis and in rear 
hubcap for trailers. Straight-line 
figures on the mileage register are 
large, clear and easy to read, the man- 
ufacturer said. 

Want more info? Use coupon on 

page 105 and you will get it! 


935—Straightening Tools 


Changes in its wheel-straightening 
tools to accommodate present - day 
cars, plus a rim block adapter, have 
been announced by Bear Mfg. Co., 
Rock Island, Ill. 

Revised parts are “No. 321-7291,” 
rim lever; “No. 321-7290,” rim hook, 
and “No. 321-1559,” rim tool jaw. 
Rim block adapter is identified as 
“No. 321-16123.” 

Want more info? Use coupon on 

page 105 and you will get it! 


936—Color Spray 


A rubber and fabric color spray for 
renewing automotive headliners, door 
panels, floor mats and similar ma- 
terials has been announced by Na- 
tional Chemical Laboratories, Inc., 
West Palm Beach, Fla. 

Application reportedly is quick 
and easy. No mixing and masking are 
required, since “Nu-Kote” will not 
adhere to metal, plastic or glass, the 
manufacturer said. Fourteen colors 
and a clear protector are available. 
On rubber, product will completely 
cover existing color, while on fabrics 
colors close to or darker than original 
color are recommended. 

Want more info? Use coupon on 

page 105 and you will get it! 
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In the £ 
cwomotive THERES NO BUSINESS 
service business... 


aye 








GHAZI AE 


BECAUSE... AND... 


There are over 15,000,000 Chevrolet Your Chevrolet dealer can be your 
cars and trucks on the road... more dependable one-stop source for 
than any other make. genuine Chevrolet parts. 


One out of every four vehicles on the road is a Chevy! That’s a big 
service market! 


Your Chevrolet dealer is ready, willing and able to help you serve that 
market. You can make him a convenient, one-stop source for genuine 
Chevrolet parts. 


Genuine Chevrolet parts are made to work together . . . and made for 
a Chevy. They are built of the same high-grade materials to give the 
same dependable performance as the original parts. 


Your Chevrolet dealer can offer you service aids that can help you give 
better and more profitable service to Chevrolet owners. . . . Chevrolet 
Division of General Motors, Detroit 2, Michigan. 


MAKE YOUR CHEVROLET DEALER YOUR PARTNER IN SERVICE 
HE IS READY, WILLING AND ABLE TO SERVE YOU! 
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937—Tire Pressure Indicators 


Tire pressure indicators which 
screw on the valve stem to constitute 
miniature tire pressure gauges and 
which reportedly help control the 
problem of truck tire wear, as well 
as saving time on the road and in 
the shop, have been introduced by 
Frebank Co., Industrial Division, 7111 
West Broadway, Glendale 4, Calif. 

Drops in air pressure are indicated 
automatically by the “No-Lo” indi- 
cators when the red tip of a pressure 
control rod slides back in to the valve 
where it cannot be seen—at 6 lbs. or 
more below the determined minimum. 
When air is at a safe level, the red 


rod remains visible and a glance at 
the indicator tells whether the tire is 
safe. 

Units are factory-set for a prede- 
termined air pressure based either on 
the recommendation of the tire manu- 
facturer or for any setting desired by 
the purchaser. Once released by the 
factory, setting cannot be changed. 
They are made in 5-lb. increments for 
truck tires (from 40 to 105 Ibs.) and 
are also available for passenger cars 
in 2-lb. increments (from 22 to 34 
Ibs.). Indicators are 1” long, 7/8” in 
circumference and weigh 1/6 oz. 
each. 

Want more info? Use coupon on 

page 105 and you will get it! 





etentoo DEALERS 


NEW “GUARANTEED” 
Gutd-a- Stock 
MERCHANDISER 

Cabinet 


Sales-Making Display! 
MAConvenient Storage! 
Quick Inventory Check! 


With ALL Guaranteed 

Parts Merchandisers the 
Cabinets are always FREE to the 
Dealer. Your entire investment is 
in “Popular Profit Making" parts 
covering all 3 systems. 








See your 


GUARANTEED PARTS 
JOBBER for full details 


or write now to 
=" 


=> GUARANTEED 


PARTS CO. INC., Seneca Falls, N. Y. 


Ignition Service Parts 
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938—Camber Bolt 


A camber-adjusting bolt, designed 
to correct negative camber of front 
suspension on ’55, ’56 and ’57 Chevro- 
lets, has been announced by Houser 
Engineering & Mfg., Inc., 200 East 
Spring St., Bluffton, Ind. 

With the “No. 720” eccentric cam- 
ber adjustment bolt, steering knuckle 














lower contro] arm is moved 1/8” to- 
ward the center of the car, immed- 
iately increasing positive camber one 
full degree so that regular shims can 
again be used for final adjustment, 
it was claimed. Neither new parts, 
bending nor disassembly of front sus- 
pension system is needed. Bolt can be 
installed in one hour (only 8 holes to 
drill) and reportedly provides a posi- 
tive and permanent repair. Useful on 
other applications, bolts are packed 8 
to a set, complete with lockwashers 
and nuts. 

Want more info? Use coupon on 

page 105 and you will get it! 


939—Bumper Jack Chart 


A wall chart with illustrations 
showing exactly how to use its one- 
end bumper jack on all makes of 1958 
cars has been published by Black- 
hawk Mfg. Co., 5325 West Rogers St., 
Milwaukee 46, Wis. 

Want more info? Use coupon on 

page 105 and you will get it! 


940—Rubber Lubricant 


A rubber lubricant formulated by 
American Grease Stick Co. of Muske- 
gon, Mich., said to meet industry 
standards for safe applications on all 
types of rubber, as well as for mount- 
ing and demounting all types of tires, 
has been introduced by The Goodyear 
Tire & Rubber Co. 

“RuGlyde” is recommended for lub- 
ricating tires, tubes (flaps) and pass- 
enger and truck tubeless tires, for 
rubber parts and fittings and for 
cleaning and dressing up rubber floor 
mats, tires, weatherstripping and oth- 
er rubber accessories of all kinds. It 
has “controlled friction” and the 
proper viscosity to protect against 
slippage, helps prevent damage to 
beads of tubeless tires and permits 
bead seating with minimum pressure, 
it was claimed. 

Want more info? Use coupon on 

page 105 and you will get it! 


941—Car Polish 


“Bodysheen” car polish which re- 
portedly removes normal dirt, dust 
and road grime, restoring “like-new” 
sparkle and color, has been announced 
by Simoniz Co., 2100 Indiana Ave., 
Chicago 16, Ill. 

Want more info? Use coupon on 

page 105 and you will get it! 
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SERVICE BTATION ‘s 


“Due to the simplicity and accuracy of the Hunter Lite-A-Line it fits oil. | figure that my Lite-A-Line operation offers me a profit of from 


into my service station operation very well, because | can work it on $700 to $900 more a month than! was getting previously.” Norman F. 


¥ 





my lifts and still carry on my regular duties of greasing and changing Mitchell, Mitchell Service Station, Baltimore, Md. 


as es it ae 
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HUNTER Wheel Aligner 
to Fit YOUR Business 


For speed ... Super Accuracy . .. Big Profits, you can choose 
a Hunter model to fit your needs... floor, lift, rack or pit 
installations. All models feature the same optical lens pro- 


CAR DEALER 


“Our front end alignment business has increased 48% since this jectors for precision measurement. 

machine has been put into operation, which | feel is due to the 

attractiveness of the machine and the reputation we have gained for FREE MERCHANDISING KIT with your Hunter 
’ 


turning out accurately aligned front end work.” Lewis Maynard, - . 
Service Mgr., Fowler Buick Company, Jackson, Mississippi includes 4-color, metal curb sign ($19.95 value), 
ARN A Li direct mail postcards and newspaper mats. 
i= LITE-A- LINE ‘ LOTT WHEEL ALIGNING o 
= it -_* 4 Ask your Jobber about the one and only Hunter Tune-in Wheel 
ra i. HUH § . Balancer, the original on-the-car balancer. 
De cee “UL Bi See You at the Southeast Conference 


a 
‘way © TO HUNTER Engineering Company SAJ-48 


HU Hunter Avenue and Ladve Road—St. Louis 24, Missouri 


{ 


tf ai Please send complete information on the 


[_] Hunter Tune-In Wheel Balancer 
[_] Hunter Lite-A-Line Wheel Aligner 


GARAGE 

“After checking all equipment of this type we chose the Hunter Name 
Lite-A-Line for its accuracy, speed and ease of operation. It has 
proved to be a wise choice.” Roger C. Reat and J. B. Livingston, 
Gulfway Automotive Service, Houston, Texas 
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@6| (where it belongs!) 


This is it! This is the greatest . . . most potent . . . most complete 
“‘muffiler business builder’? ever developed for independent service 
stations and repair shops— Walker Certified Exhaust System Service. 
It has everything! 

National advertising to millions of car owners through The Saturday 
Evening Post and Life. 

Powerful, colorful all-metal station identification to meet every traffic 
requirement ... Giant and Standard “A” Boards . . . striking pole 
mounts for high level visibility . . . all-metal full size cutouts that 


This program is 
sponsored by the 
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almost shout “We want your muffler business’’. . . tackers . . . swing 
signs. Plus a complete sales building merchandising plan including Cus- 
tomer Service Certificates . . . a new “‘How-To-Do-It” Installation 
Manual with individual vehicle listings . . . new Inspection Tags. . . 
a Merchandising Guide that shows you how to boost your exhaust 
system service profits. 

—And last but not least, Walker “‘Precision Tuned” Silencers— 
built to the highest standards of performance and long life for com- 
plete customer satisfaction. 

Walker Certified Exhaust System Service really puts YOU in the 
muffler business. Walker Certified Exhaust System Service keeps the 
muffler business “back home’’ . . . where it belongs! Find out from your 
Walker Distributor how you can cash in on this outstanding program. 


=~ SILENCER 
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Lets “Go Places” Together in 1958 
PAY ONLY ONE PROFIT 
—noT TWO! 


JOBBERS, buy from THE REBUILDER who 


makes his own lining (that's us) and save the 
DOUBLE MARK-UP! Incidentally, we are the 


. 0 r T ri E R RN only REBUILDER in the Southeast who makes 
8 0 U BLE- =LOC K his own Brake Lining—and we make our Ad- 


BONDED 6 RAKE SHOES hesives and Shoe-Preps too! 


We believe this is why our quarterly Sales 
have exceeded the previous year for SIXTEEN 
CONSECUTIVE TIMES! Switch to SOUTH- 
ERN DOUBLE=LOCK Bonded Brake Shoes 


and go places with us in 1958! 


Ask your JOBBER for our latest 
Catalogue and Price Sheet! 


261 N. C. and S. C. cities and towns 
given free delivery and pick-up service. 
Up to $3.00 two-way freight allowance 


elsewhere. 


SOUTHERN 


(aE EREUEEEE ETE sca co 


OLUTHEAN Beas 


FRICTION MATERIALS CO.— CHARLOTTE.N.C. 
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Photo above (1. to r.): C. W. Reed, 
president, and Ben G. Huser, vice- 
president, of the Salina unit of the 
Independent Garage Owners of 
Kansas; President Art Kittell of 
the IGOK, and Harvey Miller, 
secretary-treasurer of the Salina 
group. In photo at right appear 
the officers of the Lawrence unit: 
John E, Pickens, president; Cliff 
L. Shaw, secretary-treasurer, and 
George Falor, vice-president. 


Kansas Garagemen 
Get Ball Rolling 


HE ball’s rolling, in an associa- 
tion way, among garagemen in 
Kansas. 

President Art Kittell of the In- 
dependent Garage Owners of 
Kansas reported March 28: 

“The month of February was the 
coldest and had more snow than 
any on record in Kansas, and we 
fee] this held down the attendance 
at some of the meetings, although 
enthusiasm was high at the towns 
visited. 

“We installed units in Salina, 
Hutchinson, Topeka, Lawrence, 
Parsons and Independence. Garage 
owners from surrounding towns 
were invited to key city meetings 
and many memberships at-large 
were sold, which gives us a foot- 
hold for follow-up meetings. 

“We are adding new members to 
each new unit as it holds its organ- 
izational meeting, so the final re- 
sults of this drive will not be 
known for sometime,” said the 
Pittsburg garageman, who drove 
nearly 3,700 miles covering the 
meetings. 

United Finance Corp. furnished 
steak dinners for the meetings, at 
which Byron Albright of Dallas, 
Texas, regional membership di- 
rector for the independent Garage 
Owners of America, was a kingpin 
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Catalytic Stop-leak! 
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STOPS TRANSMISSION LEAKS 
QUICKLY AND EASILY! 


\ 
, KINDS OF AUTOMATIC TRANSMISSIONS 


NG 


Trans Masver works fast, does two jobs 
in one — seals and conditions! Rejuve- 
nates dried, hardened or shrunken rubber 
transmission seals. Makes them soft and 
flexible, completely leakproof. Assures 
fast and easy shifting. Cuts down wear 
on gears and other parts even in coldest 
temperatures. Helps prevent gum and 
sludge deposits. Helps absorb injurious 
condensation by-products. 


Trans Master is guaranteed . . . com- 

pletely safe, mixes well with all trans- 
mission fluids, is non-clogging, non- 
corrosive, non-foaming. For Profits 
Sure ... Sell Trans Master... 
It Seals Faster! 


ONE FULL-SIZE 10-0Z. CAN DOES THE JOB! 


ae 
ov Rust Master 


speaker. 

State officers and leaders of the 
Wichita and Pittsburg units also 
attended and aided in directing the 
meetings. 


See us at 

Booth 25 . 

Southeast 

Conf 

secritoad Manufacturers of Automotive Chemicals 
56 CREIGHTON ST., CAMBRIDGE 40, MASS. 
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Can Halve Road Toll, 
GM President Says 


IGHWAY traffic toll could be 

halved within a short time if 
present knowledge of highway 
safety problems were effectively 
applied on a nationwide basis. 

So said General Motors’ Presi- 
dent Harlow H. Curtice, chairman 
of the President’s Committee for 
Traffic Safety, to more than 1,000 
delegates attending a 14-state Citi- 
zen Leadership Conference spon- 
sored by the committee in Chicago 


April 1. 

“Our fundamental problem,” 
Curtice said, “is not ignorance of 
what to do. It is failure to get it 
done on a sustained, nationwide 
basis. We should concentrate more 
intensively on putting our knowl- 
edge to work instead of casting 
about for revolutionayy new ap- 
proaches in the mistiken belief 
that present measures are futile. 

“An intensified research pro- 
gram is urgently needed,” he said, 
“with special emphasis on driver 
behavior. But we know enough 





surfaces. 


MODEL #85B BLOCKMASTER 


sentat e to show YOU ¥ 
compari 


MODEL #85 HEADMASTER 


rite for literature showing you 
ifications and details of models 
and 85B and the difference 
“Milling” and “grinding'’ for 

sk your. Storm-Vulc@n repre- 


surface 
n demonstration! 


e Save Time 

e Profit More 

e Work Less 
With S-V 
Equipment 


Storm Wulcan,Inc. xy 


Manufacturers of Automotive Engine Rebuilding Equipment 


2225 Burbank Street 


Dallas 35, Texas 





President Curtice 


right now to be able to cut the 
accident toll in half within a rela- 
tively short time.” 

Purpose of the conference is to 
mobilize public support for high 
priority safety measures. 


Warehouse Distributors 
Hires Humphreys 


A Humphreys has been em- 
ployed by Warehouse Distrib- 
utors, Inc., Atlanta, Ga., to assist 
in an expanded selling and redis- 
tribution program, according to 
General Manager Charles A. Cole. 

A graduate of the University of 
North Carolina, Humphreys was 
formerly district manager for To- 
ledo Steel, working out of the 
Memphis, Tenn., territory for ap- 
proximately three years. Prior to 
that he was district manager in the 
Southeast for Monroe Auto Equip- 
ment Co. 


Chrysler and Willys 
Stop Brazil Plan 


LANS to form a company to 

build Plymouth cars in Brazil 
have been abandoned temporarily 
by Chrysler Corp. and Willys. 

A joint statement said the deci- 
sion was reached because the pro- 
gram would require a substantially 
higher capital investment than first 
estimated. 


Ted E. Allen Dies in Chicago 


Ted E. Allen, manager of Arm- 
strong Hydraulics, Inc., Chicago, 
Ill., and well-known in the parts 
industry for over 25 years, died in 
Chicago last month. 


Burnette of Rocky Mount Dies 


George Thomas Burnette, 78, one 
of the first automobile dealers in 
North Carolina, died last month at 
his home in Rocky Mount. 
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LADY LAWYERS 


want Delco DC batteries. That’s why they’re so easy to sell 


Surveys made by three leading national publications prove that Delco is America’s 
No. 1 battery preference. And with good reason: Delco Dry Charge batteries can’t 
get old before they’re sold, they’re priced right, and backed by General Motors war- 
ranties that are good all over the United States and Canada. And Delco is the most 
widely advertised battery today—on TV—“ High Adventure with Lowell Thomas,” on 
radio— Lowell Thomas Newscast, and full-page ads in Life, Look, Post, and Reader’s 
Digest. Whoever your customers are . . . doctors, lawyers, merchants, chiefs . . . the 
verdict’s the same—it’s easier to sell Delco DC because more people know Delco DC. 


Quality built by Delco-Remy 
distributed nationally through 


General Motors leads the way—Starting with Delco Batteries 
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Ford Predicts Travel 
By "Levitation" 


HE principle of “levitation” for 

future, high-speed ground 
transportation of from 200 to 500- 
mph has been demonstrated at 
Ford Motor Co.’s research and en- 
gineering center. 

Andrew A. Kucher, vice-presi- 
dent-engineering and research, 
told a news conference that he 
foresees the day when the wheel 
will have reached its top speed 
capabilities. He unveiled the “‘suc- 


cessor’ to the wheel — the “‘Glide- 
air’’—a wheel-less vehicle that 
rides on a thin film of air a frac- 
tion of an inch above the roadbed. 

Instead of wheels the Glideair 
employs “levapads,” a word Ku- 
cher coined. Tiny jets of air stream 
through holes in the levapads, sup- 
porting the vehicles. As early as 
1928 Kucher proposed that ve- 
hicles could slide at high speeds, 
using air as a lubricant. 

“Our calculations show that it 
would require considerably less 
power,” Kucher said, “to drive the 











replacement 
parts 


Hastings offers you a complete line of 
quality rebuilt replacement parts. You 
have the satisfaction of knowing that 
most any replacement part needed can 
be found at your Hastings jobber. Ask 
your jobber for Hastings replacement 
parts and you will be assured of com- 
plete customer satisfaction. Write us 
for the name of your nearest Hastings 


jobber. 


SEE US AT THE 
SOUTHEAST AUTOMOTIVE 
TRADE CONFERENCE 
AUGUSTA, GEORGIA 
APRIL 23-25 


cf, Hastings 
: mpany 


——EEEEEEEae 
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Gildeair at speeds above 150mph 
than would be needed to move a 
wheeled vehicle. Since the Glide- 
air is propelled by reaction, a gas 
turbine or turbojet engine would 
supply the power to both levitate 
and propel it.” 


Bad Times Can Prove 
Mettle, Chapin Says 


vat COMPANY ’S true mettle 
shows up under adverse 
circumstances rather than under 
lush economic conditions,” accord- 
ing to Roy D. Chapin, Jr., execu- 
tive vice - president of American 
Motors’ automotive division. 

Addressing the Institute of In- 
vestment Banking at the Univer- 
sity of Pennsylvania April 1, 
Chapin said that an automobile 
company’s break-even point 
pegged to high-production volume 
can become a “decided millstone.” 

Reviewing American Motors’ 
rapid turnaround since its forma- 
tion nearly four years ago, he 
pointed out that in a period of 
“sail - trimming,” some disadvan- 
tages of size become particularly 
apparent. 

“The compact company with its 
ability to adjust schedules and 
product mixes in a jiffy,’ Chapin 
said, “is likely to be more adapt- 
able to market changes.” 


British Firm Designs 
Airborne “Jeep” 


FOUR-SEATER jeep-type ve- 
hicle weighing 700 pounds 
that folds into a nine-foot-long 
box which can be parachuted from 
an aircraft, has been designed and 
successfully tested by Hunting 
Percival Aircraft, Ltd., England. 
Constructed of light alloys and 
embodying aircraft construction 
techniques, the vehicle when open 
is powered by a 650cc BSA twin- 
cylinder rear-mounted engine. 
Folded it reportedly can be handled 
by a crew of four without tackle. 
The main suspension units are 
arranged so that ground clearance 
is adjustable, while the flat bot- 
tom enables the vehicle to ride 
over obstructions. All four wheels 
are independently sprung and are 
carried on pairs of parallel links 
attached to the chassis member. 
The four occupants are carried in 
two hinged sheet-metal panniers, 
one on each side of chassis. 


The petroleum industry pays 
more taxes—almost $6 billion an- 
nually—than any other single in- 
dustry in the United States. 
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Gabriel takes the swerves out of curves 





@ Gabriel shock absorbers are engineered to ydrOshox—for smooth driving under 
average road conditions. 


assure positive control of springs and wheels 
AjustOmatic—exclusive 3-way adjust- 


. . - On curves, rough roads, sudden stops. _ment provides soft, medium or firm ride 


; . : “4: ... for the particular driver who wants 
They’re designed to provide greater stability 4,6 pest in ride control, 


and roadability, for safer, more comfortable — Sitver “E"—for hard driving and rough 
ridin roads with heavy loads. Extra size and 
8. capacity for big cars, station wagons, 


And Gabriel’s complete line lets you take __ light trucks. 
care of every shock need ... for any type of Model F Extra Heavy Duty—for long 
+ : life and dependable service on trucks, 
driving, on any type suspension... for greater _ buses, trailers. 


shock sales and profits. 


THE GABRIEL COMPANY € os e ‘ 
Cleveland 15, Ohio ak rie 


SHOCK ABSORBERS 
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Here’s all your customer has to do... 


LOOK 


. at the ignition performance 


pattern on the Allen Scope. It's g 


bright. It's sharp. And it's the 
easiest pattern of all to set up. 
You can view a single firing pat- 
tern or compare a whole firing 
series . . . with just four controls. 
That's less than half the usual 
number. 


Want more facts? Use Reader Service Card Page 105 


COMPARE 


. . . the ignition pattern on the 
Allen Scope with the matching 
pattern on the Allen Dial-Chek. 
There are nine separate patterns 
covering the common ignition 
failures. (The Dial-Chek also 
shows the normal pattern for 
comparison.) 


lig A 


SOUTHERN AUTOMOTIVE JOURNAL for April 1958 














- ALLEN SCOPE 


with the exclusive 


ALLEN DIAL-CHEK 


Your first glance will tell you—here’s the scope combination you can sell. See 
how its features fit your customer needs. 


Less than half the usual number of controls. Service station and garage men 
find it much easier to use. 


(2) ie: portable. It weighs only 20 pounds—has fully protected shock-mounted 
chassis. 


«) One 10-second hook-up works on all cars; 4, 6, and 8 cylinder engines. 


Allen Scope spots ignition problems. Allen Dial-Chek tells what the problem 
is and how to correct it. Complicated training and interpretation are elimi- 
nated. 


9 And, look, the price is outstanding —at least 25% under competitive scopes. 


suggested retail price only 


Turn the Dial-Chek over and it tells = 3 6 MA € 
the operator—and his customer— ; | 


what is wrong with the ignition sys- 
tem. And it tells in detail what tune- 


up is needed. Guess-work is elimi- fa f complete with 


nated. The car owner can see the 


problem. He’/] sell himself. “ 
rP Allen Dial-Chek 


See your Allen representative or 
write for price lists and literature. 


Kalamazoo, Michigan 
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"Recession" Gets Rough Handling 
As NAPA Meeting Cites Gains 


NY talk of “recession” got a 
back seat in the face of facts 
brought out at the national busi- 
ness conference of National Auto- 
motive Parts Association at Wash- 
ington’s Sheraton Park Hotel 
March 30-April 1. 
Executive Vice - President Rob- 
ert L. Stacey announced that 1958 


would be the eighth consecutive 
year in which NAPA jobber cus- 
tomers would set a record in sales. 
These accounts experienced a rise 
of 11% last year, while wholesalers 
generally over the country were 
recording a nine per cent increase, 
Stacey said. 


The founders who organized 





They depend on you... for shocks, too! 


Your customers rely on you and your service for their driving safety 
and comfort. And this service should include shock absorber in- 


spection. 


You know shocks wear out . . . need checking every 10,000 miles. 
But do your customers know it ? Remind them of the importance 
of driving on good shock absorbers, and suggest a shock check with 
your other services. You’ll gain more satisfied customers, make 


extra profits, too. 


And when you replace shocks, get 
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THE-GOLDEN GLIDE 
SHOCK ABSORBER CO. 
CLEVELAND 15, OHIO 





Vice-President Stacey 


NAPA in 1925 had a volume that 
year of $5,000,000, in contrast to 
the $140,000,000 tallied in’ 1957, 
the manager told his audience, 
composed of about 300 jobbers, 
warehouse officials and more than 
40 NAPA suppliers who exhibited 
at the conference. 

Predicting that NAPA’s sales 
would reach half a billion some 
day, he reported that dollar volume 
was running seven per cent higher 
this year than in 1957. Of 582 new 
wholesalers last year, 120 are 
NAPA-affiliated, he said. Of the 
10,084 jobbers in this country, 
2,800 are NAPA accounts and 1,700 
are 100% NAPA, he also reported. 
Around 150 NAPA jobbers are ex- 
pected to be added this year, Stacey 
said. 

Attendance set a record for the 
conference, one of several held an- 
nually over the United States. The 
banquet drew 711, which topped 
the previous high mark of 613 es- 
tablished at New Orleans two 
years earlier. 

Howard A. Bradley of the Phila- 
delphia warehouse presided over 
the general sessions one day and 
John A. Brosnaham of the Rich- 
mond warehouse took over this 
duty on the other day. 

Speakers at the general meetings 
included Rod Brim of the New 
York warehouse, formerly sta- 
tioned at Birmingham and New 
Orleans; W. M. Stuart, president 
of Martin-Senour Co., and Glen 
Fitzgerald of General Motors en- 
gineering staff. W. M. “Bill” 
Thompson of the Detroit NAPA 
office conducted a “Radio” skit. 

Participants in eight group con- 
ferences included Alex P. Gaines 
and Reg Hancock, Atlanta attor- 
neys; W. L..Boyd.of Columbia, S. 
C., Richard Garber of High Point, 
N..C.,. John. Gasnay _of Baltimore, 
Md., Glen McCoy of Cleveland, 
Tenn., R. H. Pope of Baton Rouge, 
La., and J. E. Hamer of Atlanta. 
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WORLD'S LARGEST SHOWROOM, according to Armory Garage, accommodates over 100 new cars in 
its 45,000 sq. ft. of floor space. The huge structure adjoins Armory’s large used-car and service depart- 
ments, both for the past 39 years considered essential by Mr. Metzner for healthy dealership operation. 


“DeSoto's bigger, wider-priced line 


inspired this new idea in retail selling” 


report Tony Metzner, President, and Jim Clark, Vice President, Armory Garage, Albany, N.Y. 


“We've gone after volume the way the big 
grocery stores do,” says Tony Metzner, presi- 
dent of Armory Garage, Inc., Albany, N.Y. 
‘‘We let the customer pick the car he wants 
from the 100 we have in our showroom, each 
completely serviced and ready to go, each 
clearly marked with one retail price which 
includes all accessories. This leaves our men 
free to concentrate on the deal, rather than 
bicker over equipment. Between 80 and 90% 
of our sales are made this way, ‘off the shelf’. 
“Of course, you need two things to sell this 
way,” says Jim Clark, Armory’s vice president, 
“and De Soto gives us both. You need a com- 
plete selection of body styles. De Soto offers 18 
sedans, hardtops, wagons and convertibles— 
and we display them all. You also need a wide 
price range. With De Soto’s lower-priced Fire- 
sweep, we now have three price lines, covering 
90% of the market. That’s why we’re so sold TONY METZNER JIM CLARK 
on our De Soto franchise.” President Vice President 


It pays to be a DESOTO dealer! 


Want more facts? Use Reader Service Card Page 105 SOUTHERN AUTOMOTIVE JOURNAL for April 1958 





|| Top scientist 
7~ makes miracle 
~ discovery! 
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CUTS BODY REPAIR COSTS 


? EASY-TO- 


QiRAC/) ora 





PLASTIC smi 
FIBERGLASS f=, ,.s 





FILLER 





...with the GRIP OF STEEL 


MIRACLE BOND, amazing discovery of a leading research 
laboratory, surpasses all others as the all-purpose filler for 
auto body repairs. 

New MIRACLE BOND is homogenized—will not separate! 
Guarantees a quality job at less cost! Gives all the advantages 
of expensive, time-consuming, old-fashioned fillers. 

EASY TO APPLY—takes no special skill! SAVES TIME 
—no long waiting for it to harden . . . ready to sand in minutes 
to velvet smoothness! SAVES MONE Y—3 pounds of Miracle 
Bond are equal to 20 pounds of old-type solder! VERSATILE 
—adheres to all surfaces ... repairs all holes, dents and rips 
in metal, fiberglass, aluminum, wood and porcelain. LONG- 
LASTING —no corroding, rusting, checking or blistering. . . 
will not shrink or swell! 

FREE SAMPLE! Write today on your letterhead for 3% Ib. 
can of MIRACLE BOND. Test competitively! See amazing 
results. There’s no equal to all-new MIRACLE BOND! 


Buy from your jobber! 


MIRACLE CHEMICAL CORP. 


Fe 28 ee . MEMPHIS TENNESSEE 
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IN THE 


a 
BUSINESS: 


QUIET-TONE 


HI-EFFICIENCY . 
FIBERGLASS —— 


« MUFFLERS 


TURBO-JET DIFFUSER 


Gives Acceptable Sound Level 
.»eMaximum Horsepower 


= TD)" 


THERE’S EXTRA PROFIT 

for you in these high-efficiency, low-cost 
mufflers! GRAND “‘Quiet-tone” quality 
engineering and construction give your 
customers full power, smooth sound. 

Get your full share of muffler sales—stock 
and install GRAND “Quiet-tone’”’! 


« Thermo-Dynamic 
HEAT FLOW 


The only fiberglass muffler engineered with 
flow of heat for faster dissipation and 
evaporation of rust-producing 

exhaust condensates. 


NATIONALLY ADVERTISED 


in leading auto magazines 
Send for big FREE Catalogs and Selling aids today! 


AUTOMOTIVE 
PRODUCTS 


Dept. SAJ, 2055 N. Raby St. 
ae Park, Ilinois 
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MAKE IT YOUR BUSINESS TO HELP CUSTOMERS- +G°4'™) 


ANY LICENSED DRIVER IS ELIGIBLE! General Motors is conduct- 
ing a $100,000 AIM TO LIVE Contest during March and April to create 
greater interest in night-driving safety and to stimulate action on the 
part of motorists to have their headlights checked and properly aimed. 
This is a wonderful opportunity for you. Most of your regular customers 
will want to enter. And there'll be plenty of new customers, too! For 

——_ any licensed driver is eligible to win one of 116 valuable prizes including 

il Pe _ ssh 16 new 1958 General Motors cars and 100 beautiful Frigidaire appliances. 
And they can only enter at an AIM TO LIVE Headquarters. 


HEAVY NATIONAL PROMOTION BUILDS TRAFFIC FOR YOU! 
This contest is being promoted in a nation-wide magazine, television 
and publicity program, inviting motorists to stop at your AIM TO 
LIVE Headquarters for an official entry blank. And when -motorists 
drive into your AIM TO LIVE Headquarters, you have an excellent 
opportunity to check their headlights for replacement and proper aiming. 


GET FREE PROMOTION MATERIAL WORKING FOR YOU! 
This colorful display material gives you a strong tie-in with national 
advertising and clearly identifies you as an AIM TO LIVE Headquarters. 
In addition, it’s a constant reminder to your customers to have their 
headlights properly aimed at least twice a year. 


HAVE YOUR AIMERS AND AIMING STATIONS READY! 
Get set to handle all the business coming your way through the AIM TO 
LIVE program. Have your aimers and stations ready with qualified men 
to do the aiming. If you have not been contacted directly about AIM 
TO LIVE, call your authorized General Motors dealer or AC Guide 
Lamp Supplier for full details right now! Contest closes April 30th. 


Limited to continental U.S.A. 
Contest subject to federal, state and local regulations. 1908~1958 


«e 
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TIME SAVERS 





Freeing Lower Tailgate 
Station Wagon Hinges 


E HAVE had trouble with the 
lower tailgate hinges on the 
station wagon rusting and freezing 
up, making them hard to work and 
also hard to oil in order to free up. 
To correct this, I drilled a 13/64” 
hole in the top of the hinge through 


the pin and filled it with oil, which 
quickly penetrated to both ends of 
the pin, freeing it up at once. The 


hole also acts as an oil cup.— 
Charles Downey, 1500 Shingo 
Avenue, Louisville 15, Kentucky. 


Replacing Converter Nuts 
On Buick Transmission 


HEN removing or replacing the 
converter cover nuts on a 
Dynaflow or Powerglide trans- 
mission, we use a simple method to 
prevent converter from turning. 
Stick one of the bolts used to 
hold transmission to engine through 
one of the holes in the transmission 
housing, Select a box-end wrench 
with one end large enough for a 
1%” socket to pass through and 
slip one end over the bolt in trans- 
mission case. Stick the %” socket 
through the other end onto the nuts 


of the converter and loosen or 
tighten with a ratchet or speed 
handle. Little time or effort is re- 
quired to remove all the nuts hold- 
ing the converter cover in place.— 
Carroll W. Bumgarner, B & G Ga- 
rage, P. O. Box 337, Chatham, Vir- 
ginia. 


Employing Wheel Weight 
To Locate Rattle 


any hard-to-locate rattles in 
the front end of cars can be 
found by putting a large weight on 
a wheel (three or four ounces)— 
to make it out of balance—and 
spinning wheel with spinner. 
The out-of-balance wheel will 
cause a great deal of vibration, 
thus showing up the rattle while it 
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THEY'RE ALL YOURS 
WITH COLE-HERSEE 


SWITCH PAKS 


READILY SELL SIX OF A KIND 
Designed and proven conducive to increasing sales. 


f’ THOROUGHLY EFFECTIVE DISPLAY AT NO EXTRA COST 


Switch Paks embody an attractive-built-in sliding 
tray display ready to exhibit. 


SAVERS OF SPACE, TIME and HANDLING EFFORT 


Switch Paks’ compactness and design makes for 
functional stock-taking, storage and display. They 
eliminate multiple carton opening and closing efforts. 


Order Cole-Hersee Switch Paks Today 


20 OLD COLONY AVENUE, BOSTON 27, MASS. 
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GOT A GOOD 

IDEA? 

will be paid for every 

time - saver or shop 

short - cut accepted 

for publication in this section. 
a ~ or rough sketch will 
make your idea more valuable. 
Only original items, not previ-' 
ously published, offered for our 
exclusive use, can be consid- 
ered. Send them to: Southern 
Automotive Journal, 806 Peach- 
tree St., N. E., Atlanta 8, Ga. 











is convenient to get under the car 
or hood to look for it. Remove 
weight after job is complete.— 
James D. Martin, Service Man- 
ager, Jack Hughes Motor Com- 
pany (Ford), 100 E. San Antonio, 
San Marcos, Texas. 


Using Six-Volt Radio 
in 12-Volt System 


—— times I have been asked 
if a six-volt radio could be used 
in a car or truck with a 12-volt 
battery. This is how I did the job 
and it worked fine: 

First, I mounted a 100-watt clar- 
ostat (which can be purchased at 
any radio-repair shop) near the 


IGNITION SWITCH 


radio. Next, I ran a wire from the 
ignition switch to the clarostat and 
from the clarostat to the radio. 
(See sketch.)—Edwin D. Handley, 
c/o Bennett Automotive Service, 
232 Race Street, Cambridge, Mary- 
land. 


To Install Bearings 
Where Fit Is Tight 


— INSTALL bearings on shafts 
where the fit is too tight, even 
though it is supposed to be a slip 
fit, we make extra use of our 
thermostat tester. 

We heat oil to near boiling point 
and drop bearing into it, This ex- 
pands bearing just enough to slide 
it onto shaft freely. — James D. 
Martin, Service Manager, Jack 
Hughes Motors (Ford), 100 E. San 
Antonio, San Marcos, Texas. 
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Cleaning Transmissions 
On the Newer Cars 


bhp valves stick in the auto- 
matic transmissions on the 
newer cars, here is a good way to 
clean them quickly: 

Remove valve from body and 
check for burred places. Next, put 
valve and body in pan, cover with 
water and sprinkle Old Dutch 
Cleanser, or similar good kitchen 
cleanser, over it. Put valve in body 
and twist. Rinse. Repeat until de- 
sired fit is obtained, then clean 


both parts of all cleanser. —G. 
Lynch, George’s Garage, 70 Wood- 
fin Avenue, Asheville, North 
Carolina. 


Installing Fuel Pumps 
On Chevrolet V-8s 


HEN installing fuel pumps on 

Chevrolet V-8s, I find the 
pushrod, set at a steep angle to the 
pump, frequently slides down out 
of position, making it impossible to 
install the new pump while the 
pushrod is down. 





economy. 


change, lubrication job, muffler inspection . . 
opening for extra earnings when you check the shocks, too. 

Take a moment to inspect shocks for wear or leaks. 
Chances are, they’ll need replacing. Build shock business . . . 
sell Briggs Shocks for driving safety, riding comfort, and 


...and don’t forget the shocks! 


Brake check ? While you’ve got the wheel off, don’t forget 
the shocks! 
Any service that brings a car into your station . . . an oil 


. that’s your 


Briggs Double-acting Shock Absorbers are available from 
stock at your N-A-*P-A Jobber’s. Call him—he’s a good man 
to know. The Briggs Shock Absorber Co., Cleveland 15, Ohio. 


DOUBLE-ACTING 








SHOCK ABSORBERS 
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By removing a small plate be- 
tween the fuel pump and engine 
block, the rod can be taken out. 
Apparently no method has been 
devised to lock or keep the rod in 
place besides the guide in which 
it slides. I find that a small amount 
of grease on the rod will keep it in 
place, making installation of fuel 
pump easy, especially when engine 
compartment is overcrowded with 
air conditioning and pump is more 
easily replaced from underneath.— 
James Arnold, 213 Beech Street, 
Bluefield, West Virginia. 


Making Adjusting Tool 
For Torsion Bars 


H™ is a sketch of the tool I 
made to adjust the torsion bars 
that hold up the trunk lids in 
Chrysler products, or others that 
use torsion bars. Tool is easy to 


3° BLACK PIPE 
153° LONG 


make and takes only a few min- 
utes. 

Slip 5/8” block, made from 
double-strength gas or water pipe 
and slotted for both right and left 
side, over the L-shaped end of the 
bar and twist it. Then put it where- 
ever you want it—Churles Down- 
ey, 1500 Shingo Avenue, Louisville 
15, Kentucky. 


Replacing Valve Lifters 
On "58 Mercurys 


V ALVE lifters on the 58 Mercurys 
can be easily replaced without 
removing the intake manifold and 
pushrod cover. 

Wind several layers of small, in- 
sulated copper wire on a 5/16” bolt 
two inches long. Run two small 
flexible lead wires through a length 
of wiper hose and fasten them to 
the coil of wire on the bolt. Re- 
move the rocker arms and push- 
rods. 

Insert the electromagnet down 
through the head to the lifter to be 
replaced. Connect the lead wires to 
a battery and raise the lifter out 
of the block with the magnet. The 
openings at each end of the head 
are too small for the lifters to pass 
through, but after clearing the 
block they can be moved over to 
the middle of the head and brought 
right out. Replace in reverse order. 
—Victor McGee, 1111 Ridgeway 
Street, Mayfield, Kentucky. 
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installing Pistons, Pins 
On V-8 Chevrolets 


— tools to remove and re- 
place the pins in the rods and 
pistons in V-8 Chevrolets or other 
motors with press fit are costly. We 
have found a suitable substitute: 
An impeller shaft from a Plym- 
outh or Dodge water pump is per- 
fect for the driver. It fits perfectly 
in the middle of the pin and is 
just the right length to drive it 
far enough. A 1” pipe nipple 2” 
long makes a perfect backer and if 


extensions are needed, a sleeve and 
another nipple can be screwed on. 
This makes a speedy tool and the 
component parts can be found in 
the junkpile.—Earle L. Allen, Allen 
Motors, Jacksonville, Texas. 


Lifting Out Distributor 
On 1958 Mercurys 


HEN removing the distributor 
on some 1958 Mercurys, oc- 
casionally after removing’ the 
clamp the distributor will rotate 
easily in the engine block, but it is 








PART-TIME BRAKES cause 
FULL-TIME TROUBLE 


Get full details and prices—Call your World Bestos Distributor 


Wortp 
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impossible to lift it up and out of 
the hole. 

The trouble is caused by exces- 
sive length of timing chain cover 
cap screw, which is located direct- 
ly below the distributor. The extra 
length causes screw to penetrate a 
groove in the distributor housing, 
preventing upward movement of 
distributor. 

By using a thin wrench between 
the cover and water pump, the cap 
screw can be backed out sufficient- 
ly to allow removal of the dis- 
tributor. Adding a sawed-off flat 





washer under the head of the cap 
screw before it is again tightened 
will prevent future trouble.—Ike 
Waldron, Hanna Lincoln-Mercury 
Co., 717 Crockett Street, Shreve- 
port, Louisiana, 


Making Check to Find 
Broken Axle Shaft 


ERE is a way to check for 
broken axle shaft and to 
determine in a hurry which one is 
broken: 
Jack up the vehicle under dif- 









































DON'T TAKE CHANCES ... 


Install WORLD BESTOS “PFT” 
(Prescribed Friction Truck) the 
brake lining sets built to develop 
maximum stopping power for 
light and medium trucks in hard- 
driving, multi-stop service. 

Safety and dependability are the 
most important benefits you can 
give your customer. Build your 
reputation for guaranteed satis- 
faction! Give your customers the 
right combination of stopping 
power, fade control and long wear 
with WORLD BESTOS “PFT”. 


Get “PFT” —for trucks and buses—in Bonded Shoe Exchange 
Sets or in packaged segments] for riveting or for bonding. 


or write direct to WORLD BESTOS, NEW CASTLE, INDIANA 


BESTOS — 
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ferential and remove oil check 
plug. With a screwdriver or other 
suitable object, prevent ring gear 
from turning, while reaching over 
to turn one of the rear wheels. If 
the ring gear tries to turn, other 
axle is broken. If no pressure is 
felt on the ring gear, that axle is 
broken. If both sides turn the ring 
gear and there is still no drive to 
the rear wheels from the engine, 
put vehicle in gear and hold one 
rear wheel, turning the other. This 
will turn the ring gear and drive 
shaft also if broken, but lock if 
not broken. 

The trouble is in the transmis- 
sion or clutch if it does not show 
up in the above check, and is 
sometimes very difficult to find 
without dropping drive shaft on 
closed drive-shaft-type vehicles.— 
Jack Robinson, 505 N. Franklin, 
Anthony, Kansas. 


Repairing ‘58 Mercury 
Sway Bar Bushings 


HE 1958 Mercurys have iour 

front sway bar bushings, and 
while the outer ones give no trou- 
ble, the two inner ones work loose 
and cause a bad rattle under the 
car. 

Examination always shows that 
side thrust on the bushings has 
sheared the ears on the metal spac- 


HARDWOOD BLOCK 
RUBBER BUSHING 
SWAY BAR 





er between clamp and bushing, 
causing the spacer to fall out. Re- 
placing the spacer with another 
doesn’t do much good either. A bet- 
ter repair can be made by eliminat- 
ing the spacer altogether, using a 
hardwood block of the proper 
thickness, as shown in sketch.— 
R. D. Hudgens, 2814 Lillian Street, 
Shreveport, Louisiana. 





Preventing Bit Breakage 
When Using Hole Saws 


wm the installation of radio 
antennas, speakers, back-up 
lights and other accessories, we do 
a lot of hole cutting with hole saws 
equipped with a quarter-inch bit 
in the center and when bit drills 
through the metal it is difficult to 
keep it from breaking. 

To avoid breakage, use a quar- 
ter-inch drill and bit, drill the cen- 
ter hole where template mark is 
and then instead of a bit in the 
center of the hole saw, use a piece 


143 














of quarter-inch steel rod—an old 
screwdriver bit or any quarter- 
inch round stock. Taper the end 
slightly and drill the hole with 
hole saw. 

We keep a piece of round stock 
in each hole saw to avoid changing 
each time we want a different size 
hole saw, since the larger the saw 
the more bits that get broken. This 
method also prevents drilling a 
quarter-inch hole in a second panel 
in close places.—Jack Robinson, 
Shop Foreman, Roach Chevrolet 
Company, Anthony, Kansas. 


ns the Oil Leaks 
In Rear Main Bearing 


HEN replacing rear main bear- 

ing oil seals in some General 
Motors cars, the job can be made 
easy by using a short piece of the 
braided metal covering from an 
aerial lead-in wire. 

Remove rear main bearing and 
seal from the top half of the bear- 
ing and loosen remaining main 
bearings to let the shaft have a lit- 
tle give. Sharpen one end of seal 
with a razor blade, inserting sharp 
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MORE THAN A QUARTER CENTURY 


OF MUFFLER MANUFACTURING PROGRESS. 


Write Department 7 for details. 
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end in one end of the loom from 
radio aerial lead-in wire. 

Place the piece of loom over the 
crankshaft through the upper main 
bearing seal groove and slowly 
turn crankshaft, while pulling on 
loom and working seal. The harder 
the pull on the loom, the tighter it 
will grip the seal. 

I have used this method with 
success on six-cylinder Chevrolets 
and Oldsmobiles. — Arden Grubb, 
Davis Motors, Louisa, Kentucky. 


Discovering the Smoking 
In Valve Seals 


er late-model overhead-valve 
engines smoke excessively and 
to avoid needless repairs, we have 
a method to determine whether or 
not valve seals are causing this, as 
they often do. 

By placing a thin piece of shim 
stock between cylinder head and 
rocker arm shaft support to cut off 
oil supply to valve rocker arms 
and valves, engine can run long 
enough to determine whether valve 
seals are causing trouble without 
damaging valve system, as a light 
film of oil will remain there. If 
engine stops smoking after run- 
ning it at fast idle three or four 
minutes, valve seals are faulty or 
guides are worn. If engine contin- 
ues to smoke, valves require no 
service.—James D. Martin, Service 
Manager, Jack Hughes Motors 
(Ford), 100 E. San Antonio, San 
Marcos, Texas. 


Retaining Air Pressure 
On Overhead Valves 


HEN using air pressure to hold 
up the valve while replacing 
springs or keepers, it is sometimes 
quite difficult to get a hookup on 
some of the overhead valve V-8s. 
The best way I have found is to 
braze a fitting with quarter-inch 
female pipe on one end to an old 
spark plug shell, leaving the female 
end out. Fasten a male quarter- 
inch pipe fitting to one end of a 
two-foot length of well-used, flex- 
ible air hose. To the other end 
fasten suitable fitting to connect 
with your regular air hose after 
chuck is removed. 

Screw the plug shell into the 
head first. Then the hose can be 
bent and twisted in behind ob- 
structions to screw the male fitting 
into the one in the plug shell.— 
—Victor McGee, 1111 Ridgeway 
Street, Mayfield, Kentucky. 


Try Your Hand 
And Win Seven Bucks! 
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For SAFER 


Baro 


New HOLMES 
TOWING SLING 


The new Universal Car Guard Tow- 
ing Sling provides a very fast, safe method 
of handling all cars, without scarring, 
denting or defacing light chrome and 
body parts. This is made possible by 
suspension on high strength, durable 
fabric straps that affords a new type of 
cushioned safety. The Holmes Sling is 
furnished with V-type spacer bars, lifting 
straps and 2 sets of chains with 4 differ- 
ent hook attachments. It is easy to install, 
profitable to use. 


more PROFITABLE 


ae see SMR eg \ 


. 4 


New HOLMES 
PUSH BUMPER 


This husky new Push Bumper and grill 
guard was designed to provide protection 
for all wrecker users. It is furnished with 
heavy mounting brackets which fasten 
directly to the truck frame and replace 
the original bumper. The Holmes Push 
Bumper is supplied with brackets to fit 
most popular trucks and can be obtained 
with an optional replaceable rubber fac- 
ing. Send today for full details on, this 
much needed truck bumper. 


HOLMES 525 WRECKER 


The 525 Model is a 12 ton wrecker of moderate size, 
ideal for handling any automobile or average truck. 
This unit has a rated capacity of 6 tons per boom. 
It is fast, flexible and built with a long 
range of operation capable of perform- 
ing a wide variety of work. The 

unit and platform-type body 

may be very profitably 

used on any of the 

popular 1% or 2 ton 

trucks. Send TODAY 

for details. 


Pay 
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More proof that good men can “Grow with Texaco’ 


TEAMING up with Texaco last year has already 
paid off for the Barney Holland Oil Co., of Fort 
Worth, Texas, and their 50 Dealers. 

The company has been in successful opera- 
tion since it started in 1928. Yet, in less than 
six months after switching to Texaco, its 
through-put in 50 Dealer outlets has increased 
by a whopping 28 per cent! 

“We are very happy to be connected with a 
national organization like Texaco,” says Vice 
President Barney Holland, Jr. “Texaco products 


’ 


are so well known, and so good, that it makes 
our job of selling easier. We benefit from Texaco 
national advertising —Texaco is the only petro- 
leum company selling its complete line in all 
48 states. 

“Our Dealers are glad that we made the change. 
I’m sure they would advise any man wanting to 
go into the service station business to get a 
Texaco station. And our experience indicates 
that it is a wise move for a Distributor to change 
to Texaco.” 


SUCCESSFUL OPERATORS: President Barney Holland and his 
son, Barney, Jr., head up the company. They operate three 
gasoline motor transports, one oil transport and twe trucks 
for delivery of other Texaco products to their fifty outlets. 


Want more facts? Use Reader Service Card Page 105 
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THEY’RE GLAD THEY SWITCHED! 


“OUR BUSINESS has picked up greatly,” 
says Dealer Norman Brannan, Fort 
Worth. “The Texaco sign has brought 
us new trade, and our old customers 
are glad we changed brands.” 


RY 
“OUR CUSTOMERS prefer Sky Chief “My BUSINESS has more than doubled 
Su-preme over our former brand of since we went with Texaco,” says Dealer 
gasoline,” says Dealer Hillard Bell, W. L. McCoy, Fort Worth, who has 
Fort Worth. “Credit Card business has been in business for 30 years. “Texaco 
increased 15% since September 1.” products are well known.” 


Why there’s a solid future with Texaco 


HERE are 6 reasons why Dealers and Distributors grow at 
Texaco: (1) Petroleum products known and accepted by 
car owners in all 48 states. (2) Biggest national advertis- 
ing program. (3) Dramatic point-of-sale promotion mate- 
rial. (4) The only petroleum credit card honored under one 
sign in all 48 states and Canada. (5) The right retailer 
policy ... Texaco doesn’t compete with its Dealers. (6) The 
best opportunity to cash in on “touring” business, because 
Texaco customers at home like to stop at Texaco stations 
when on the road. This means that each Texaco Dealer has 
38,000 other Texaco Dealers helping him. 


NO QUESTION ABOUT IT, Texaco offers a solid 
future to good men. Proof: 20,096 Texaco 
Dealers have been with us 10 years or more, 
and some more than 45 years. 683 Distrib- 
utors have been with us for at least 20 years 
... some more than 45 years. 


THE TEXAS COMPANY 


IF YOU'D LIKE to grow with Texaco get in touch with the Texaco Division Office 
nearest you: Atlanta, Ga.; Boston 16, Mass.; Buffalo 9, N. Y.; Butte, Mont.; 
Chicago 4, Ill.; Dallas 2, Tex.; Denver 3, Colo.; Houston 2, Tex.; Indianapolis 1, 
Ind.; Los Angeles 15, Calif.; Minneapolis 3, Minn.; New Orleans 16, La.; 
New York 17, N. Y.; Norfolk 2, Va.; Seattle 1, Wash. 
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Jobber News 


{continued from page 53) 





15 Southerners Join 
Ranks of NSPA 


a Southern wholesalers 
and warehouse distributors 
were among 55 companies recently 
joining National Standard Parts 
Association, bringing the member- 
ship to an all-time high. 

New Southern wholesaler mem- 
bers are Motor Equipment Co., 


Albuquerque, N. M.; Knigge Auto- 
motive Supply, Houston, Texas; 
Car Parts, Inc., St. Louis, Mo.; 
Kansas Rebabbitting Co., Inc., 
Wichita, Kan.; Leader Automotive 
Supply Co., Inc., St. Louis, Mo.; 
Central Automotive Supply Co., 
Knoxville, Tenn.; Motor Supply 
Co., Inc., Monroe, La.; Service 
Parts Co., Inc., Minden, La.; Parts 
Service Co., Montgomery, Ala.; 











This HI-LINE 
AUTOMATIC 
TRANSMISSION TOOL 
KIT IS WORTH $50.00! 
Metal cabinet contains 
22 tools for servicing 
every type of automa- 
tic transmission. 


To get this valuable 
tool kit, write for the 
S.A.E. HI-LINE 
AUTOMATIC 
TRANSMISSION 
PARTS CATALOG. 
Send us your order 
totaling $200.00 or 
more and the tool kit 
is yours! You save 
$25.00! Offer good for 


limited time, only. 


106 West 63rd Street 
New York 23, N.Y. 
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THIS AUTOMATIC TRANSMISSION 
BUSHING TOOL KIT 
IS YOURS FOR ONLY *25" 


With your order for $200.00 or more of Automatic Transmission Parts! 





Arthur Auto Parts Co., Lynchburg, 
Va.; Brake Service Co., Inc., 
Winston-Salem, N. C.; Dixie Diggs 
Auto Parts, Inc., Hampton, Va., 
and Service Station Supply Co., 
Atlanta, Ga. 

Warehouse distributors are Parts 
Warehouse Co., Augusta, Ga., and 
United Warehouse, Inc., Jackson- 
ville, Fla. 


Floyd McLean Awarded 
Additional Honors 


LoyD C. McLean, president of 
McLean Auto Supply Co., 
Laurinburg, N. C., has been elected 
chairman of the board of trustees 
of Scotland County Memorial Hos- 
pital at Laurinburg. 
The 130-bed hospital is unique 
in that no tax money was used or 
bonds sold. It is community-owned. 


Floyd C. McLean 


McLean, a past president of the 
Virginias- Carolinas Automotive 
Wholesalers Association and the 
North Carolina Automotive Whole- 
salers Association, in the last two 
years has helped in a drive that 
raised over $3,000,000 to build a 
consolidated Presbyterian College 
at Laurinburg. 


Dallas Firm Changes Name 


Harvey-Merrithew Co., manu- 
facturers’ representatives in Dal- 
las, Texas, became the John D. 
Harvey Co. effective April 1, John 
D. Harvey announced. The com- 
pany began business with the lat- 
ter name, then was joined by 
Harry E. Merrithew and the com- 
bination name adopted. Merrithew 
died about ten years ago. 


“Our new parts man is James 
Landrum,” announced Newton 
Jones, buyer and assistant manager 
of Jones Battery & Auto Parts, 
Laurel, Miss. 
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The 


MOA. MYSTERY MAN 


has *52°2 for you 


The next driver who comes into your cate. You can win several times, so 
station may be an M.O.A. “Mystery suggest M.O.A.toall yourcustomers. 
Man.” Over 350 M.O.A. “Mystery You also get valuable premiums with 
Men” all over the U.S. are now mak- every carton you buy. 

ing regular stops for gas and oil... 
waiting for you to suggest Du Pont 
M.O.A. Do this, and the driver will \ 


at 


\ FREE PREMIUM 


_—_—_- r 
* 4 
= 4 COUPON WITH 
pe \ EVERY CARTON 
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( Ol DONT ) BETTER THINGS FOR BETTER LIVING. . . THROUGH CHEMISTRY 


RES. U. 5. PaT.OFF 


DU PONT N° 7 M.O. 
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hand you a $5.00 cash-bonus certifi- 
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“ CERTAINLY WE SERVICE 
FLYING CARPETS, BUSTER — 
JUST YOU BRING ONE IN!" 


motor jobs turn out sweeter 
when you install. . . 


NMNaniey 


airchrome valves 
and springs 


Manley Valve Corporation, 1 5th St. & Fairmount Ave., 
Philadelphia 30, Pa. Supplier to leading original 
equipment manufacturers. District Sales Representa- 
tives: Hirsig-Brantley Co., Jacksonville; J. S. Connell 
Co., Dallas. 





Pictured are members of the 
Tampa (Fla.) Automotive Jobbers 
Association, who last month 
elected R. L. Brown, The Tampa 
Auto Parts, Inc., president; L. W. 
Preston, Truck Equipment & Sup- 
ply Co., vice-president, and Al 
“Dusty” Lopez, Jr., Auto Parts & 
Machine Co., Inc., secretary-treas- 
urer. Seated are (l. to r.): Bob 
Deriso, The Tampa Auto Parts, 
Inc.; J. P. Floyd, Floyd Wholesale 
Tire & Supply. Inc.; J. Frank 
Davies, Motor Parts Co., Inc.; Mrs. 
Bob Deriso; Mrs. Kay Darby, re- 
cording secretary: J. A. Long- 
necker of the Tampa office of the 
U. S. Dept. of Labor, who ad- 
dressed the meeting: C. K. Reaves, 
Reaves Auto Parts & Service, re- 
tiring president, and C. M. Bird, 
Jr., Bird Auto Supplies. Standing 
are (l. to r.): W. C. Stephens, 
Partsco Automotive Supply, Inc.: 
Al Jones, Sr., Al Jones & Co.; 
Lopez; Charles H. “Chuck” Davis, 
executive secretary of Florida 
Automotive Wholesalers Associa- 
tion: William J. Berkhan, Jr., 
Power Brake & Equipment Co.; 
Al Jones, Jr.; Preston; H. S. Cos- 
ton, General Auto Supply, W. C. 
Krewson, Floyd Wholesale Tire & 
Supply, and W. R. McCarley, 
Grant Piston Ring Sales. 


Moore Brothers Erects 
New Houston Home 


OORE Brothers Electric Co., 

Houston, Texas, will move 
from its present location at 1515 
Milam after 30 years to a new 
building under construction at 
2003 Clay at Chartres about May 
15, President R. F. Lusk an- 
nounced. 

Occupying a quarter of a block, 
the building covers 22,500 square 
feet and is valued in excess of 
$200,000. A parking area 150’ long 
is provided across the front. 


Fenn of Florida Adds Space 


B. H. Fenn, owner of Millville 
Auto Parts, Panama City, Fla., has 
completed an addition to his pres- 
ent building doubling his total 
floor space. 

(More Jobber News on page 154) 
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Now... at last an 
experienced auto 
air conditioner man- 
ufacturer offers a 
combination Heat- 
ing and Cooling 


> under-dash unit... 


it’s name: 


Heating and/ or | ooling 


heres what you get... 


Instant Cooling with Tecumseh high speed compressor 
Warner Electric Magnetic clutch thermostatically controlled 
insures constant temperature automatically with no freezeups 
High velocity twin blower fans for quiet operation 
Three directional louvres for complete air control 
Push button controls at your finger tips © 
Factory performance Warranty “! 
Quick installation makes it easily transferable 


As Dealer-Distributor You are assured by: 


%* An experienced manufacturer of auto air conditioning offering a unit with proven past performance 
* Easy installation and Trouble-Free service building customer confidence 

* Good Profit margin although at competitive retail sales price 

* Unit fits all makes, all models, all body styles 

* Quality engineered in design and all component parts 


Factory in Tyler, Texas 
Jack W. Durrett, Sr., President 
Over 25 years in the automotive business 


Telephone Riverside 1-3838 2915 Canton Street, Dallas 26, Texas 2 
Write — Wire — Call 


Some Territories Available NOW for Distributors and Dealers 
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WHAT DO YOU MEAN “PEOPLE WON'T PAY 
THE PRICE OF A QUALITY BRAKE JOB”! 


a fool to drive knowing that the brake 
lining on his car wouldn’t last after 
six or seven consecutive stops—or 
even one or two emergency stops! 


Seriously, does anyone really think 
that there’s a single motorist on our 
accident-ridden highways who 
wouldn’t be glad to know the difference 
between quality and cheap brake lin- 
ing? And if he knew the possible tragic 
consequences, would he buy inferior 
lining just to save a dollar? Of course 
not! The trouble is that brake lining 
can be deceptive. Cheap lining /ooks 
the same as the good, reliable kind. 
And here is where the “junk” brake 
lining manufacturers come in. 
Because they know that it takes a 


152 Want more facts? Use Reader Service Card Page 105 


brake lining engineer to tell good 
lining from bad, irresponsible outfits 
flood the automotive after-market 
with gyp brake lining. Behind their 
products are the cheapest materials 
in the world, criminally poor produc- 
tion methods and a complete lack of 
quality control. They don’t know the 
meaning of testing or research. Their 
only concern is to make a fast buck 
from the unsuspecting public. 

The unscrupulous brake lining 
manufacturer would be the last per- 
son to use his own product. He’d be 


We believe that if jobbers, 
rebuilders, dealers and the public 
know the danger of using cheap lining 
they will refuse to buy and handle it. 
Bendix and the other manufacturers of 
quality brake lining hope that you will 
help put the back-alley outfits out of 
business. Until we do, the automobile 
owner and his family will pay for 
cheap lining with more than money. 


SOUTHERN AUTOMOTIVE JOURNAL for April 1958 








IT TAKES MORE THAN 
A BUCKET AND A KITCHEN STOVE 
TO MANUFACTURE 
QUALITY BRAKE LINING fer 


Marshall-Eclipse Division, manufacturer of Bendix-Eclipse brake blocks and linings, Troy, WN. Y. 


Largest test fleet of cars and trucks in the industry . . . exhaustive laboratory testing is verified on proving ground and actual over-the-road conditions. 


Brake lining is one of the most important parts on a 
car from a safety standpoint. It takes an engine weigh- 


ing hundreds of pounds to propel over two tons of steel 
at speeds in excess of a mile a minute. Yet, brake lining 
—a product weighing less than two pounds—is called on to 
reverse this process in a matter of seconds. 


It’s obvious, then, that a dependable brake lining 
manufacturer has to know what the score is. Pressed 
cardboard will stop a car traveling at slow speeds—if 
you have unlimited space in which to stop, and you 
only have to stop once. 


Producing a product that meets today’s tremendous 
braking requirements calls for years of experience, 
continuous research, big financial investments, top 
engineering talent, vast testing facilities, and above all, 
skill. Marshall-Eclipse is strong on all counts— | 
especially skill. Practically every automotive manu- ' = 
facturer in this country recognizes the superior quality 
of Bendix-Eclipse * Brake Lining. It has been selected 
for original equipment on more new vehicles than any 
other make. And the decision of these vehicle manu- 
facturers to use Bendix-Eclipse results from their own 
exhaustive laboratory and proving ground tests. 


Specially designed dynamometer evaluates friction, wear, fade and durability of Bendix 
brake blocks and linings. 


Yes, it takes more than a bucket and a kitchen stove 
to manufacture quality brake lining. There can be no 
compromise with know-how when a life may be at 
stake. Play it safe. Order your stock of Bendix-Eclipse 
brake lining now. Then you can be sure. *rravemarK 


Laboratory control assures that the high quality of Bendix brake blocks and linings is 
uniformly maintained. 


BENDIX-ECLIPSE 


Marshall-Eclipse Division 
Troy, New York 
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Jobber News 


{continued from page 150) 





Tennesseans Book Expert on Labor 
For Gatlinburg Meet April 27-29 


A TOPNOTCH speaker on em- 
ploye and labor relations 
will be among the addresses sched- 
uled for the annual convention of 
the Automotive Wholesalers As- 
sociation of Tennessee, Executive 
Secretary Keith Broyles. an- 
nounced. The meeting will be held 


April 27-29 at the Riverside Hotel 
in Gatlinburg. 

He is Joseph W. “Uncle Joe” 
Lawson of Princeton. W. Va., 
president of Southeastern Em- 
ployers Service Corp., which he 
founded in 1945 after service with 
the Department of Labor and 








customer satisfaction and profits. 


That’s why we make P & D Ignition Parts the best on the market. It’s 
why we select our raw materials with care, engineer them for top 
performance, and give them a triple inspection before shipping. We 
call the result Quality Controlled. You'll call it just what you hoped 
some manufacturer would have the foresight to give you, to help build 





MANUFACTURING CO., INC. 


Established 1920 
19-02 Steinway St., Long Island City 5, N.Y. 


Export Sales: Borg Warner loternational, 36 So. Wabash Ave., Chicago 3, Il) 
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J. M. “Hot Shot” Nelson, above, 
president of Holston Auto Supply, 
Kingsport, Tenn., is the president- 
elect of AWAT. Other officers to 
be installed at the close of the con- 
vention this month are John W. 
Duke of Nashville, vice-president, 
and these board members: Ed Long 
of Bristol, Glyn Bounds of Knox- 
ville, Russell Johnson of Chatta- 
nooga, R. H. Chilton, Jr., of Nash- 
ville, Carl Schultz of Gallatin, 
Robbins Mitchell of Paris, H. A. 
Richardson of Jackson and Henry 
Halbert of Memphis. Continuing 
on the board for the second year of 
their two-year term will be A. M. 
Downing of Nashville, the retiring 
president; A. D. Moody of Knox- 
ville, Harry Maxwell of Nashville 
and P. R. “Mike” Cochran of 
Camden. 


which serves employers through- 
out the Southeastern United 
States. 

Other speakers will include 
Nathan M. Roberts, former man- 
ager of the Automotive Whole- 
salers Association of Alabama and 
now manager of the rapidly ex- 
panding Automotive Parts Re- 
builders Association, with head- 
quarters at Chicago; William C. 
“Bill” Herbert, editor of SOUTHERN 
AUTOMOTIVE JOURNAL, whose sub- 
ject will be “What the Car Dealers 
Are Thinking,’ and arrangements 
were being concluded at press- 
time for addresses by a representa- 
tive of the Atomic Energy Com- 
mission from nearby Oak Ridge 
and possibly some NSPA or 
MEWA member who would discuss 
the joint committee’s report on 
unifying the national associations. 

A safety film will be shown by 
the Tennessee Safety Department. 

Several wholesalers from Ken- 
tucky are expected to attend, since 
they are interested in starting a 
state association there. 

The hotel’s heated swimming 
pool and excellent dining facilities 
will be open to all attending, re- 
gardless of where they are staying, 
Broyles said. Aside from the 100- 
plus members of AWAT, all job- 
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New building of Voss-Hutton-Bar- 
bee Co. in Russellville, Ark., occu- 
pies the same location as the old 
one, which was burned in Febru- 
ary 1957, except that allowance 
has been made for parking on the 
side. The main office of the com- 
pany is in Little Rock. The official 
housewarming was held Feb. 27. 


bers, Boosters, AARs and factory 
representatives are invited, he 
added. 

“Additional interest is being 
shown in the association, par- 
ticularly in West Tennessee,” the 
manager reported. “The business 
insurance program alone makes it 
possible for most jobbers to belong 
cheaper than to be on the outside— 
a unique situation for any trade 
association!” 

“Get acquainted” activities will 
prevail Sunday, April 27. 

While the business sessions are 
held Monday and Tuesday, a de- 
tailed program for the ladies has 
been arranged, including lunch- 
eons, mountain tours and style 
show. 

Concluding event will be the 
banquet Tuesday night. 

Jack Black of Knoxville is the 
retiring vice-president of the as- 
sociation. 


MEMA Names Lanning 
General Manager 


er general manager of Motor 
and Equipment Manufacturers 
Association is Frederic J. Lanning, 
who succeeds the late A. H. Eich- 
holz. 

Lanning has been manager of 
the association’s credit department 
and a member of the executive 
staff for the past 20 years. Presi- 
dent is Richard H. Wilbur of Ken- 
dall Mills Division, The Kendall 
Co., New York, N. Y. 


Niehoff Names Southern Heads 


New Southern district managers 
for C. E. Niehoff & Co., Chicago, 
Ill., are Joseph T. Tuggle, Alaba- 
ma, eastern Mississippi and central 
Tennessee; Clarence  Bellenger, 
Arkansas, western Mississippi and 
eastern Tennessee; Richard F. 
Koerner, Delaware, Maryland and 
Washington, D. C., and Norman L. 
Schell, New Mexico. 


Automotive transmission parts 
have been added to the line of 
Southside Automotive, San An- 
tonio, Texas, according to Owner 
John W. Hawkins. 








a : _ Here’s what you get... 


when 
VOW 


bit) eo 


BA | 0 


Reduced risk of scuffing and scoring assem bly 


from marginal lubrication. Assures f 
smoother engine operation. S e t S 


Latest modern automotive designs. 
Conformable to wear and distortion 
$0 a positive seal is maintained. 
2 to 4 times longer wear from 
CHROME faces. 


ADA, One package for one engine 
Be, “onviete set ‘ 


Pll 


Engineered to work together in 
complete harmony for most effi- 
cient operation and more hours of 
actual service. 


BASIC 


BASIC SLEEVE ASSOCIATES 
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tive source of information avail- 
able, as far as the wishes, wants 
and thinking of those customers 
are concerned. And there is no bet- 
ter way, nor a more opportune 
time, to obtain this information 
than through the medium of free 
expression during a company sales 
meeting. 

The boss or sales manager can, 
and does, provide useful informa- 
tion to the salesmen, but of equal 
importance, the salesmen, in turn, 
can contribute new ideas for bet- 
ter merchandising, promotion, etc., 


important Angles to Keep in Mind 
When Holding Salesmen's Meetings 


By CARL S. JOHNSON* 


Vice-President, Automotive Electric Associates, Inc. 
Charlotte, N. C. 


meeting get away from you and 
the subject. 

The salesman, through his daily 
contacts with your customers, can 


G*#s meetings are designed pri- 
marily to help the salesmen 
and they should not be a mere oc- 
casion for management to “sound 


off.” be the most reliable and authorita- 


without 


SUSPENSE 


The overworked term “sales 
meeting” so often carries with it 
the connotation of boredom, or 
creates the picture of a “captive” 
group of men sitting around gath- 
ering corns on the reverse side of 
their laps, while some luckier per- 
son—usually the boss or sales man- 





= ™ No come-back worries when 
: you install Moog Under-Car 
Parts... designed and built to 


fit better, last longer! 








*Excerpts from an address before 

the spring convention of the Vir- 

—— ee ee Whole- 

salers ssociation at Winston- i 

Salem, N. C., last month. The speak- Suspension parts have been 

er is the retiring vice-president of - Moog’s primary business for 
VCAWA. F cag nearly 40 years. No other man- 


ufacturer in this field offers 


MOOG 











ager—stands on his feet, expound- 
ing a lot of half-baked ideas of 
dubious value to his hapless vic- 
tims! 

This, fortunately, does not have 
to be the true picture. 

We try to develop our own sales 
meetings as a sort of informal oc- 
casion for group discussion, rather 
than a session for long-winded 
oratory on the part of the boss, the 
sales manager or participating 
manufacturers’ representatives. 

The person in charge of the 
meeting should create an air of 
easiness by encouraging free dis- 
cussion and try to draw every man 
present into the “act.” Call your 
sales meeting by some other name, 
if you wish. Call it a sales clinic, a 
“brainstorming” session, or what- 
have-you, but always encourage 
spontaneous expression. Not, how- 
ever, to the extent of letting the 
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you more experience... a more 
complete line... greater assur- 
ance of customer satisfaction. 


Dis@over for yourself what 
leading wheel alignment ex- 
perts know: The BIG ONE in 
SUSPENSION is MOOG! 


MOOG INDUSTRIES, INC. 
St. Louis 14, Mo. 














“MOOG MEANS MORE 


UNDER-CAR BUSINESS 
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MOOG SPECIAL 
STEERING DEVICES 
“Poor man’s power steering” 
MOOG SHOCK ABSORBERS 
Ride long and easy 
after others fail 


™ 
+ 


MOOG COIL ACTION 
Original designs available 


exclusively from Moog If 
‘MOOG OVERLOAD SETS } 


Complete line . .. autos 16 heavy trucks ‘, 


MOOG LEAF SPRINGS 
Electrically heat-tempered heavyweights 


MOOG BALL JOINTS 
Eliminate stud end-play 


MOOG KING 
BOLT KITS 
Solid bushings... 
precision fit 


MOOG TIE ROD ENDS 
With “Gusher-Bearings” 
for longer life 


7 
p xhaust /\nd [Moog 


i “Sell safety; cOMTOT and economy. Sell the complete 
under-car job! That’s the big idea behind Moog’s 
BEAM program. See your Moog Jobber for profit- 


‘Moos COIL SPRINGS 

Designed with Built-in ™ ‘Sy 

Overléad age bw /, 
\™ s 





The annual regional sales confer- 
ence of Ditzler Color Division of 
Pittsburgh Plate Glass Co., held re- 
cently at the Atlanta (Ga.) Bilt- 
more Hotel, was one of five meet- 
ings held for representatives of the 
Ditzler Refinish Division, at which 
1958 sales and merchandising 
plans, new products and services 
were presented, The meeting was 
held under the direction of Ditz- 
ler’s Southeastern sales manager, 
George W. Williams. 


because they, better than anyone 
else within your organization, are 
in a position to keep their fingers 
on the “pulse” of your customers. 

Always plan your meetings with 
your customers and prospects in 
mind. 

Whenever you speak to your 
salesmen, or whenever some fac- 
tory representative speaks, care 
should be taken to avoid mention- 
ing features that are supposed to 
be “good,” unless a full explana- 
tion is given as to why these fea- 
tures are so very important to the 
buyer. 

Good quality, in itself, never 
sold anything. The features that 
make up “good quality” sell a 
product only when they are pre- 
sented in terms of why they are 
important to a customer. In other 
words, a “reason why” is what 
counts. Consequently, sales meet- 
ings should spotlight the products’s 
qualities, applications and mar- 
kets. This adds authority to the 
story you are trying to get across 
to your men. Anything they 
understand and believe in they 
can sell. 

You may have many good rea- 
sons for holding a sales meeting, 
but make sure you choose one 
basic reason of prime importance, 
which you should use as a spring- 
board. Then prepare your program 
with that goal in mind. If the ob- 
jective is to teach salesmen how to 
sell more of a certain product, 
make sure that this product is the 
first order of business and stick to 
it. 

The meetings in which a limited 
number of subjects are thoroughly 
discussed are usually more fruitful 
than one that merely scratches the 
surface on a lot of material. After 
all, the salesmen can put into prac- 
tice only the sales story they com- 
prehend, and confusion, uncertain- 
ties, or failure to understand 
should be precluded even at the 
cost of limiting the material cov- 
ered. 
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Tungsten Vent-0-lated for 


better performance — 
longer life. 





Pre-assembled. A cinch 
to install. 


12 sets do the job of 20 — 
reduces your inventory. 





Geto lalehaclad lalate mi Gro eam later 


Fair Lawn, New Jersey 


Send today 
for FREE 
information 
about 


KEM 1-PIECE 
‘> ~~ Vent-0-lated 
~~ CONTACT SETS. 


Firm name 
Address 





( Gas station () Repair shop () Wholesaler 


Your parts distributor 


FOR ADDITIONAL INFORMATION 
WRITE FOR CATALOG SA-4 
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H. B. Hastings of King, N, C., 
shown here, will be among the of- 
ficials directing the regional meet- 
ing of Automotive Parts Rebuild- 
ers Association to be held Wednes- 
day. April 23, just before the open- 
ing of the Southeast Automotive 
Trade Conference at the Bon Air 
Hotel in Augusta, Ga. Hastings is 
first vice-president of APRA. Irv- 
ing Chafetz of Kimco Auto Prod- 
ucts, Inc., Memphis, regional di- 
rector of APRA, will be in 
charge. Others participating will 
include Executive Secretary Nath- 
an M. Roberts and Second Vice- 
President R. R, “Dick” Neil, Jr., 
of Nashville, Tenn. 


Florida Firm Sponsors 
Transmission Training 


marae demand for highly- 
trained transmission specialists 
prompted J. R. “Chic” Stradley of 
Stradley Motor Supply, Inc., Or- 
lando, Fla., to arrange recently for 
training loca] mechanics by a field 
instructor of Lincoln Technical In- 
stitute of Newark, N. J. 

Classes were held in Dynaflow, 
Ford-O-Matic, Hydra-Matic, Pow- 
erglide, Powerflite and Jetaway 
transmissions at Jim Doyle’s Au- 
tomatic Transmission Shop. Doyle 
assisted in instructing and training 
the 22 mechanics taking the 
course. 

Stradley has long been active in 
his state association also. 


Taylor Rejoins Gates Rubber 


David A. Taylor, Jr., has been 
named merchandising manager of 
the automotive and hardware sales 
divisions of Gates Rubber Co. A 
native of Washington, D. C., and a 
graduate of the University of 
Missouri’s School of Journalism, 
Taylor is on his second tour of 
duty with Gates, having been in 
the advertising department from 
1948 to 1954, when he left to join 
a Chicago advertising agency. 





I’m 

running 

up my 

he profits on 
‘brake 


FRICTION CONTROLLED 


SATTONAL § 


.-- Skilfully bonded 
by an experienced 
independent bonder 
in your area! 





National is brass-chip impreg- 
nated for better heat dissipation, 
gives longer service because it’s 
friction controlled. Extremely 
dense composition affords 
dependable braking in all 
weather 


Write now for details! 


NATIONAL BRAKE BLOCK 
COMPANY 


Since 1919 
37-17 57th STREET, WOODSIDE 77, N. Y. 
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this Ball and 
Socket Coupler 


BOATS AND mMoToRsS 

















Top: President McKenzie 
Above: General Manager Colley 


Labor Expert to Talk 
At Augusta Meeting 


N OUTSTANDING national au- 

thority on labor relations, 
Maynard Smith of Atlanta, Ga., 
will be among the prominent of- 
ficials appearing on the program 
for the April 23-25 Southeast 
Automotive Show Trade Confer- 
ence at the Bon Air Hotel in 
Augusta, Ga. 

Smith, an attorney, has long 
been retained by some of the 
largest corporations in the country 
to advise on labor matters. His ad- 
dresses have become known for 
their simplicity and clarity in ex- 
plaining what might otherwise be 
an involved subject to his listeners. 

Frank G. McKenzie of Bluefield, 
president of the Southeast Auto- 
motive Show, which will stage the 
conference, announced that nego- 
tiations were about to be con- 
cluded for one of the top execu- 
tives of the new-car industry to ad- 
dress the meeting also. 

John E. Colley of Atlanta, re- 
tired former Southeastern regional 
manager for Perfect Circle Corp. 
and now general manager of the 
show and conference, announced 
that reservations from  whole- 
salers, manufacturers and their 
representatives were pouring in at 
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The eye-catching Ideal package 
will ‘‘sell’’ on the shelf. Clear instruc- 
tions are on the box. 


Just check these sale features: 


Complete with ball—bolt of high tensile steel. 
Body is heavy, cold-forged steel, finished in 
baked enamel, 

Cam-operated double locking mechanism pre- 
vents accidental opening. 

No load or road shock can be transmitted 
to lock. 

Locking adjustment is positive—cannot change 
while in use. 

“One-hand” simple to use—no guesswork. 
Completely safe. 





These two rugged Hitch-Kwik couplers are all you 
need to stock for a complete inventory. 


Designed for heavy No. $-27 
duty service. « 

Recommended for 

loads of up to 

6000 Ibs. gross. 

2 inch steel bali— 


%, inch bolt a 


No. $-28 Designed for ordinary 
service. Recommended 
2 | for gross loads up 
‘ Laie 4000 Ibs 


1% inch steel bali— 
% inch bolt, 





Write for complete information 


MFG. CO. 
OSKALOOSA 
IOWA 
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This “Silent Salesman” 
Puts Your Message 
In Their Hands! 


@ Scripto pens and mechanical 
pencils keep your sales story at the 
fingertips of your prospects! 


@ Adgif offers you 40 fabulous 
models — ball pens with famed Rx* 
ink...pencils...sets—complete line! 


@ Eleven sparkling barrel colors... 
two tones ... nine contrasting sales 
message inks! 


@ Perfect as “calling cards”... for 
grand openings ... conventions... 
sales campaigns...gifts for visitors 

. to win jobber salesman and 
retail clerk cooperation. 





@ You can afford to use Scripto. 
Send this coupon now! 


ADGIF COMPANY 
A Division of Scripto, Inc. 
P.O. Box 4847, Atlanta 2, Georgia 


RUSH FACTS about using Scripto pens 
and pencils in my sales promotion acti- 
vities. Please include prices. | under- | 
stand there is no obligation. 
NAME 
TITLE 

COMPANY NAME 
COMPANY ADDRESS. 
CITY. STATE SA-82 I 


The World’s Largest Selling Line! Over ! 
70 Million Pens, Pencils Sold in issrt | 


8 




















poo - 
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Edgar H. Rogers, Jr., of Jackson- 
ville, Fla., will moderate a panel of 
four well-known Southern whole- 
salers, as part of the conference 
program, in which they will tell 
how they have trimmed their 
overhead and thereby boosted 
profits. 


press-time. 

Aside from meetings on Wednes- 
day, April 23, of the Georgia 
Automotive Wholesalers Associa- 
tion, Automotive Parts Rebuilders 
Association and several wholesaler 
warehouse groups, the program 
includes: 

Reception and outdoor barbecue 
beginning at 6:30 p.m. April 23. 

Addresses on Thursday and Fri- 
day by Maynard Smith; Joseph A. 
Anderson, general manager of AC 
Spark Plug Division of General 
Motors; T. J. Bone, trust officer of 
Citizens & Southern National 
Bank, Augusta, who will discuss 
legal aspects of dissolving a parts 
business in event of a death and 
the tax angles which arise. 

Managers of four state whole- 
saler associations will cover dif- 
ferent aspects of the value of such 
groups. The managers are Jesse F. 
Jones, Jr., of North Carolina, John 
W. Rooney of Alabama, Charles H. 
“Chuck” Davis of Florida and 
Keith Broyles of Tennessee. 

One highlight will be an address 
by Vernon Kleier of Ponca City, 
Okla., in which he will relate how 
the Automotive Wholesalers of 
Oklahoma, of which association he 
is immediate past president, has 
become the most outstanding of the 
state associations in promoting a 
program of training mechanics. 

Calypso singers will appear at 
the social events of the program, 
which will include the concluding 
banquet Friday night at which 
George Jason, New York enter- 
tainer who has appeared on many 
TV shows, will perform. 

Ned Holland of Greenville, S. 
C., and Ed H. Britton of Atlanta 
are vice-presidents of the show. 


GENERATORS 
STARTERS 
Fire! 
ARMATURES 
of highest quality 


THE VMC SYSTEM 
Established 1938 
and 
composed of independent 
rebuilders throughout 

the country using 

uniformly high standards 
in rebuilding 


QUALITY VMC UNITS 


THE VMC SYSTEM 


Atlanta 18, 
1/7 Georgia 








=: Ultra modern, comfortable guest i 


i rooms... excellent food at 
i moderate prices in our modern 
# coffee shop and cafeteria. 
i Radio and Television in room. 
Air Conditioned rooms in season. 
800 ROOMS $4 
WITH BATH from i 
cherge. 5 ee A aonioat $3 
char ree over $$ 
~ cemprores quests In PPAR it 
Ine l 


FAMILY RATES 
No Charge for Children 
12 and Under — 


Harry E. Paulsen, General Manager 
FACING GRAND CIRCUS PARK 


DETROIT 
Ey 
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Automotive NEWS BRIEFS 


(Continued from page 15) 





Taxing Dealers’ Reserves 
Slammed by Court 


TEXAS dealer has won over the 

Internal Revenue Service in U. 
S. District Court on the matter of 
taxing dealer reserves. 

A verdict ordered IRS to refund 
—with interest—taxes collected in 
1953-54 against dealer reserves set 
up, but not received, by Hine Pont- 
iac Co., Dallas, Texas. 

The judge, in making his de- 
cision, stated, “It is the soul and 
life blood of a tax against the citi- 
zen that the citizen should have re- 
ceived something which justified 
that tax.” 

It was considered a signal vic- 
tory for dealers. District courts 
have been disposed to rule in favor 
of IRS in previous cases, although 
the dealers have received favorable 
decisions when they appealed to 
circuit courts. 

“It is not considered likely that 
IRS will appeal the Texas decision. 
IRS apparently is content to lose 
an occasional case rather than take 
the matter to the supreme court in 
which a nationwide policy would 
be established in case of a dealer 
victory,” said a bulletin of the 
Tennessee Automotive Association 
from Nashville. 

“Despite several circuit court de- 
cisions against this IRS practice of 
taxing dealer reserves, whether 
they actually are accrued or not, 
IRS has refused to change the prac- 
tice. 

“Many Tennessee dealers have 
found themselves victims of this 
unfair taxing practice. TAA and 
NADA are working to have legis- 
lation passed that would prohibit 
IRS from taxing reserves not act- 
ually accrued.” 


UMS Sells Heavy-Duty 
Brake Fluids Only 


PoLicy of marketing brake 
fluids in only heavy-duty 
grades has been adopted by United 
Motors Service Division of General 
Motors. 

“Recent developments in auto- 
mobiles,” UMS announced, “have 
considerably altered minimum 
standards for brake fluids. There is 
mounting evidence that moderate- 
duty grades are inadequate for the 
braking requirement of modern 
cars.” 
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$3 Million Expenditure 
Planned by Timken 


eens eR of the cup and 
cone grinding departments at 
its Canton and Columbus plants, as 
well as the purchase of new major 
equipment for its Bucyrus plant, to 
the tune of over $3 million, has 


been announced by The Timken 
Roller Bearing Co. 

Approximately 117 machines, in- 
cluding cup and cone grinders, cone 
honers and cup air gauges, have 
been ordered, with delivery ex- 
pected late in 1958. Pilot equip- 
ment is due to arrive in Canton in 
June, July and August for testing. 








HERE are quick and easy Dealer 
PROFITS month after month 


Outsells ‘em all because 
it out-performs ‘em all! Fj 


Recommended to 
= millions of car and 
# truck owners by 

é the “POST” 


& Now a top money-maker for 


every type of automotive 


service shop. 


Es Quality-built and factory 
tested for better than new 


economy, power and 
performance. 





VERY SPECIAL 
Premium Quality FORD’s and 


MERCURY’s at no additional cost! 


100% sound, solid blocks. Positively no 
repairs. New, original equipment camshafts 


in all OHV Fords and Mercurys. 


Profit-making opportunities are tremendous for those 
handling and installing nationally-famous MUSTANG 


REPLACEMENT ENGINES. Nationwide acceptance, complete lines, 
superior quality, sensational performance and enthusiastic customer 
Satisfaction enable dealers to build more volume . . . more profits 


faster and easier. 


The remarkable, trouble-free 


MUSTANG is precision-built through and through 
with premium quality parts. 


Ask your jobber for FREE LITERATURE 
and complete MUSTANG PROFIT STORY 


res 
MUSTANG ENGINE 


Garland 
Texas 
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Get into BIG PROFIT 
“BEAR” ALINEMENT 
BUSINESS 


WITH LOW COST #128 SET 


No matter how small your 
operation, here’s your chance 
to get into big profit alinement 
under the nationally-advertised 
“BEAR” Sign! The new “Bear” 
#128 set is so simple, so 
accurate and so fast you can 
— make hundreds of dollars 
peed seek during the first year! 
takes up no more space 
em a small tool board! DON’T 
DELAY ANY LONGER! Ask your 
Jobber for details. Bear Mfg.Co., 
Rock Island, Illinois. 


The BEST is ALWAYS 
the LEAST EXPENSIVE 


where Sensitive Brake Parts are Used! 


FAILURES AND COMEBACKS CAN 
MAKE CHEAPER BRAKE PARTS MUCH 
MORE EXPENSIVE 


TRU-TORQUE ..... .... 


with Self-Centering Springs and Expanders... 


have proven this, during the past several 
years, to thousands of Service Operators 
who are using Safety Cups in continuously 
increasing quantities. 
Let TRU - TORQUE prove to you the 
SATISFACTION and SAVINGS that re- 
= sult in the use of Wheel Cylinder Cups 
with matched expanders... cups that build 
better customer relations by giving better 
service. 

While TRU -TORQUE are not 
the most expensive, they will prove 
the most economical. 

Ask your Jobber about our Economical 
Cabinet Assortment which maintains 
adequate low-cost Inventory Control! 


TRU-TORQUE 


1200 RECO AVE e@ ST. LOUIS 22, MO. 





A YEAR 
SERVICING 
RADIATORS!” 


‘*My first year I took 
in $12,000. My second 
year $16,000!" 


McRILL AUTO SERVICE 
TWIN FALLS, IDAHO 


MANY MAKE OVER $10,000 A YEAR! ‘After 3 months we are doing 
$850 per mo. in radiator work and increasing all the time’’—Robbins Motor 
Co., Marlow, Okla. *‘Now going at rate of $18,000 a year,"’ says Clough, 
Storm Lake, Ia. You, too, can do this well ! 

20,000,000 Radiators Need Servicing Yearly! And with today’s engine 
power ‘increased, cooling capacity decreased, radiators will require more ser- 
vice than ever! Get your share of this huge profit potential—now ! 

Inland, the industry's leader, offers equipment, training, Pays-For-Itself 
purchase plan—advertises nationally to attract radiator oerreeing business to 

land-equipped shops. Mail coupon for Free Book toda 


INLAND MFG, CO. 
1108 Jackson St., Depf. SA-4 Omaha 2, Nebr. 
World's Largest Manufacturer 
of Radiator Servicing Equipment 
“SOLD EXCLUSIVELY BY MAIL" 
Se ee ee ee ee ee to [land customers. 


TRAINING 
SCHOOL 


Factory school trains you 
or your man quickly: Clean- 
ing, repairing, recorin 

pricing, everything! FR: E 








INLAND MFG. CO., Dept. SA-4 1108 Jackson $t., Omaha 2, Nebr. 
Please send new free book, ‘‘Bive Print For Profits.” 





(PLEASE PRINT) 





ITY ZONE___STATE. 
Y. TITLE 
If dealer, make of car sold. 


Are you now operating a radiator dept.? [] Yes [] Neo 
SUR AE SES SO oe ae AAA A AAS AS A NE NN RNY NY EE AY ie na 
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DEPENDABLE BATTERIES 


for more than 30 years 


InpMA APPROVED : . 
Automotive, Marine, Motorcycle, 


Aircraft. 
We OurTSELL... BECAUSE 
We Out SERVE 
We also Repair and Rebuild ALL 
Makes . . . Automotive, Industrial 
and Railroad 


YOCAM BATTERIES, Inc. 


Tampa, Fla. 


Service Branches in Tampa, Miami, Jacksonville and 
Pensacola, Fla., Macon, Ga., and Prattville, Ala. 





——————=—"Mail Coupon Today 
ARE YOU READING SOMEBODY 
ELSE'S COPY OF SAJ...? 
Why not get your own subscription se you can always be sure of se- 
ing each issue... the price is low ‘on it's all oni canting. 


| SOUTHERN AUTOMOTIVE JOURNAL 
Department A-!! 

| 806 Peachtree Street, N. E. 

I Atlanta 8, Georgia 


| Enter my subscription to SOUTHERN AUTOMOTIVE JOURNAL for 3 ye-r: 


D New Subscription 
0 Renewal 


| Name 





| Name of Firm 





| . ©. Box or 
! Street and No. 
i 

City 
| 








© Enclosed find $3.00 Bill me fer $3.00 
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South Carolina Dealers 
Plan Labor Seminar 


LABOR relations seminar will 

be a highlight of the annual 
convention of the South Carolina 
Automobile Dealers Association to 
be held at the Ocean Forest Hotel 
at Myrtle Beach May 17-19, 
Executive Secretary Ella W. Ford 
announced. 

James C. Moore, general counsel 
of the National Automobile Deal- 
ers Association and a native of 
York, S. C., will moderate the 
seminar, on which another speaker 
will be Milton D. Denbo of Wash- 
ington, D. C. 

At one of the business sessions 
Walker A. Williams, vice-chair- 


Luncheon speaker the next day 
will be Edmund Harding of Wash- 
ington, N. C., a noted humorist. 

W. E. “Billy” Hancock, Jr., of 
Columbia is president of SCADA. 
Vice-president is H. E. Holley of 
Aiken. R. F. Pulliam of Columbia 
is secretary-treasurer. 

The association’s unique break- 
fast program, with its usual 
elaborate rehearsals preceding a 
presentation featuring dealers and 
finance company executives and 
their wives, will have as its theme 
“This Is 1959, Mr. Jones.”’ This will 


be unveiled at 8 a.m. the morning 
of the 19th. 

The “breakfast” frequently has 
been a Gridiron-Club-like affair. 


Virginians Choose Lewis 


The Norfolk-Portsmouth (Va.) 
Automobile Dealers Association 
has elected W. O. Lewis, Davis- 
Lewis Chevrolet Corp., president. 
Other officers are M. D. North, M. 
D. North, Inc., vice-president, and 
F. H. Huttmann, secretary-treas- 
urer. 




















KD 71 


improve 


K-D engineers 


Top: James C. Moore 
Above: Walker A. Williams 


man of the dealer policy board of 
Ford Motor Co., will speak. 

Registration will open at 9 a.m. 
Saturday, May 17. The first day 
will otherwise be devoted to in- 
formal get-togethers, including a 
“get-acquainted” period that after- 
noon around the hotel pool. 

Luncheon speaker the next day 
will be Dr. James L. Brakefield, 
director of public relations of 
Liberty National Life Insurance 
Co., Birmingham, Ala. 

A business management clinic 
featuring Palmetto State dealers 
will be staged from 3 to 5 p.m. 
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Jumbo 
fold-back 


clearance 


head turns 
thru arm 


stronger 
less vibration 


head protected 


The Complete Line 








E 


KD 71 is the largest of K-D’s mirrors 
of K-D’s single-source-service of essential automotive Saftee Products. 


truck mirror 


Added hinged arm, reenforced by inner tubing, 
folds inside fender and body line without 
changing head-to-hinged arm adjustment. Com- 
plies with State specifications. Four two-piece 
telescoping arms provide in and out, forward 
and rear adjustments. Strengthened .. . 
reduced vibration for steadier vision; longer 
life for protected head. Replaceable, gasketed, 
cushioned silvered 61/,” x 163/,” plate glass. 
Black enamel finish . . . bolts, nuts and head 
spacers cadmium plated. 


another important part 
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, Here’s ALL YOU NEED to 
HERE'S HOW TO REALLY | | REPAIR your HYDRAULIC JACK! 


CLEAN ENGINES 
..-at a Profit 


i INSIDE... GUNK® Hydro-Seal is 
an immersion compound that strips hard 
carbon, varnish and gums from cylinder 
heads, carburetors, engine parts safely, 
easily and completely clean right to the 
bare metal. After cold immersion, parts 
can be rinse-cleaned with a water spray. 
Forms its own surface seal, preventing 
evaporation of solvent vapors. Hydro- 
Seal is the fastest-acting and most effi- 


clent self-scouring solvent for all engine HYDRAULIC 


oe JACK REPAIR KITS & JACK Cil 


“AND OUTSWE . . . GUNK Super- 
Concentrate is a eae danonie JACK-PACK repair kits contain easy-to-follow instructions and all 


and emulsifier that can be sprayed, the packings necessary to make your jack work like new. And, be 
or wiped on engines and ma- sure to use JACK-PACK hydraulic jack oil. It’s the only oil with 


yor mew A by ® ybd Be Ragen complete instructions for filling and bleeding your jack on the can. 


tion has — : B gn ye ~ on Save Money...Try a JACK-PACK! 
able end pee Pane ae f vem @ No more big jack repair bills. 
ing solvents on the market. No toxic @ No more high freight charges. 

vapors, non-caustic, safe to skin. @ No more long equipment tie-ups. 





Write today for free folder: 


“CURRAI oe | _ -.pack 


CcCORPORAT I r - MFG. COMPANY 
(Home Office) South Canal St. GUNK Chicago y Mrs 2115 No. Marianna Ave., Los Angeles 32, Calif. 


UAMRENCE, MASSACHUSETTS Chicage 38 (Licenses) ORDER FROM YOUR JOBBER! 











o au e RAJAH PAT. HAND CRIMPING TOOL 


VELLUMOID 


S -am= 


NOTE—The simplicity of this Tool 


* 
USE THE FINEST: a... oe 
e 


Order from your jobber or direct from us. 
Send for circular and prices. 


Specify Vellumoid for the 
finest in gaskets and gasket 
rae Samual Ye se, The Rajah Company, 35 Verona Ave., Newark, N. J. 
moid now offers Cylinder 
Head, Manifold, Exhaust 
Flange Gaskets and Overhaul 
Sets to assure trouble-free 
superior performance. 





Ask your jobber about Cop- 
permoid. . . He knows quality. 


THE VELLUMOID COMPANY 


Worcester, Massachusetts 
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Romney and Hufstader 
To Address Tarheels 


EORGE Romney, president of 

American Motors Corp., and 
William F. Hufstader, General Mo- 
tors vice-president in charge of the 
distribution staff and dealer rela- 
tions, will address the 23rd annual 
convention of the North Carolina 
Automobile Dealers Association at 
the Carolina Hotel at Pinehurst 
April 27-30. 

Also highlighting the program 
will be a dealer panel discussion on 
profit opportunities. Scheduled for 
Monday morning, April 28, it will 
be moderated by Past President 
Tom A. Williams of North State 
Chevrolet Co., Greensboro. 

Dealers on the panel will be 
John H. Lander of Lander Motors, 


Top: President Romney 
Above: Vice-President Hufstader 


Inc., Atlanta, Ga., treasurer of the 
National Automobile Dealers As- 
sociation, who will speak on “Ex- 
pense Control”; Charles A. Cronin, 
Cronin Motor Co., Inc., Cincinnati, 
O., on “Parts and Service,” and 
Samuel L. Marshall, The Marshall- 
Field Motor Co., Cleveland 
Heights, O., on “Sales Manage- 
ment.” 

A dinner Sunday night, April 27, 
will honor the state’s Automotive 
Old Timers—those who have been 
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in business 20 years or more. 

Humorist Edmund Harding of 
Washington, N. C., will provide en- 
tertainment, as guest speaker, with 
his talk on “Old Wine in New 
Bottles.” 


Deal Buick in Asheville 


Walter A. Deal, president of the 
firm, is president of the North 
Carolina Dealers Association. He 
joined the Buick dealership in 
Asheville in 1934 as a bookkeeper, 
subsequently became general man- 
ager and later acquired the fran- 
chise after the death of the owner. 


Adds Studebaker 


EAL Buick, Inc., Asheville, N. 

C., has signed a sales agree- 
ment to merchandise Studebaker 
cars and trucks, as well as Pack- 
ard and Mercedes-Benz cars. 


Rock Hill Dealers Elect 


G. W. Justus of Justus Pontiac 
has been elected president of the 
Rock Hill (S. C.) Automobile Deal- 
ers Association. 








AMERICAN CARS! 
FOREIGN CARS! 
ARTIC-KAR The Best Buy In 


Automotive Air Conditioning Since 1949. 


ICEBERG All New 


For ‘58. Beautifully Styled Underdash 
Model. Ebony Black and Silver. Thermostat 
controlled Clutch. Three Speed Dual Fans 
For Extra High Air Volume. Universal For 
All American Cars. 


HUSKY Trunk Type Unit 


For Those Who Want The Best. Three and 
One Half Tons of Air Conditioning. Hand- 
some Air Ducts With 360 degree Adijust- 
able Louvers That Fit Neatly in Package 
Tray. 


Set It! Forget It! Thermostically Controll- 
ed For Perfect Comfort. 


FOREIGN AND SPORTS CAR OWNERS YOU TOO CAN 
HAVE ARTIC-KAR AIR CONDITIONING! 


Twenty-Seven Models Engineered-Tested-Proven 


Rolls-Royce 
Mercedes-Benz 
Jaguar 

Facel Vega 
Volkswagen 
Renault 

MG 

Morris 

Austin 
Hillman 
Volvo 
Porsche 
Karmin Ghia 
Thunderbird 
Corvette 


MG COUPE RENAULT 


PROFITABLE DEALERSHIPS — DISTRIBUTORSHIPS 
AVAILABLE. WRITE FOR FREE BOOKLET TODAY 


REFRIGERAT 
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PEDRO CAN AFFORD 
TO SLEEP IN THE SUN 


. . . But you can't! Automotive men throughout 
the Southern and Southwestern States know 
they must be alert all the time to changes tak- 
ing place in their industry. 


There is no finer way to keep abreast of events 
down South than through the pages of SOUTH- 
ERN AUTOMOTIVE JOURNAL. Every month 
S.A.J. gives you facts about the latest trends 
in distribution, sales and service . . . facts you 
can use effectively to increase your income. 


No other automotive publication is edited 
expressly to serve the interests and needs of 
Southern and Southwestern automotive men. 
You'd find it impossible to replace it. Garage 
owners, new car and truck dealers, service sta- 
tion owners and managers, fleet owners, whole- 
salers and distributors regularly read S.A.J. for 
just one reason . . . their ultimate profit. 


RENEW YOUR SUBSCRIPTION NOW 
DON'T MISS THE NEXT ISSUE — USE 
COUPON ON PAGE 162 





\ 
pacancees \y etoriiaree 





a 





ARMATURES 
GENERATORS 
STARTING MOTORS 


7 
QUALITY PRODUCTS 


Fast and Efficient Service 


from 
Our New Modern Factory Warehouse 


GENERAL ARMATURE & MFG. CO. 


2832 E. PONCE DE LEON AVE. 
DECATUR, GEORGIA 


VISIT OUR BOOTH AT THE 
SOUTHEAST AUTOMOTIVE TRADE CONFERENCE 
AUGUSTA, GEORGIA 
APRIL 23-25 














ONLY GOOD BRAKES 


...can stop cars safely! 
Imeo DELUXE GRADE bonded aaNet, 
brake shoe sets give POWER ¢ 
BRAKE performance with every 
stop! Domestic and foreign car 
and truck coverage. Warehouse 
stocks in most major cities . . rr, 


IMCO MANUFACTURING & SALES CO. 


BALTIMORE 2, MARYLAND 
Brake Shoes—Emergency Bands—Universal Joints—Water Pumps 


& 
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RADIATOR REPAIRMEN! 


CELLULAR-TUBULAR 
RADIATOR CORES 


RADIATOR SHOP 
TOOLS & SUPPLIES 


Supply Catalog 


LAKE AUTO RADIATOR 


Core Catalog 


Branct VAGLE: 5 + + 
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Texas Garagemen to Study Joining 
National Body and Mechanic License 


EMBERS of the Independent 

Garagemen’s Association of 
Texas gather in Waco on the eve- 
ning of April 18 for what may be 
one of the most important conven- 
tions in association history, April 
19 and 20. 

Two subjects certain to be prime 
topics of discussion are to be or not 
to be affiliated with the Independ- 
ent Garage Owners of America and 
licensing of mechanics in Texas. 

Both matters have _ received 
pointed attention in Texas over the 
past few years and a strong resolu- 
tion on the matter of a license for 
every automobile mechanic, avail- 
able only through examination, 
was adopted at last year’s conven- 
tion. 

Affiliation with the national as- 
sociation has been a more delicate 
question, with sentiment hereto- 
fore largely opposed to the union. 
If, however, the Texas association 
should throw in with national, it 
would take along a voice with the 
power of widespread membership. 





S54 «4 248°. 8. Ce 
’“W ) *Sa4 0000 4 oe 


This is the ultimate in Wall Cabinet as- 
sortments. It contains Assembled Contact 
Sets, Condensers, Heavy Duty Sets, Caps, 
Rotors, Brushes, Bushings, Coils, Regula- 
tors, Relays, Switches, etc., a complete 
stock to cover any type of ignition service 
requirement. Service Doors provide extra 
shelf space without increasing length of 
cabinet. If you are looking for the finest 
ignition stock, combined with the tops in 
cabinet convenience — here it is! 
For details on this and other assort- 
ments in the complete Shurhit line, see 
your jobber or write us for 
Catalog No. SS. 


Shurhit propucts, inc. 
mg Waukegan, Illinois 
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For Texas, with approximately 
30 chapters, constitutes one of the 
most powerful states in the union 
from the viewpoint of the previ- 
ously unorganized independent re- 
pairman. Those 30 chapters grew 
from four—Dallas, Houston, Aus- 
tin and Amarillo. 

This year’s convention program 
calls for a “bull session” the night 
of April 18, with the convention 
getting down to business the next 
day, Saturday. 

The annual banquet is scheduled 
for Saturday night. Officers will 
be elected Sunday morning and the 
convention is expected to adjourn 
by noon. 

Texas and California have the 
largest associations of garagemen 
of any of the states. 


Morriss Dies in Dallas 


William W. Morriss, 72, owner of 
Morriss Buick Co., Dallas, Texas, 
before that agency was sold to 
Orand Buick Co. in 1941, died at 
Dallas last month after a short ill- 
ness. He had been president of 
Union Acceptance Co. and for the 
last 30 years was a director of the 
Mercantile National Bank. 


William A. Toms has been named 
manager of the newly-created Lin- 
coln and Mercury Southwestern 
regional sales office in Dallas, 
Texas, J. J. Nance, vice-president 
of Ford Motor Co. and general 
manager of the M-E-L Division, 
announced. For the past seven 
years Toms has been Southern re- 
gional sales manager for Lincoln 
and Mercury in Atlanta, Ga. He 
joined the company 29 years ago 
in Charlotte, N. C., but spent most 
of his career in Jacksonville, Fla., 
and Atlanta. 














MiLEsMASTER 


FUEL PRESSURE 
REGULATOR 


Youcan get more dollars out 
of every engine tune-up... 
and make your customers 
happier, too. . . by install- 
ing a genuine Milesmaster 
Fuel Pressure Regulator. 
Makes every engine run 
better, smoother, saves 
gas. One model fits all 
vehicles. 


Distributed by 
Leading Jobbers 
Everywhere .. . 
Or Write Direct 
For Information 


MILESMASTER, inc. 


6 North Michigan Avenue 
Chicago 2, Illinois ® DEPT. A 
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This listing of Advertisers and Manufacturers’ Agents is published as a convenience, and not as a part of the advertising contract. 
Bvery care will be taken to index correctly. However, no allowance can be made for errors, or for failure to insert. We will appreciate 
your calling to our attention any corrections or omissions promptly. Only manufacturers’ agents are listed on opposite page. 


A 


AC Spark Ping 
Div. 6, 27, 28, 29, 80, 81 
Ace Rubber Company * 
Acme Air Appliance Corp. 
Adgif Company Div., 
Scripto, Inc. 
Airtex Automotive Div. 
Alberson & Co. 
Alemite Division 
Allen Electric & 
Equip. Co. 
Allstadt Manufacturing Co. 
Alondra Sales, Inc. 
Aluminum Industries, Inc. .... 
American Hammered Division. . 
Ammco Tools, Inc. 
Arco Oompan 
Armstrong Hydraulics, 
Artic Kar 
Associates Investment Co 
Atlantic Steel Co. 


8 


BCA Ball Bearings 
Banite Company 

Basic Sleeve Associates 
Bear Mfg. Company 
Bee-Line Company 

Bell Co., Inc. ..... 
Bingham-Herbrand Corp 
Blackhawk Hand Tools 
Bower Roller Bearings 
Brake Parts Specialt 
Breeze Corporation, Inc. 
Briggs Shock Absorber Div. 


Cc 


Camel Patches aba ae 
Oarter Carburetor Corp 
Casite Division 
Champion Spark Plug Co. 
Champ-Items, Inc. .......... 
Chevrolet Motor Division ..69, 123 
Chicago 

Rawhide Mfg. Co. 
Shrysler 

Motor Parts Div. 
Clevite Service, Inc. 
Climatic Air, Inc. 
Coats Company 
Cole-Hersee Company 
Commercial Oredit Co. 
Curran Corporation 
Curtis Mfg. Co. 

Pneumatic Div. 


D 


DL Products, Ine 
Deleco-Remy Division 
DeKoven Mfg. Co. 
DeSoto Division .... : 
Detroit Surfacing Machine Co 
Ditzler Color Div. 
D L Products, Inc. 
Doan Mfg. Co. 
Dow Ohemical Co. .......... 
Du Pont de Nemours and Co., 
Inec., E. I. 
Finishes Div. 
Chemical Specialties 
No. 7 Line 
Refinishes 


- 


a 


168 


E 


Echlin Mfg. Comgeny 
Egan Mfg. Oo., H. B. 
Eis Automotive Corp. 
Electric Auto-Lite Co. 
Batteries 
Parts & Service 
Spark Plugs 


7 


F & B Mfg. Co. .... 
Federal-Mogul Service 
BCA Ball Bearings 
Bower Roller Bearings 
Federal-Mogul Engine 
Bearings 
National Seal 
Felt Products Mfg. Co 
Frigikar Corporation 
Frigiquip Corporation . 


G 


G. M. C. Public Relation Staff 
Gabriel Company reds 
Gates Rubber Oo. ........... 
General Armature & Mfg. Co.. 
General Electric Lamp Div 
Go-Jer Co. ‘ 
Golden Glide Division, 

Gabriel Co. ae 
Grand Automotive Products, 

Inc. 


Grote Mfg. Company .. 
Guaranteed Parts Co., Inc 
Guide Lamp Division 


H 


Harrison Radiator Division 95 
Hastings Company 182 
Hastings Mfg. Co. 
(Filter Division) ..Third Cover 
(Piston Rings) * 
Haviland Co., Arnold 
Heckethorn Mfg. & Supply Co.. 
Hirsig-Brantley Co. 
Holmes Oo., Ernest 
Homestead Valve Mfg. Co. 
Hotel Tuller 
Hunter Engineering Co. 
Hygrade 


Prod. Division . .Second Cover 


Ideal Manufacturing Co 
Imco Mfg. & Sales Co. 
Re Be, GO. evcccess 


J 


Jack-Pack Mfg. Co 
Jaycee Chemical Corp : 
Johnson Bronze Co. ....... 


K 


K-D Lamp Oo. ..... 
K-D Mfg. Co. 

Kem Mfg. Co., 

Ken Tool Mfg. Co. 
Kimco Auto Prods. 

Kool Kooshion Mfg. Co. . 


L 


L & S Bearing Company 
Lake Auto Radiator Mfg. 
Lamson & Sessions Co. 
Lee Co., K. O. 

Lincoln Engineering Co. 
Lisle Corp. 


M 


Mac's Super Gloss Co., 


Marshall-Eclipse Division . 
McQuay-Norris Mfg. Co 

Merit Muffler Div. 
Milesmaster, Inc. . <a 
Milwaukee Electric Tool Corp.. 
Minnesota Mining & Mfg. Co... 
Miracle Chemical Co. 

Mitchell Co., « 7 

Mohawk Rubber Co. ...... 24, 
Monkey Grip Sales Co. , 
Moog Industries, Inc 


N 


NADA Used Car Guide 

Company 
Namsco Inc. Ki 
National Brake Block Corp.... 
National Business 

Publications, Inc. 
National Seal Division ... wa 
New Britain Machine Co., The. 91 
Niehoff & Co., OC. E. ... ie ae 


Oo 


Oldsmobile Division 
Otto-Items, Inc. 


p 


P & D Mfg. Co. .. 154 
Packard Electric Div 98, 99 
Pennsylvania Refining Co. * 
Perfect Circle Corp....Front Cover 
Permatex Co., Inc. 
Permite Parts 
Pick Mfg. Co. . 
Porter, Inc., H. K. 
Practical Mfg. Co. 
Prest-O-Lite Batteries 
Pullman Vacuum Cleaner Corp 

78, 75, 77, 79 


R 


Rajah Company ..164 
Ramsey Corp. Fourth Cover 
Raybestos Division 32 
Rebuilders, Inc. .... 161 
Rich Mfg. Corp. . ee, 
Rochester Products Division... 89 
Rogers Co., John 14 
Rust Master Chemical Corp 129 


S 


SAE Motor Parts Co 

Sealed Power Corp 

Shurhit Products, Inc. 

Snap-On Tools Corp. 

Sorensen Mfg. Co., Inc. P 

Southern Friction Materials 
Cc 


Products 
Stant Mfg. Oo., 
Stewart-Warner Corp 
Storm-Vulcan, Inc. 
Supercharger, The 


T 


Texas Company .. 
Thermoid Company 
Thompson Prod., Inc. 
(Service Sales Div.) 
Timken Roller Bearing Co 
Toledo Steel Prods. Co 
Tramco Industries 
Tungsten Contact Mfg. Co 
Tung-Sol Electric, Inc 


U 


U. S. Axle Co., Ine 

United Motor Service 

Universal Lubricating 
Systems, Inc. ’ 


V 


Vv. M. CO. System .. 
Vanderbilt Tire & Rubber 

nn. sees can 
Vellumoid Co 


Ww 


Wagner Electric Corp 

Walker Mfg. Co 
Warner-Patterson Co 

Warwick Laboratories, In¢ 
Weaver Mfg. Co. .. 

Wilkening Mfg. Co 

Willard Storage Battery Co 
Wittek Mfg. Co. ‘ 

. SS ; 
World Bestos Corp 142, 


Y 


Yankee Metal Products 
Yocam Batteries, Inc. 162 
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MANUFACTURERS? AGENTS. 


REPRESENTING OUR ADV ERTISERS 


ALABAMA 
Alan Sales Co. — Birmingham 
Acme Air Appliance Co., Inc. ...... 101 
Downey, Herman J. — Birmingham 
Jaycee Chemical Oozp. 
Tungsten Contact fg 
Warwick Labs., Inc. 


ARKANSAS 


Mesee. ee Rock 
odes 04 9:64 0682004 11 


DISTRICT OF COLUMBIA 


Rife, Roland 
John E. Mitchell Co. 


FLORIDA 
Bridges & Assoc., R. I. — Jacksonville 
L & 8 Bearing Oo. es 
Hirsig-Brantley Co. — Jacksonville 
Egan Mfg. Co ~ a 
Gabriel Oo. 
Imco Mfg. & Sales Co. 
Manley Valve Corp. 
Miracle Chem. Co. 
Tramco Ind. 


Vellumoid Oo. 

Pilkington, Bob — Jacksonville 
Heckethorn Mfg. & Supply Co 
Kool Kooshion Mfg. Co. 

Rogers, H. M.— Jacksonville 
Climatic Air Inc. 

Hunter Eng. Co. 

Cadden, Milton E. — Miami 
Cole-Hersee Oo. . 5. cic cccccsccccee 140 

Hershey, Maxim — Miami 
Doan Mfg. Co. 

Meadows, J. L. — Ocala 
Pullman Vacuum Cleaner 


GEORGIA 


Aaron & Bell — Atlanta 
I C, . .cicc oma 00.0 60.0006 110 
— P. 


*& 35 
Clark Co. enry "S. — Atlanta 
Shurhit Prod., Inc. 
Clayton-Mattie Go. — Atlanta 
Banite Co. 
Otto-Items, ) 
Fike, Gene — Atlanta 
Storm- Vulcan, Inc. 
Katz, Warren — Atlanta 
Grand Automotive Prod. 
Minnich Co. — Atlanta 
Cole Hersee Co. 
Morris, W. L. — Atlanta 
General Armature & Mfg. Co 
Styron, A. 
F&B Mig. hb, 
Williams, = — Atlanta 


Ken Tool Mfg. Co. 
Lamson & Sessions Co. 
Milesmaster, Inc. ; 
Williams Oo., F. H. — Covington 
Acme Air Appliance Co., Inc 
Monkey Grip Sales Co. 
Isom, Dave — Decatur 
Jack-Pack Mfg. Co. 
Oxley, Paul — Macon 
K-D Lamp Oo. 
Davison, George — Marietta 
Alondra Sales, Inc. 
Lewis, Gene — Marietta 
Grote Mfg. Co. 


KANSAS 
Russell, H. E.—TIola 
Arnold Haviland Co. . 
Warwick Labs., Inc. 
Wittek Mfg. Co. 
Cullins, Robert — ‘Overland Park 
Guaranteed Parts ,Co., Inc. .. 
Leahy, E. T. — Prairie Village 
Storm-Vulcan, Inc. te 
a, Donald — Wichita 
L & 8S Bearing Co. 


KENTUCKY 
Saunders, J. Paul — Bowling Green 
Grote Mfg. Co. ay 
Lamson & Sessions Co. 
Monkey Grip Sales Co. 


Dicello, Tony — Louisville 
Grand Automotive Prod., In« 

Hughes, Lee B. — Louisville 
Acme Air Appliance — 
Alondra Sales, Inc. .... 
Jaycee Chemical Corp. 

Taylor, D. O. — Louisville 


LOUISIANA 
Cressy, L. M. —- New Orleans 
Tungsten Contact Mfg. Co 


MARYLAND 

Chesney, Wm. — Baltimore 
General Armature & Mfg. Co 

Clark, Thomas S. — Baltimore 
Banite Co. 

Kneavel, W. 8S. — Baltimore 
Cole-Hersee Co 

Lindsay, H. S. — Baltimore 
Kem Mfg. Co. 

Miller, Jess — Baltimore 
Lisle Corp. 
Milesmaster, 

Neal, Merv — Baltimore 
F & B Mfg. Co. 

Wilmer, Tom — Baltimore 
Storm-Vulcan, Inc. 


MISSISSIPPI 
he or > Guy M.— Jackson 
F & B Mf 


Southern Bets C Co. — Jackson 
Cole-Hersee Co. 

Grote Mfg. Co. 

Keen, C. Guy — Meridian 
General Armature & Mfg. Co. 
Kem Mfg. Co. 

Shields, Herman A. — Meridian 
Arnold Haviland Co. 
Johnson Bronze Co. 


MISSOURI 

Black, R. S8.— Kansas City 
Doan Mfg. Co. 

Buettner, C. M.— Kansas City 
Acme Air Appliance Corp. 
Monkey Grip Sales Co. 

Calkins, Herb — Kansas City 
Grand Automotive Prod. 

Dickey, R. O. — Kansas City 
Jaycee Chemical Corp. 

Earl, John W.— Kansas City 
K-D Lamp Co. 

— ~ — — Kansas City 


Co. 
Hoa Co "Den. D. — Kansas City 
Grote Mfg Co. 
John E. Mitchell Co. 
Libby Co., Frank — Kansas C ity 
Tramco Ind. on 
Mosher, W. A. — Kansas City 
Banite Co. 

Snyder, J. J. — Kansas City 
ullman Vacuum Cleaner 
Corp. 73, 

Swenman. M. H. — Kansas C ity 

Lamson & Sessions Co. 
Lisle Corp. 


Wilcox Co., Paul K.— Kansas C ity 


Alondra Sales, Inc. 
Buergler, H. H. — St. Louis 
Manley Valve 
Nixon, Russ — St 
Guaranteed Parts Co., . 
Punt, Walter G.— St. Louis 
Otto-Items, Inc. , 


NORTH CAROLINA 


Huber, Jerry — Charlotte 
Lamson & Sessions Co. 


Johnson Bronze Co. 
Storm-Vulcan, Inc. 

Newton, Kirby — Charlotte 
Kem Mfg. Oo. 

Stroud & Walden — Charlotte 
Alondra Sales, Inc. 
K-D Lamp Co. 

Ward, Ben T.— Charlotte 
Banite Co. 
Jack-Pack Mfg. 
Otto-Items, Inc. 

Longdon, J. 8S. — Greensboro 
Grote Mfg. Co. 
K-D Mfg. Co. 
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Ruark, J. B. — High Point 
Curran Corp. ; 

Beasley, J. E. — Southern Pines 
General Armature & Mfg. Co. 


OKLAHOMA 


Huff, Nelson — Oklahoma City 
General Armature & Mfg. Co. 

Lees & Assoc., Henry — Oklahoma City 
L & 8S Bearing Co. 


TENNESSEE 


Anderson, G. H. — Memphis 
Kool Kooshion Mfg. Co. 
Potter, Earl — Memphis 
Co. 
Cherry Co., J. McEwen — Nashville 
John E. Mitchell Co. 
Tate, J. R. — Nashville 
Tungsten Contact Mfg. 


TEXAS 


Brogan, F. J. — Dallas 
Monkey Grip Sales Co. 

Burk, B. B. — Dallas 
Miracle Chem. Co. 

Butts-Jefferies Co. — Dallas 
Golden Glide Div. 

Connell Co., J. 8. — Dallas 
Basic Sleeve Assoc. 
Jack-Pack Mfg. Co. ........- 
Manley Valve Corp. 
Wilkening Mfg. 

Cree, H. M. — Dallas’ 

Grote Mfg. Co. 
Pullman Vacuum Cleaner 


Corp 3, 
Crockett. Jordan Co. — Dailas 
Cole-Hersee Co. .......-.- 
Kem Mfg. Co. 
Ebeling, P. ‘H. — Dallas 
Vellumoid Co. 
Hart & Foster — Dallas 
Warwick Labs., Inc 
Hirsig-Frazier Co. — Dallas 
Curran Corp. 
Jayne, Albert — Dallas 
fen Tool Mfg. Co. 
Johnson Oo., Dean — Dailas 
Alondra Sales, Inc. .. 
Lynn & Hemphill — Dailas. 
Heckethorn Mfg. & Supply Co 
Jaycee Chemical Corp. .... 
Kool Kooshion Mfg. Co. . 
McClintock Sales Corp. — Dallas 
Acme Air Appliance .. 
Grand Automotive Prod 
Wittek Mfg. Co. 
O'Connell, J. J. — Dallas 
Otto-Items, Inc. eens 
Russell, Ralph — Dallas 
Milesmaster, Inc. 
Schnair Sales Co. — Dalias 
Tramco Ind. 
Shipp & Payne — Dallas 
Doan Mfg. Co. 
Zell, O. C.— Dallas 
Storm-V “a an Inc. .. 
Lyon, W. L. — El Paso 
K-D ha Co ‘ 
Lamson & Sessions Co. 
Automotive Sales Co. — Ft. Worth 
F & B Mfg. Co. 
Copeland, Rudy — Ft. Worth 
Egan Mfg. Co., H. B. . 
Greenfield, Neal — Ft. Worth 
Tungsten Contact Mfg. Co 
Keller, Fritz — Ft. Worth 
Banite Co. . 
Lincoln Engineering Co 
Lisle Corp . 
John E. Mitchell Co. ae 
Lovelady, John W. — Ft. Worth 
Go-Jer Co. ‘ 
K-D Mfg. Co. 
Lamson & Sessions Co 


VIRGINIA 


Shirey, Wm. — Richmond 
Hunter Eng. Co. . 





The man who sells 


OL DSMmobili tyy 


is backed by the features 





with new sales appeal! 


The amazing 
ECON- O-WAY Here’s another reason why Oldsmobile has rocketed 


into first place in the Medium Price Class . . . the 
CARBURETOR amazing ECON-O-WAY Carburetor! Motorists through- 


out the country have been clamoring for more 


greatest advance economy—and Olds has the answer! This great fuel- 


saving carburetor is one of the most significant engi- 


neering advancements in Oldsmobile’s 60-year history. 


= 
in fuel econo y Econ-0-Way carburetion means plenty to Olds Dealers 
. especially in sales to those mileage-minded pros- 


in Oldsmobile history! wostel And it’s just one of scores of new features that 


add up to OLDSmobility. No wonder, in ’58 as never 
before, it’s smart to be with Olds! 


COLDSMOBILE 


DIivisIrion ad GENERAL MOTORS ° LANSING, MICHIGAN 


170 Want more facts? Use Reader Service Card Page 105 SOUTHERN AUTOMOTIVE JOURNAL for April 1958 





For full-time 
protection 


... Call for 


HASTINGS 


HASTINGS 


You can install Hastings Oil Filter Cartridges and know 
your customers will have clean oil all the time... from 
filter change to filter change. The reason is Densite. 

Densite is an entirely different type of filtering ma- 
terial. Many millions of selected cotton fibres—pres- 
sure packed—absorb dirt far beyond the capacity of 
ordinary filters. 

Recommend Hastings Cartridges with every oil 
change. You'll have more satisfied customers... build 
more profitable, repeat business. ; 


HASTINGS MANUFACTURING COMPANY, HASTINGS, MICHIGAN 


Also makers of Piston Rings, Casite, Wear Reducer, Spark Plugs 


Hastings Oil Filter Cartridges 


keep oil clean from filter change 
to filter change* 


U.S. Patent Nos 
2,797,811 
2,584,771 


*When replaced as nor- 


mally recommended. 
Proved by tests conducted HAST NGS 
in accordance with U. S. 


Bureau of Standards pro- 
cedure. 
OIL FILT en 











Fe 100K COMPARE! 


SEE WHY RAMCO’S 
CIRCUMFERENTIAL EXPANSION 
ACTION INSURES HIGH CON- 
FORMABILITY, SIDE SEALING, 
SURE-FIRE OIL CONTROL 


CONVENTIONAL OIL RINGS 

Conventional oil rings have inner-rings 
which are limited to 6 or 7 outward 
thrusts to seal ring against cylinder wall 


when you call for RAMCO 10-Up SETS CHROME SPIRO-SEAL OIL RINGS 


The RAMCO Spiro-Seal segment utiliz 


re FO ss cocenre, ehend Corus 


conformability to cylinder walls. It wor 
like a watch spring to adjust to taper « 


- wear Riding independently of piston groot 

CHROME OIL RINGS for any age engine! leh pris cowed radial res 
control . 
To restore new car Get Up and Go in ential expansion action — oil rings to re- 
any engine, old or new—be DOUBLE power any engine—old or new. Only 
SURE —call for RAMCO 10-Up Sets! RAMCO gives you both rings for both 
In every 10-Up Set you get either Chrome needs! 
C-9 or Chrome Spiro-Seal oil rings — That's why you're DOUBLE SURE you re- 
whichever are best for the engine. power right when you specify RAMCO 
Both rings have years-ahead circumfer- 10-Up Sets. 
CHROME C-9 OIL RINGS 


Here is the most advanced expression of 
the circumferential expansion principle 
This newest advancement in ring design 
assures a new high in conformability 
With an average of 60 outward thrusts, it 
adapts easily to cylinder variations and 
variable operating conditions, in both 


RAMSEY CORPORATION, Si. Lovis 8, Mo stop and go and high speed operations 
o subsidiary of Tompson Products, /nc. Copyright 1958, Ramsey Corporation R-236 





